—‘$25,000 a Year in Radio”’ 


ardware 


$3.00 a Year 





oe, Founded 1855 
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Labeled on 
the handle 


ISSTON HAND SAWS now 
are being marked on the han- 
dles, with the style, size,and point, 
and space for your own price 
marking. 

The Disston handle-label shows you the 
saw you are looking for: 8-point or 9- 
point, cross-cut or rip, you 
tell them apart at a glance. 
This better method of 7 
marking saws was devel- 3 
oped by Disston to make it 4 
still easier for you to sell - | 
‘*The Saw Most Carpenters 
se.”” 


























HENRY DISSTON & SONS, Inc. 
Makers of “‘The Saw Most Carpenters Use” 
PHILADELPHIA, U.S. A. 


DISSTON 
SAWS TOOLS FILES 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 
Advertising Index, Page 116 Editorial Index, Page 41 
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The Baxters couldn’t keep a maid 


Mrs. Baxter surveyed the disordered living-room. She thought of 
the kitchen full of dirty dishes. She heard Billy Junior in the nursery 
again demanding attention. With a sigh she slumped into a chair and 
protested against the unreliability of servants in general and in partic- 
ular of Lucinda, who had left just after dinner the night before. 


_ But Alice Osgood, who had come to take Mrs. Baxter for a round 
of golf, looked on this predicament with different eyes. To her, Lu- 
cinda’s leaving was just an index of a disorganized Baxter home. Why, 
the night before there wasn't even silverware enough to serve the guests 
properly. Lucinda had had to wash pieces between courses. Now she 
was gone—well! 


















HERALDIC PATTERN 
Dessert Server 
Reduced about one-third 










Does your silver 
“make things go smoothly”? 


F course you realize the infinite planning that must go into 

every meal—even the luncheon or dinner for the family. 

But in selecting menus and in attending to their preparation, 

perhaps you have not realized the part that enough silverware 

plays in successful entertaining—and in comfortable every- 
day living. 

Even though you have realized your need for more silverware, 
perhaps you feel that to provide enough would be too expensive. 
But it will not be—if you purchase sensibly and wisely of 
1847 Rogers Bros. Silverplate. 


In this fine silverplate you may provide the needed knives or 
forks or spoons at reasonable expense. Yet you are purchasing 
the silverware of a lifetime—unrivaled in beauty or durability. 


You may select in as small quantities as you wish those 
niceties of the well-set table—bouillon spoons, orange spoons, 
coffee spoons or serving pieces. And, should the occasion de- 
mand, you will have no difficulty in adding to your “1847 
Rogers Bros.’” Leading dealers everywhere have the newer pat- 
terns in stock. 


May we send you a copy of our booklet “Etiquette, 
Entertaining and Good Sense,’’ with authoritative table 
settings made in the Good Housekeeping Studio of Fur- 
nishings and Decorations? You will find it full of sug- 
gestions fdr successful entertaining. Write for it to-day, 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 


1547 ROGE Is b ROS. 


K 





























HERALDIC 
Bowl. Candlesticks. 
Tea Set Waiter and 


These handsome 
ES ie Se a 
are made to match 
the tableware in 1847 
Rogers Bros. patterns. 


The above advertisement will appear in colors on the third cover of the April 5th Sat- 
urday Evening Post and will occupy a page, in black, in the May issues of Sunset and 
Vogue. This advertisement with others in leading woman’s publications issued shortly 
before “Silverware Week,” May 12-17, will help to make that week a profitable one for 


you, ja ci 























———————— 


March 27, 1924 


HARDWARE 





Fen 


* 


ke 
3 





































V & B Hammers 
Sell by the 


Thousands— 


Drop forged from special analysis 
steel in positive dies—individually 
tempered and tested—uniform in 
shape and performance—V & B 
Hammers have an established popu- 
lar demand—thousands every year. 


The non-slip claw (3) is specially 
designed to firmly grip any size nail 
from brad to spike, and the shape of 
the sweep provides for maximum lev- 
erage, with least effort, when pulling. 
The extreme ends of the claw are 
ground as thin as practical for pry- 


ing. 


The sides of all V & B nail hammers 
are carefully crowned to prevent 
denting wood in matching flooring 
and wainscoting, and the face (1) is 
crowned to prevent marring of 
woodwork when driving. 


The binding eye (2), which is 
forged smaller at the center than at 
the ends, acts as a positive lock to 
hold the handle ‘tight and secure. 


Only the best of second growth white 
hickory is used for handles (4), 
which are designed to give just the 
right hang and halance to the 
hammer. 


Stock them—it pays! 
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NUMBER 


656 SENSITIVE | 
DRILL 


Designed R ADI Construction 
Specially for and Repair 

The radio fan was uppermost in our mind in design- | 
ing this new Drill. Not the mere “listeners in,” but the 


amateurs who build their own one day and build it 
over again the next as improved circuits appear. 
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Here’s the Drill. Holes up to %-inch in diameter 

















can be drilled quickly and easily and at any point in the : 
most complicated layout without the necessity of re- ; 
moving any of the units or wiring. : 
The price is low indeed considering the carefully 
machined steel spiral, bronze spiral nuts, ball bearing, ; 
polished hardwood handle, three jawed steel chuck : 
and the fact that it’s a Goodell-Pratt Tool. d 
Send us a sample order for this Drill and ask : 
for a special window display card and circulars. : 
srncincanions GOODELL-PRATT COMPANY. 
ice s ardwood handles ’ FT ey A 
Hard bronze spiral nuts 
Nickelplated ferrule and chuck 
“ju ag — 0 2 nig Pe 
engt nches. eight, oz. 
Price, each $2.30 Greenfield, Massachusetts, U.S.A. : 
GOODELL-PRATT & 
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Akin Silver Steel Saws 


4 se ToMy Fellow Hardware Dealers” 


—. yi WINNER 
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‘s ROBERT L. WILSON 
“ i 
A } WILSON BROTHERS 3 
; . 122 W. 25th St., Baltimore, Md. 


Atkins Saws will help other dealers increase their saw 
business the same as they did with Wilson Brothers. A 
complete line of them is a big asset to any store. 

Send us a letter on the above subject for this contest. If 
we accept it for“publication, you win $10.00. Our only re- 
quirements are that the letter be written on the stationery 


of the concern with whom you are connected and that they 
handle Atkins Saws. 


THE WINNING LETTER: 


E. C. Atkins & Co. Indianapolis, Ind. 
Gentlemen: 


Our Atkins saw business has grown from a very small business until 
it has‘surpassed the other makes. 
One day a carpenter came in our store and asked to see a saw. I told 


: him that we did not have that particular style in stock, but offered an 
Atkins. 


He said “No,” but I could see that the sale was not dead. 


igs on 


Z I went and got a % inch board and said, “Cut this board in two, and 
@ if this Atkins doesn’t cut and hang better than any saw you ever used. 
; don’t buy it.” 

: I closed the deal for the Atkins and he went out smiling. 

; Yours truly, ROBERT L. WILSON 


A FEW POINTERS ON ATKINS NO. 53 HAND SAW 


This is one of the most popular saws on the market today. 
It appeals to high class mechanics tor general carpentry work. 
The blade is of genuine Silver Steel, taper ground, damaskeen 
finish. It has a skew back with ribbon edge, and is fitted with 
the Atkins Perfection Handle. Embossed and highly polished. 
Fastened to the blade with three nickel-plated screws and a 
medallion. Made in both regular and ship pattern. 

You should have this saw in stock. 


E. C. ATKINS & COMPANY 


Established 1857 








Machine Knife Factory, Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlant New Orleans San Francis<-o Seattle Paris, France 
po Albena Measnble Minneapolis Portland Vancouver, B. C. Sydney, N. S. W 
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APCO 




















Assortment No. l 
S8/Profit for You} 


A picked selection of fast 
turnover Ford Equipment 
plus a‘handsome lithographed 
metal Display Merchandiser 
(24 x36 inches) to speed up 
| your APCO sales this Spring! 


No charge for the Merchan- 


diser, of course. And as the 
selling price of Assortment 
No. 1 is $49.45—there’s 
38% in it for you! 


APCO 
Assortment No. l 


No. 9 Horn Buttons. 
No. 138 Horn Buttons. 
No. 30 Crank Case Arms. 





APCO 


EQUIPMENT 
FOR FORDS 
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. 20 Windshield Cleaner. 
No. 60 Oiling Systems. 
No. 12 Glass Oil Gauges. 
49 36 Fan Belt Guides. 
o. 40 Dash Oil Gauges. 
ie ‘No. 21 Radius Anti-Rattlers. 
10 No. 51 Steering Anti-Rattlers. 
4 No. 42 Steering Column Braces 
(Black). 
3 No. 42% Steering Column Braces 
(Polished). 
1 No. 11 Rear Wheel Brake. 
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Regular Dealer Price 
$35.21 





Special, $30.57 Gm mm ee mee me 
“Use ’Em Yourself to Sell’Em” APCO Branches j 
Apco Mfg. Co., 180 North Market St., Chicago, IU. 4 
Apco Mfg. Co., Export Office, 130 West 42nd St., New 





APCO Manufacturing Co. Apco Mie. Co., 2005 E. 15th St., Kansas City, Mo. 


. L. Martin, 2006% Commerce St., Dallas, em 


Factory and Main Offices yh Mfg. Co., 224 Peachtree St., Atlanta, 
Providence, Rhode Island — Fag Mp a Co Lid, 3150 Joanne 
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ROFIT isn’t the only gratifying thing about the sale of a Dexter 

Double Tub—you will find a lot of satisfaction in giving your custo- 
mer a washer that will pay for itself repeatedly through its better, 
Speedier, more practical service—one in which her profit will be many 
times your own. And yet that service which you give is the thing that 
makes your profit sure—and permanent. 


Write for details of the Dexter Co-operative dealer sales plan. Just tear 
out a corner of this page, write your name and address in the margin 


and mail it back; we'll know what you mean. 





i Warehouses at Columbus, Peoria and Albany 
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THE DEXTER COMPANY, Fairfield, Ia. 
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Improved 
Millers Falls Ratchet Brace 
T’S been hard to improve this fine brace of No. 7 q 2 


ours—No. 772. But we’ve done it. The 
hood now has a square Opening, and with 
alligator jaws it has unequalled capacity. It 
takes auger bits to size 32/16, round shanks 
from 1% to 14 inch, No. 1 Morse taper shanks, 
and No. 2 Expansive Bits. 


No. 772 is a high quality brace, built for 
men who use braces hard and often. It was 
designed to do hard boring easily and last a 
long time at it. As now offered, its new ad- 
vantages make it a more than ever profitable 
item for you to sell. 

































Our advertising, telling tool users—amateur 
and professional—about these improvements, 
appears in the Saturday Evening Post, 
March 15; April issues of Popular Science 
Monthly and Carpenters’ Magazine; March 
Industrial Arts Magazine. 


Improved chuck. 
Note large square 
opening in hood, 
This gives un- 
equalledcapacity 


We tell ’em, you sell ’em. 


MILLERS FALLS COMPANY 
MILLERS FALLS, MASS. 


Manufacturers of Mechanics’ Tools, Hack Saws ° 
and Automobile Tools , 


9 South Clinton St. 
Chicago 


28 Warren St. 
New York 






Specifications: 

Cocobolo head and handle. 

Chuck — Lion ball bearing, 
with improved master alli- 
gator jaws. Holds auger 
bits to size 32/16 in., round 
shanks from % to % in., 
No. 1 Morse taper shanks, 
No. 2 Expansive Bits. 

Ratchet—boxed. Head—ball 
bearing. Square opening in 
hood. 

Handle— Inserted metal rings. 

Sweep— 10 inches. 


Made in four other sizes with 
sweeps from 8 to 16inches. 


MILLERS FALLS 
TOOLS 
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SIMOND 
Hack Saws 


Sales Mean 
Satisfied Customers 
and Dealers Profit 4 

















a” 





Every user of Simonds Hard- 

Edge Hack Saw Blades is a sat- 
isfied customer. Dealers who stock 
this quality brand blade take no 
chances with inferior grades. Made of 

Tungsten Steel and heat-treated by a 
special Simonds process, these blades 
cut fast and withstand wear. They have 
just the right flexibility so they bend but they 
do not break. Neither do they shell teeth. 


If you want more Hack Saw sales and profit write 
for our prices and discounts. 


Simonds Saw and Steel Company 
“The Saw Makers” 


FITCHBURG, MASS. 


Chicago, /Il. Lockport, N. Y. Portland, Ore. Montreal, Que. 
Detroit, Mich. Memphis, Tenn. San Francisco, Cal. Vancouver, 
New York City London, England Seattle, Wash. ot. John, 

New Orleans, La. 
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Why Use Classified Adver- 
tising in Hardware Age? 


BECAUSE— 
1. Circulation over a million a year. 


2. Circulation concentrated within the Q) <e) 
served. 


4. Class of people reached: Wholesal- $ 


hardware industry. 
3. Every department of the industry 


ers, retailers, retail managers and 
clerks, manufacturers, export houses, 
sales agencies, sales representatives 


—EXPERIENCED VALUABLE 
HARDWARE MEN. &> a& 

5. Readers more influenced in their 
business policies and decisions than a> 


by any other magazine. 
6. Number of towns reached: 6,353. 


7. National distribution in every sec- 
tion of the country and in every de- 
partment of the industry. 


8. Intelligent service. 
9. Proven returns. 
10. Extremely low cost. 











Why Read Classified Ad- 
| vertisements in Hardware 


Age? 
BECAUSE— 





These classified advertisements are too 
worthwhile to be overlooked. Would 
you idly leave a gold piece on the side- 
walk where it lay within your easy 


grasp? Why let Opportunity pass your 
- door? The adage that she knocks 


Q : » should be discarded.—Every man builds 





his own future. The future of every 
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RQ business depends upon its personnel.— 

&) You can not profit by things unknown 

Y ' to you, but with the type of opportuni- 

7 ties—their number, caliber and classi- 

fication for clearest possible reference— 

& you can so valuably assist your present 

&> and future. Follow Harpware AcE 
Classified Advertisements! 
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TURN TO PAGES 114-115 THIS ISSUE 
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Tittwauner, 


TIMER“ FORDS: 


(BAKELITE CASE) 











—with a Bakelite case, the biggest im- 


i provement ever made in a standard timer! 

: Just let a Ford-owner-customer get his 

i hands on it. That rich brown Bakelite 

iH shell, glistening with beauty and quality, 

: an added feature of the roller-type timer 

: that has been the standard for years— 

4 that will sell him! oe as 

4 Then show him that the Milwaukee is | a 

4 now absolutely short - circuit - proof, and . eo i 

2 at no increase in price. Why, man, you'll 

: sell ’em by the score! 

2 ‘No 

a Advertised to your customers as no a 
: timer ever has been before. Saturday ice. 


Evening Post, American, Country 
Gentleman, Sunset and many sectional 
and state farm papers. 


It’s going to be a great timer year for you, 
if you push Milwaukee! Order now, in 
the trim Display Box—it sells 10 quick! 


MILWAUKEE MOTOR PRODUCTS, INC. 
MILWAUKEE WISCONSIN 








Bone-dry Egyptian fiber race pressed to a 
tight ra in akelite case. Remains satin- 
smooth for thousands of miles. 





IL 


Fine steel contact points with welded stems. I 





Locked in position. Extra thick throughout 
for longest life. 


First Bakelite case on a roller-type timer. 
Makes the Milwaukee absolutel “short-proof me 
Puts it in a class with high-priced ignition units. 





3 Famous Milwaukee Timer brush assembly. IL 

Pe Two bronze castings, fitted and gauged for 

= accurate alignment. Hardened steel roller, I 

£ finished like a ball bearing. 

- ° Three-color Window and Counter display. 
. Disp lay Cut-out—Free! Holds a Milwaukee Timer from stock. New 
a Ptocess—oil colors, extra brilliant, washable. Sent free, postpaid. Write us direct. 
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sell this roll roofing 


It takes more than good surface ap- 
pearance to sell roll roofing these 
days. It’s the tested and proven 
product that your customer wants 
to buy. And in the long run that is 
the only kind of roofing that is 
profitable to handle. 

In Richardson Rubbertex Roofing 
you have a product that has been 
subjected to the severest of tests and 











lap to seal it against the weather. 
More selling help 


In addition to having the quality that 
makes for repeat business, Richard- 
son Rubbertex Roofing is partly sold 
to your customers before they enter 
your store. Persistent, concentrated 
advertising makes them prefer 
Richardson Roofing products. 


March 27, 1924 


has proven its ability to stand up 
under long weather strain. 


Why it wears longer 
The inner foundation of Richardson 
Rubbertex Roofing is Richardson 





— & 
The penetration test shows 
how firmly Viskalt is knitted 
together internally to resist 
years of weather strain. This 
severe test isonly one of many 
which prove its fitness as a vi- 
tal part of Richardson Roofing 


During 1923 a new and powerful 
advertising campaign, largely in 
color, brought an almost unbeliev- 
able increase in sales to dealers 
handling Richardson Roofing. And 
they will have the benefits of a 1924 


felt, which has excelled for more thana century. And 
the waterproofing for this sturdy foundation is 
Viskalt, unusually durable because it is 99.8% pure 
bitumen, especially vacuum-processed. 

Rubbertex is equipped, moreover, with Pyramid 
Kaps for laying. They do away with buckling on 
laps and flashings, which experienced roofers claim 
is responsible for 90% of all leaks in a prepared 
roofing. Instead of centering the pressure on 
each nail, Pyramid Kaps distribute it evenly 
and continuously along the entire length of the 


campaign greater than ever before. 

Why not share this business in a big way? Write us 
now for details and samples of Rubbertex Roofing. 
We will send you information on Lok-Top Shingles 
and Viskalt Paints and Cements, other Richardson 
products which are making profits for hardware 
dealers. 


ke RICHARDSON COMPANY 
Dept 61-D Lockland (Cincinnati) Ohio 
Chicago New Orleans New York City Atlanta Dallas 


RICHARDSON 


RUBBERIEX ROOFING 


© 1924. The Richardson Company 
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1864 SIXTIETH ANNIVERSARY 1924 


SAMSO 


HIGH GRADE = 
CARPENTERS’ CHISELS 











OULHUUDEEALAUULANUULAEAAITT 


The handsome finish pro- 
claims instantly the un- 
excelled quality of the 
steel. 


~Years of hard use have 
proven the merit of 
Samson Chisels and made 
them popular with skilled 
workmen. 


GUOAHATAUEPRETAAREUANAHENETANAETAAAAONEGAAAE TNL ALLL 











UNION HARDWARE 
COMPANY 


TORRINGTON, CONN. 
New York Office, 151 Chambers Street 

















HARDWARE AGE 


March 27, 1924 








Just Off the 


Hardware Age Verified List 


of Wholesalers and Retailers 
Fifth Edition (1924) 


It gives the names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and it also shows 
the names, addresses, capitalization, territory covered, number 
of traveling men and the lines handled by Hardware Whole- 
salers. This data is very useful. The Wholesalers and Retailers are 
listed by states and towns in separate sections in the same book. 
This list is practically indispensable to sales managers, and every 
salesman can profitably carry a copy in his grip, because there 
is no other way in which they can so easily and at so small a 
cost procure carefully verified names of: 

Wholesale Hardware Houses, and Manufacturers’ Agents in the 
United States, Canada and Foreign Countries. 

Retail Hardware and House Furnishing Stores, including Retail 
Departments of Wholesale Houses, and General Stores handling 
a hardware stock in the United States, Canada and Foreign 
Countries. 

5c, 10c and 25c Stores carrying hardware in the United States 
and Canada. 

Department Stores carrying hardware and housefurnishings in 
the United States. 
Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and house 

furnishings. 

Woodenware and Willow-warée Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Members of leading Hardware Associations. 

All this valuable information is contained in the Fifth 

Edition (1924) of 


Hardware Age Verified List of 
Hardware Wholesalers and Retailers 


You cannot afford to be without Verified List—just the 
information you need—conveniently arranged, up to the 
minute, and thoroughly reliable. SEND FOR IT NOW. 


$12.00 


Postpaid 


HARDWARE AGE 


(Verified List Department) 
239 West Thirty-ninth Street, New York 
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They Liked the Mengel Line 
and they “‘Said lt With Orders”’ 


Orders booked!—that’s the sort of approval that counts. And that’s 
the approval given the Mengel Line at the New York Toy Fair. 


Toy Fair visitors are shrewd buyers. They know toys. They have a 
marvelous assortment from which to select. So when they placed a rec- 
ord breaking volume of orders for the Mengel Line it proves the Mengel 
Line is a natural born seller! 


Roll-O-Rex Scores Heavily 


Roll-O-Rex, the newest game in the Mengel Line, registered a big hit. 
Orders flocked in. For buyers agree it has the wide appeal, punch and 
fascination that make a real leader. 


Sales Help Welcomed 


The buyers were also quick to appreciate the strong selling coopera- 
tion behind these irresistible toys. 


Ladies’ Home Journal, Pictorial Review, Good Housekeeping, Atlantic 
Monthly, Review of Reviews, Harper's Magazine, Scribner's, World’s Work— 
magazines reaching the finest toy market—will all carry Mengel advertising. It’s 
a program that’s bound to build business for Mengel merchants. 


And the other Mengel sales helps are better this year than ever before. 
You'll want to see them for yourself when you 


See our, display at the Chicago Toy Fair—The Morrison Hotel, Room 439 


The MENGEL COMPANY 


: INCORPORATED 
: Louisville, Ky. 
New York Office and Show Room—Fifth Avenue Building 


Mengel Playthings 




















March 27, 1924 





































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 





WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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Get a Grip On Trade 
With the Wrench that Holds It 


If any screw wrench ever made will un- 
failingly grip, hold and release or tighten a 
rusty, stubborn nut—that wrench is a Coes. 








But that isn’t the only thing a 





wrench holds—it grips and holds trade just 
as securely. 


Every jobber, dealer and user knows that 
the quality which “makes good” is found 
beneath the Coes signature. 


Since 1841 the Genuine Coes Wrench has 


been endorsed by millions of satisfied users. 


So we repeat: Get a grip on trade with the 
wrench that holds it. 


Coes Wrench Co. 


Worcester Mass. 
“In business since 1841” 


Distributed by 


J.C. McCarty & Co., 29 Murray St., New York 
John H. Graham & Co., 113 Chambers St., New York 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 











Made in 
Seven Sizes: 
6, 8, 10, 12, 

15, 18 and 
21 inches 
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Home owners appreciate the con- 
venience of smooth running win- 
dows, provided by “Acco” Round 
Cord Pulley Chain. The fact 
that it can be easily installed over 
the common flat grooved pulley 
has added to its popularity. 


Y 4 
ae 

















It is widely known that “Acco” 
Round Cord Pulley Chain will 
serve the small home owner as 
well as the famous American Sash 
Chain serves occupants of Statler 
Hotels, and every type of fine 
building. It won't stretch, nor 
rot, nor fray, and it is stronger 
than rope. 


You will find interesting informa- SO CaSY 
tion in our new Sash Chain Man- fo 
ual. Send for it today. ’ install. 


Acco Round Cord 
Pulley Chain 


AMERICAN CHAIN COMPANY 


Incorporated 


Bridgeport, Connecticut 


j 
y) 
di 


Largest Manufacturers of Welded and Weldless Chains 


and Makers of the Famous Automobile Accessories 











Kawn 


SOLID COPPER 


STORE FRONTS 
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‘*The Best Investment 
We Ever Made’’ — 


Van Winkle & Hensel of Bloomington, Illinois, recently made the 
above statement regarding their new Kawneer Resilient Store Front. 
Thousands of others have told us practically the same story. Doubt- 
less we can refer you to one of our many satisfied customers in your 
immediate section. 

Modern Kawneer Fronts increase turnover without adding to over- 
head. They pull sales night and day. Many hundreds of merchants 
are now paying their rent from the increased sales pulled in by-their 
Kawneerized display windows. If you plan to build or remodel you 
should investigate the profit possibilites of Kawneer Solid Copper 
Store Fronts. Just tear off the coupon and pin to your letterhead. 


Kawneer Fronts pay for themselves by draw- THE 

ing in buyers who now pass by your store— KAWNEER 
COMPANY, 

1217 Front Street, 


This Free Book Tells Why ee 


send me, without 


rel ate! fo i it NOW obligation, your new Book of 


Designs of Modern Store Fronts. 


Brass Tack Facts on Other Side Name 
Address 











ERMANENCY 


You have a right to expect years of service from a new store front. 
Kawneer Store Front construction is made throughout from copper 
that will not rust, corrode or be affected by the weather. Kawneer 
mouldings, drawn from heavy gauge copper, will serve as long as 
the bricks stand in the wall. The first cost is the last cost on a 
Kawneer Solid Copper store front. Note the six features, in the 
circles below, which guarantee satisfactory and permanent service 
from your investment in Kawneer construction. Our detailed 
catalog and other service information present full reasons for 
Kawneer’s supremacy. 


Use this 
Coupon 
for getting 
Back Issues 

















Send 

me back 
numbers 
of inserts 
on Superior 
points of 
Kawneer See other side for a merchants advice 


Beans Gaaart wena 
: on a wise investment — 
Construction 


RESILIENCY VENTILATION EASE of INSTALLATION 





LY] 
re 


March 27, 1924 ) HARDWARE AGE 


INCH 
60 INCH 
54 INCH S e 


42 INCH 


- Poultry 


~ Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 

U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 


furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. | 


Satistied | Dissatisfied 
Customers 4 a Customers 
are an y =: ‘ are a 
Asset , \ eee Liability 


U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 


; 
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eres a Bigger- 
ore Human Side 
to ‘Business 


#1 ROFIT in dollars and cents— while it is 
44 primarily the important factor—is not the 
‘444 all, the everything, in a business relationship. 


















There’s a bigger, more human side, 
which has to do with cordiality, 
friendly spirit, goodness of product, 
and superior service. These in our 
belief, are the foundation stones for 
enduring, lasting business. 


It is true—business goes where it 
is invited. It stays, however, only 
where it is well treated. 

This belief is guiding Horton in 
all its manufacturing and selling 
activities. It inspires our men in 
the factory to build well each 
Horton Washer and Ironer. It actu- 
ates the great Horton family of 
dealers, jobbers, distributors toward 








Horton Home Ironer 30 
inch voll. Irons EVER Y- 
THING perfectly. 


1306 Fry Street 





more enthusiastic selling, resulting 
in increased Horton sales. 


The letter here reproduced from 
the Swank Hardware Company is 
an indication of the fellowship— 
the friendly spirit existing between 
Horton and its distributors. This 
same spirit, naturally, is reflected 
through the jobber organization to 
the dealer. 


If you, as a dealer, jobber or dis- 
tributor are interested in securing 
a splendid profit—plus—a relation- 
ship that is working at all times for 
the development of your business— 
write us. We would like to have 
the privilege of telling you our story. 


HORTON MANUFACTURING COMPANY 
Fort Wayne, Indiana 








Horton Miracle Washer Horton *‘Peerless’’ Washer 


No. 22—Hand Operat No. 30 — Water Power 
Washer Washer 


Horton No. 4o—the orig- 
inal 3-cup Electric Suc- 
tion Washer. 


Horton Electric No. 32 
A dolly type washer 








AND IRONEAS 


ERS 
ELECTRIC WASH Qort Wayne, Ind. 


Pioneers for 5O Years 


















March 27, 1924 HARDWARE AGE 23 


























CHARLES L. REESE 
Mor. Electrical Department 
Swank Hardware Company 
Johnstown, Pa. 


























THE 
HORTON LINE 


Horton (3-Cup) Suction Washer 
o. 40 
Retail price, $160.00 with copper tub; 
$165.00 with white vitreous enamel tub. 

Horton Home Ironer 30-Inch Roll 
Retail price, $140.00 {gas heated}; 
$175.00 [electrically heated). 

Horton Ironer 
Retail prices, 42-in. $145.00 and 46-in. 
$155.00 {gas heated )} 46-in. $200.00 
{electrically heated}. 

The Famous Horton No. 32 
Over 75,000 sold. In greater demand 
today than ever before. Retail price, 
$80 


SR ORT Ome pen te ee = 


Horton Power Washer No. 31 
Similar to No. 32 without electric mo- 
tor. Operated by hand or by gasoline 
or farm motor. Retail price, $47.50. 

Horton Miracle Washer No. 22 
The highest grade hand-operated 
washer. Retail price, $18.00. 

Peerless W ater PowerWasherNo.30 

equires only 25 lb. pressure. Trouble 
proof and does the work. Retail 
price, $22.50 

Horton Vacuum Washer No. 35 
A vacuum type hand power machine 
for the farm or those who cannot afford 
oe priced machines. Retail price, 

.00. 


All above models slightly higher in 


extreme east and west. 


Y 


“.-- a large share of our success in establishing 
the Horton reputation for dependability, we 
attribute to your good service and sound 
sales policies.” 

Statements such as this one, made in the 
Swank Hardware Company letter, inspire us 
to keep on giving co-operation and serviceolthe 
human kind—the kind which is appreciated. 








AND IRONEAS 


ELECTRIC WASHERS ort Wayne, Ind. 


Pioneers for 50 Years 
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REASONS why you should sell 


Queen Electric Washers. 


Salability 
Owner Satisfaction 
Rapid Turnover 


Thirty-eight years of washing machine experience 
your guarantee of satisfaction. 


Washes a Tubful in 4 to 8 Minutes. 
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SS Announcing 


_ 7 


pee Radiola III 
at $35 


NEW Radiola---new in construction and 
new in performance. Thoroughly tried 
and tested. Built with the perfection of 
detail and finish for which the name Radiola 

is famous. Here is the achievement for 
which trade and public have been eagerly 

watching. 





eee 


—. ~ 
-— 


Radiola III is a two tube receiver that will 
pick up long distances on the headphones— 
or operate a loudspeaker on the near stations. 
It is a receiver to which amplifier and loud- 
speaker can be added to make up a four tube 
set at small cost. Bearing the Radiola name 
and all the force of RCA reputation. Priced 
at actually less than it could be built for at 
home. And advertised to all the nation— 
everywhere in a tremendous opening campaign. 


Advertised in 
Capper’s Farmer 
Farm Journal 
Successful Farmer 
Country Gentleman 


Announced—with other remark- 
able new Radiolas—in DOU- 
BLE SPREADS in Saturday 
Evening Post, Literary Digest 
and in full-page ads in a long 
list of national magazines and 


Radiola III, including two WD- 
11 dry cell Radiotrons and a 
pair of headphones. (Every- 
thing except batteries and an- 
St RP err ae $35 


Radiola Loudspeaker.. . $36.50. 


Balanced (push-pull) Amplifier, 
with two WD-11 Radiotrons; 


to add to Radiola III, giving it 
loudspeaker reception over great 
GN si... He bess hs $30 


Radiola III-a, a combination of 
Radiola III and amplifier built 
in one cabinet; with 4 WD-11 
Radiotrons, Radiola Loud- 
speaker, and headphones. . $100 


radio fan and trade magazines. 


, Dealers: 
Radio Corporation of America Mail this Coupon 


Ek ee a ge ne rete eee IE ALLAN RS CL, A 
233 Broadway, New York z 7 
433 California St., San Francisco, Cal. Radio Corporation of America 


(Address office nearest you.) 


j | 
, ) 
eS | Please send me full sales information on the | 
| new Radiola III, and the remarkable new 
line of Radiolas. 
| RRR TE RE alg Qnty a Sh a ee a | 
| i 
- a a ta eo i 
4 l 
| 


REG. U.S. PAT. OFF. 


10 So. La Salle St.,.Chicago, Il. 
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Gentlemen— 


MEET THE HAAG BROTHERS 


“GEORGE” — and ae 
In Their Business Clothes 

































Those who know the Haag 
Brothers, and wish to see them, 
look in the factory first—and they 
are generally found right there 
with blue overalls on and actively 
at work on some part of design 
or production. 


They personally know exactly 
what goes into every washer that 
leaves their factory and they 
spend practically all of their time 
right out in the plant. 


There is sometaing in this fact 
for you as a dealer. The honesty 
of the work and the quality of 
every machine is a reflection of 
the honesty of the two men be- 
hind the plant. The two Haag 
Brothers started “on a_ shoe 
string” and today they own ALL 
of their business. They can hold 
a “Director’s Meeting” six times 
a day if they happen to meet that 
often, and whenever a new model 
is designed, it is solely the prod- 
uct of the genius of these two 
men. 


Business success doesn’t mean 
nearly as much to them as does 
building first class washers — 
that’s why business success is 
coming to them. It is the natural 
consequence of the way they 
builded washers for fourteen 
years. 


If You Knew Them Personally 
You’d Want to Sell Their 
Product 


(This advertisement and “testimonial’’ 
was written by a visitor to the plant.) 


HAAG BROS. CO. 


PEORIA ILLINOIS 
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Hysrade Lamps 


You cannot buy a better lamp 


Hygrade Lamps are a profitable line to 
carry because they are used by more 
people than any other single item 

you handle. 
In homes, stores, shops, mills, fac- 
tories, offices, restaurants;—every- - 
where light is needed, Hygrade 


lamps are in constantly in- 
creasing demand. 


The Green Book tells about 
them. 


Send for it. 














HYGRADE LAMP CO 


VF saem MASS 


ames eee eee 
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yaar 0) 0009) Cha om opal of large style 
incandescent lamps — 


GENERAL OFFICE 
AND FACTORY 
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~Hygrade Lamps . ao Hyer Eves: Lamps~ 
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ELECTRIC SUCTION CLEANER 


Take the Waste Out 
of Your Selling Costs 


If you ever stop to figure the cost of handling 
separate appliances of several makes as against 
a single complete line of national recognition, 
you will not be long in deciding what to do. 


When you know the truth, when you realize 
the savings you can make by handling a com- 
plete line—the Apex-Rotarex line—you won't 
wait to write; you'll wire. 


This information is yours for the asking. Why 
not do it today? 


You Can Accept 


Your Customer's 


Old Cleaner in Part 
Payment for a New 


Clpe~x 


Our new TRADE-IN OFFER opens up to you 
a big new market—the hundreds of housekeepers 
in your territory whose old cleaners, because of 
accident, neglect, long service or poor quality are 
worn out. Act quickly. Cash in on this big 
opportunity. Send for details now. 


There Is an Advan- 


tage in Handling the 
Apex-Rotarex Line 





THE APEX ELECTRICAL MANUFACTURING CO. 
1066 East 152nd Street, Cleveland, Ohio 
Factories at Cleveland, Ohio, and Toronto, Ontario 


ROTARE X 


WAS CLOTHES | HOME DOUBLE ROLL ELECTRIC 


WASHER IRONER KOOK-RITE 
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Horton l[roner 
0 inch roll 
(Front view) 





Open End View 
of Model shown above 


ORTON Ironers are made 

in 3 sizes, gas heated; 30 
inch, 42 inch and 46 inch roll. 
2 sizes, electrically heated; 30 
inch roll and 46 inch roll. All 
electrically driven. 


YW 


HE complete open end of the 

Horton 30 inch roll offers 
an ironing advantage quick to 
be appreciated by women. It is 
because of the full open end that 
the Horton irons everything— 
100% of the ironing — better 
than it can be done by hand. 
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Her C IRONERS 


now 





The Horton Ironer 


Offers a Sales Field Equal to 
that of The Electric Washer 


ORTON Washers have sold thou- 

sands of housewives on the time and 
labor saving efficiency of electric home 
appliances. 


NOW —these same housewives and thou- 


. sands of owners of washing machines are 


prospects for Horton Ironers. 


They need only be shown—they need only 
have your assurance that the Horton Ironer 
you offer is perfected, that it is as practical 
as their washer. — AND HORTON 
HAS SUCH AN IRONER—designed, 


developed from a woman’s viewpoint. 


It irons everything — perfectly — better 
than by hand. 

It does the ironing in one-fourth the time 
required by hand. 

It is most simple to operate—irons shirts, 
pleats, ruffles, just as neatly and easily 
as flat work. 

It is compact — easily portable—requires 
no more room than a washer or a 
kitchen table. 

It sells at a low price. 


There is no opportunity in the electrical 
appliance field that compares with the 
immediate sales possibilities of Horton Elec- 
tric Ironers. Fifty-three years of laundry 

















appliance manufacture is a worthy 
recommendation of Horton 


leadership. 


You have been largely responsible 
for the educational work resulting 
in the tremendous sale of washers, 
so these women look to you for 
conscientious advice on Ironers. 


© 


Given the opportunity of placing 
facts before you, we feel sure that 
a mutually satisfactory relation- 








HORTON MANUFACTURING CO. 
1306 Fry Street, Fort Wayne, Indiana 














Horton lroner 


ship can be established. Will you ga.or inch voll 
not give us that opportunity? \ 
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50 allen Stations in Important Cities Everywhere 








In [he Saturday Evening Post 


TWO pages in the Post in the month of the biggest 
sales drive! Followed by more in April and May! 
Get your stocks ready. Plan your window displays. 


And Striking 

Make out your “prospect” list. That two-page ad Ads in: 
will go into two and a quarter million homes! Hun- 

: Ladies’ Home Journal 
dreds of those homes are in your neighborhood. Pictorial Rev: 
When women read the message, will they think of weitine teed 
you? Yes—if you make them! It is your ad. Use rome s Home Com- 
it. It sells the Premier Duplex—its quality—its per- maneads 


formance—its value. Turn those sales into your 


store by a selling campaign that ties up! 


@ Total Monthly Circu- , 
yemser lation Over 8,500,000 


ELECTRIC VACUUM CLEANER CO. 
CLEVELAND, OHIO 


Distributed in Canada by the Premier Vacuum Cleaner C ompany, Ltd., and the Canadian General Electric Co., Ltd. 


Good Housekeeping 
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STANDARDIZE ON WHITCO HARDWARE FOR CASEMENTS AND TRANSOMS 
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“HOW MANY SASH?” 








That’s the only thing you need know before you can fill an order for 


WHITCO HARDWARE 


Never again will you have to pore over a set of specifications to determine the proper 


size, style and finish. 


Not even do you have to find out whether the windows stving to the right orto the left. 


These details have no bearing whatsoever. 

Whitco Hardware is a standard unit that takes the place of butts and adwsters. One 
size fits all sash. When installed it is entirely concealed. It may be applied to old or 
new casement windows or transoms—on a single sash, or a pair of sash or to a wide 
opening containing multiple sash without mullions——to swing either to the right or to 
the left. Easy to operate — makes sash self-adjusting — cannot rattle. 


Whitco Hardware is the ideal equipment for transoms 


Retail price per set (Equipment for one sash) in neat carton 1’’ x 1” x 8” 


Solid Brass $2.25 Rust-Proofed Steel $1.75 


Whitco Hardware is sold only through the retail hardware trade 








TR NE ITT, LT Te. “ 


We protect you. 


Write for literature, discounts and information abou: demonstrating mode! which 
we will send without charge 


wee 
WML 





py 
. 


Thisis a model of Whitco Casement 
and Transom Hardware which we 
send without cost, together with 
literature and display cards, to Hard- an SAN FRANCISCO, CAL. a on 


—— a )6=F§ CF VT. WEenenY oo. CALEDONIA, N. Y. H. E. HOLBROOK CO. 
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selves in position to supply the 

demand for this epoch making de- 365 Market Street 

partur trom the old-fashioned sys- San Francisco 
of t wind nd tran- “ a i , 

mae Send all inquiries to nearest Distributors 


som control. 
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444-447 Mass. Trust Bidg. 
Boston 
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HIS FOX has come to the 

wrong chicken coop. Here 
Clinton Brand Poultry Netting is 
responsible for the safety of the 
flock and as usual does its work 
well. 
Clinton Netting keeps strong and 
shapely winter and summer, giving 
protection and wear that satisfies 
the user. 


The dealer’s reputation is woven 
into the wire he sells and years of 
enduring satisfaction have proven 
Clinton Brand a good name with 
which to be associated. 


American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Corporation 
General Offices: 41 East Forty-second St., New York 
Western Sales Office: 208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia San Francisco 
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The “B” Line Special Quality Kraut Cutter Ypsilanti Adjustable Kraut Cutter 





YPSILANTI 


VEGETABLE, SLAW and KRAUT 


CUTTERS 


have been known to the hardware trade for many years as the pre- 
mier cutters on the market. 


Hardware dealers should be able to sell many Ypsilanti Vege- 

table, Slaw and Kraut Cutters; there 1s a use for one in every home. 

For making cold slaw, kraut, for cutting vegetables in slices, there 
is nothing that does the work so easily and quickly. 


Ypsilanti Vegetable, Slaw 
and Kraut Cutters are made 
in a number of sizes and 


designs. Well-sanded, sea- 
soned, hard maple frame 
will not warp after years of use. Keen-edged blades of finest qual- 
ity steel cut quickly and easily. Can be adjusted for various thick- 
| nesses of slices. ' 





Vegetable Cutter One Knife Slaw Cutter 


Write to us for prices and full information on this 
line of quality cutters. We are Eastern distributors. 


JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street New York City, N. Y. 
Two Knife Slaw Cutter The “R” Line Kraut Cutter 


























34 















\NO.296 LIST 





HARDWARE AGE March 27, 1924 





HAND& 


MYERS>-ower SPRAY PUMPS 


for Spraying, Painting and Disinfecting 
“5 MYERS PNEUMATIC COMPRESSED AIR SPRAYER 
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Nah es io Compressed air sprayers continue in favor with those who spray. Adaptability to a 

= wide range of service, convenience and economy in the application of mixtures, is the solu- 
tion to their popularity. MYERS PNEUMATIC COMPRESSED AIR SPRAYDRS have always 
given satisfaction. ‘They are exceptionally well constructed, have either galvanized or brass 
tanks, heavy brass tube cylinder, self-locking D-handle, screw top, best of hose, patented 
adjustable nozzle, shoulder strap and all fittings complete ready to spray. Compact, durable, 
efficient, little wonder they hold favor with thousands and thousands of users. 
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No. 296, Galv. Tank, Complete, (Thedaid) $7.25. No. 297, Brass Tank, Bay: 
(Trophy) $11.00. Bs; 
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MYERS BRASS BUCKET SPRAY PUMPS 


Se Good construction, proven hose and tested nozzles are just as 
important in the bucket spray pump as they are in pumps of larger Fain aal li 
{ , capacity. MYERS BUCKET SPRAY PUMPS, all styles, are con- \ 
f structed on this principle. Important features include easy operating 
‘ Z cog gear head, extra large brass cylinders and air chambers, brass 
3 ball valves, patented agitators, detachable hose, malleable iron handle 
: and foot rest. Quality is reflected in their performance. 


No. R324, Cog Gear Bucket, (Tassel) $7.75. No. 325, Imperial 7 
Bucket. (Friction) $5.00. 
No. 827%, Little Giant Bucket, not illustrated, (Friar) $5.00. 
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NO. R 324 NO.325 
LIST $7.75 LIST $5.00 stb 
(Fis 1614 ee ly, * MYERS PORTABLE SPRAYERS %, 
% v4 j 1 é s ; - 
> ji} f f 7 Are designed for general service—handy for the home lot— ‘ N 
NO. 337B Wy, fi’. all around Outfits for the farm—excellent for whitewashing, 
MY’ painting and disinfecting inside or outside of buildings. For i ’ 
LIST $3000 spraying small orchards, trees and plants they have few . 














equals. Galvanized tank holds 12% gallons. Frame and a 
handles are wrought steel. Pump has cog gear head, patented /] 
agitator, brass cylinder and is equipped with best hose, G A 
nozzle and extension. Single or tandem wheel trucks are 
regularly furnished. \ 
: 





No. R336B, Complete. Single Wheel, (Puff) $30.00. 
No. R337B, Tandem Wheel, (Table) $30.00. 






No. R 336 B 
WITH TANDEM 
WHEELS 


LIst$30.00 
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—~ MYERS COG GEAR BARREL SPRAY PUMPS 


Easy operating, large capacity, compact and powerful, Myers Cog 
Gear Barrel Spray Pumps head the list for efficiency, economy and 
durability. Patented cog gear head, heavy brass cylinders and brass 
working parts, large air chambers, jet and mechanical agitators, 
paced hose, tested nozzles and fittings make them exceptionally 
desirable. 
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No. R318B, Complete, (Pounce) $18.00. No. R308B, extra strong and \¥ 
powerful, not illustrated, (Pox) $31.00. No. R305B, not illustrated, fe Nahe a 
(Porker) $17.00. phen) 
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. MYERS COG GEAR DOUBLE ACTING SPRAY PUMPS 











Here are practical, large capacity, easy operating Outfits for hand use. Pump 
has removable brass cylinder, rolling motion cog gear head, mechanical agitator. 
pressure gauge, lever shut-off, hose, nozzle and extension—assembled and mounted 
on platform with 50 gallon barrel or 100 gallon tank ready for operation. Com- 
pact, easily handled, can be loaded on wagon, cart or drag. Ideal for general 
spraying. Superior for field crops. 


No. R316B, With Barrel, one lead hose, nozzle and extension, ( Pottle) $60.00. 
No. R317B, With Tank, one lead hose, nozzle and extension, (Prime) 72.00 
- ae of above outfits furnished with two leads hose, etc., at a small additional 
st. 
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ON THIS 
AND OTHER MYERS POWER SPRAY PUMPS AND 
TE OME SPRAY RIGS ON REQUEST / ASHLAND PUMP AND HAY TOOL ‘WORKS 
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RIG W337 
Ry ra ing ‘ 
Myers Spray Rigs have hosts of friends and _ users Pus F 
FIG. 2077 among those who have large orchards to spray. Limited 
space prevents even brief description or the listing of dif- 
ferent styles and sizes. If you live in territory where 
power spraying is indulged in, we will be glad to send 
catalog and quote. 







Dealers 


Lists appearing in this advertisement are catalog lists 
and subject to regular trade discount and terms with which 
you are familiar. Mail, telephone or telegraph your orders. 
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More Advertising! 
More Business— 
This Spring— 
For Remington Dealers! 


Watch for Remington’s May Advertising 


—Remington,~ 


The Authority in Firearms, Ammunition and Cutlery 


Also Makers of Remington Cash Registers 
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For Spring Display—An EMPIRE Counter Card 












—another 
Popular Number in 
the Fast Selling EMPIRE Line 


The retailer who is not displaying a box of 
EMPIRE Torpedo Levels on his counter is passing 
up additional level business. This handy little tool is 
extremely popular and sells on sight to a great many 
mechanics. 


The EMPIRE Torpedo Level is 9 inches in length, made of 
black walnut and covered on the top with an aluminum plate. 
Has one quick acting plumb and one level glass. The corners of 
the level are rounded to make it easy to carry in the pocket. 
Come packed six in a display carton. If you are not handling 
Empire Torpedo Levels order a box from your Jobber. 


EMPIRE LEVEL MFG. CO. 


e / om 
Milwaukee, Wis. 
Sold by 
Sprake Sales Co. 
Portland, poe San Francisco, 


geles. 
Johnson Sales Co. 
| Pittsburgh. 
Jobbers Sales Corp. 


New Orleans. 


counter or forms a splendid cen- 
tral figure for a window display. 
Sign is die cut so that an Actual 
level can be put into the man’s 
hands. An attention-getter. 
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DU LUT 


Linoleum Ledges 


The Greatest Improvement in 
Display Equipment 
in 15 Years! 


AGAIN Duluth leads! This time Duluth offers linoleum 
ledges and counter tops—sturdy brown linoleum—glued 
flat the Duluth way, and so firmly bound at the edges that 
they're a part of the heavy ledge itself. 

















You can stand on these new ledges—pile goods on them— 
give them all kinds of grief, and they'll wear like iron, lie 
flat, and always look well. You can't scratch the surface 
off; the color is the same all the way through. And yet 
Duluth prices stay the same. 


We're finishing Duluth display equipment this newer, better 
way, because we believe you will welcome improvement 
which makes your equipment stand up better under hard 
wear. A coat of furniture wax, applied now and then, will 
preserve original freshness of these linoleum ledges in- 
definitely. 





They're just another Duluth feature that has been worked 
out to make it easier to handle merchandise. And han- 
dling goods with less expense does mean bigger profits! 


This improvement alone would make it worth your while 
to give all your attention to Duluth displays, without even 
considering any other kind of store equipment. But there 
are so many other Duluth superiorities, which are helping 
hardware dealers everywhere to double their turnover with- 
out increasing their overhead, that we want you to be sure 
to see Catalog 19 before you do anything about new store 
equipment. 


Tell us where to mail your copy, TODAY. 
Be sure to read our booklet “Showing Is Selling’’— it 


tells how other hardware men are speeding turnover 
and doubling profits without increasing overhead. 





Many hardware merchants tell us Duluth There are some copies of the paper bound edition left— 
equipment paid for itself the first eight FREE while they last; leather bound copies $1.00 each. 
months it was in use. Ask for your copy today when you write for Catalog 19. 


DULUTH SHOW CASE CO. 
DULUTH, MINN. 


STORE EQUIPMENT 
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Daily Sales 
By One 
Dealer Using 
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Wouldn’t you be interested in $200 worth of Coaster Wagon sales a day? Or $100, or $50, or 
even $25 worth? Of course you would. For you would not only have the profit on COASTER 
sales but you would also sell many other items to the same purchasers. Dealers the country 
over are finding the 1924 STEER-EZY COASTER PLAN to sell more Coasters than they ever 


before thought possible in the same length of time. 


make big and quick profits. 


It brings buyers to your 





= eR tee. 


When one dealer has sold day after day by using our 
PLAN an average of $200 worth daily you will do well 
to get the details. Every detail of this PLAN has been 


store by the score. A postal today saying “Send me 
details of your 1924 Steer-Ezy Sales Plan,” will bring 


carefully worked out. .Follow the PLAN and you'll the facts in a hurry; It’s a PLAN worthy of the famous 











metal parts and trim of box enameled. 


Unbreakable Steel Tent Pins 


The Campers’ and Tourists’ Friend 


Put yourself in the position of any camper who 
has depended for comfort and safety on wooden 
stakes only to have them fail when most needed. 
Imagine your relief when discovering that PRE- 
MAX Steel Tent Pins do not splinter, batter, or 
break. To also find they drive easily, hold tight 
and pull quickly. Show them to your customers. 
Sold easily and your profit is 100%. 


Handy 8 Wrench Set 


For Home, Office, Shop, Auto, 
Factory 


Eight wrenches fitting nuts 
5/16” to 4%”. Retail at only 50c. 
Easy to sell customers two or 
more sets. A box of 12 on your 
counter quickly tells the story 
of their rapid sale. 


Details of these 5 PREMAX Specialties for the asking. 


Niagara Metal Stamping Corporation 
Dept. B324. Niagara Falls, N. Y. 


STEER-EZY COASTER 


whose many points of merit include: Unbreakable hollow steel curved handle. All steel 
undergear. Big 54 in. axle. No projecting axles. No hub caps or cotter pins. Big rubber 
tires in deep grooves. Big, locked on, ten-inch double disc wheels. Roller bearings. All 


Metal Figures and House Numbers 


Our Best. 
Now Retail at Only 10c. 


Increase in sales coupled with 
economies in production now 
permit a price to dealers on our 
celebrated ‘DeLuxe House 
Numbers to retail at 10c. each. 
Your customers will buy our 
house numbers and figures 
every day once you show them. 
Aluminum, brass, enameled. In 
size, design and finish for all 
needs. Consistent casi register 
ringers. 





Dodson All Steel Hame Strap - 


20 Years success is a guarantees 
of this almost-impossible-to-wear- 
out hame_strap’s’ superiority. 
Flexible as leather. Snap _ self- 
locking, can’t loosen or be lost. 
sen rg 
le G et 


hames. Lies flat against collar. 
No binding, cutting, slipping. A 
pull adjusts to any length. Rust- 
Coane by permanent Parkerized 
black finish. No chipping or peel- 
ing. Outwears a dozen leather 
straps and retails at only fc. 
Steady sales assured with the 
Dodson. 


No pins to break. Fits all work 
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Sell Dependable 
Loud Speakers 
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Handle Reliable 
Sets and Parts 





Carry a Line of 
Batteries 





Listen 
To These Facts About 


RADIO 


OGER BABSON estimates that a total 
of $350,000,000 will be spent on radio 
receiving apparatus in 1924. 


For every dollar spent for music and 
musical instruments, seventy-five cents 
will be spent for radio. 


This eminent statistician anticipates 
about $250,000,000 will be spent for sets 
and parts, exclusive of tubes. 


Every hardware merchant should im- 
mediately act on this favorable market 
condition and firmly establish his store 
as a ‘‘radio headquarters.’’ Engage a 
competent salesman, purchase a com- 


‘plete stock of reliable merchandise, ad- 


vertise in your newspaper and windows, 
—in brief, get your share of this profitable 
business. 


Over four years ago, HARDWARE AGE 
urged merchants to watch the favorable 


growth of the radio market. It has con- 


sistently published merchandising and 
educational articles since that time. For 
example, refer to the February 28 issue. 
Some of the foremost manufacturers— 
such as Radio Corporation of America— 
are using HARDWARE AGE and telling 
their sales story to you. 


You can depend on HARDWARE AGE 
—your business paper—to keep you in- 
formed on the latest developments in 
radio merchandising and give you con- 
crete information that will help you make 
more money. 
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Make Your 
Windows “Talk” 

















Stock and Display 
Good Tubes 














And Read 
Hardware Age 
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iii Sandpaper that Satisfies 


Sandpaper plus 
Service equals 
Sales Success 

















HE Quality of “Ruff-Stuff’” plus 

the splendid service we render the 
jobbers through our various branch 
houses has built for us a successful 
business. 


Similarly, “Ruff-Stuff” plus service 
can play no little part in building the 
success of your hardware business. 


‘“‘Ruff-Stuff” has the cutting and 
lasting qualities that all your custom- 
ers will appreciate. The matter of 
‘Service’ in sandpaper selling con- 
sists in having a full line of all grades 
and numbers on hand, coupled with 
the ability to advise buyers the proper 
grits to use for various kinds of work. 


A great “Friend Maker’ is “Ruff- 
Stuff” if you handle it right. 


Order from your _ jobber. Say 
‘‘Ruff-Stuff” on your order, say it loud 
and accept no substitute, for no other 
is nearly as good. 


WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, WIS., U. S. A. 


BRANCH HOUSES 
WAUSAU ABRASIVES CoO. 


Chicago St. Louis 
Detroit Cleveland 
New York Los Angeles 


eteattere 














Pacific and Mountain States. 
SPRAKE SALES CO., INC. 


Los Angeles San Francisco 
Portlan Denver 
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Another Business Booster for Garage Hardware 


Our No. 810 Garage Door Holder shown to 
customers buying National Garage Hard- 
ware means an additional sale. A good 
Door Holder is as essential as good hinges. 
The doors are held securely open which 
prevents them from damaging the car when 
entering or leaving the garage. 

As to construction: and operation — the 
complete Holder is made throughout of 
heavy-gauge steel—ample strength for any 
door. 


It has a rigid U-shaped steel arm 32 inches 
long which slides through an embossed steel 
catch-plate and drops into two notches in 
the end of the arm—ample security for 
holding open any door. To close the door 
—a light pull on the safety chain operates 
the trip-bar and releases the Holder. A 
swivel joint allows the Holder to fold back 
out of the way along the head jamb when 
the door is closed—ample opetening sim- 
plicity for any door. 


Packed one pair in a package, complete with screws. 


Prompt Shipments Direct 


Our National Catalog Upon Request 
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Three Ideas for April 


NATIONAL BASEBALL WEEK is April 4 to 14. Take advantage of 
the national advertising that will be done, and use this idea for a novel 
March = J window display. It will attract attention and help you get a mailing list. 
Take good, strong, brown paper, and paste it over the glass of your window 
both inside and out, after you have cut peep holes in the paper so persons 





to on the street may look in at the display. On the center of the paper that 

you paste on the street side of the glass, paint a large thermometer with a big 

A l J? red question mark on it instead of a mercury tube. Also, paint red lines 
prt from both sides of the thermometer, the full width of the window, leaving 


about eight or ten inches space between the lines. 

Put a large, pyramid stack of baseballs in the. center background of the 

window. Stack some bats on either side of the balls. Throw a few mits 
and gloves on the floor. Then put a large sign over and somewhat in back of the stack of balls so it can 
be easily read. 
On this sign offer $1 worth of merchandise free, for every purchase over $5, to everybody who signs 
his or her name and address together with an estimate of the number of baseballs that are in the win- 
dow. Every night you can copy the names and addresses from the window and paste fresh strips 
between the red lines. Are you game to try it? 


* K * 
THIS IS THE TIME when something should be done to direct more than 


: P ordinary attention to seed, garden tools and kindred lines. 
A ril : J 4. Why not cooperate with your local florist or greenhouse man and put some 
p growing plants in your window, with a background of lattice work or rustic 
bench work? Display loose seed in your window in glass pyrex dishes so 
f as to get a pleasing color effect. Cover the floor of your window with 


sod, and put only such tools and implements into the display that will be 


O 
April 26 | 
appropriate. 
prt Above everything else avoid overcrowding. Keep the display simple, color- 


ful and fresh in appearance. Remember itis $pringtime. Trees and fields 

are beginning to bud. Unless you put color and attractive things into your 

window display nobody will pay much attention to it. Retail stores are 
judged, today, by théir windows. Window trimming is rapidly becoming one of the most important of 
the commercial arts, and any retailer that aspires to distinction must give this phase of business more time 
and attention. This is particularly true in metropolitan sections. : 


# HK # 


BEFORE THE WAR May | was generally regarded as moving day. This 
s has changed to a large extent, but the first part of May is still considered 
A pril 28 to be the most suitable time for spring cleaning. 


Such being the case why not make it bargain time for house cleaning goods? 
The housekeeper is susceptible to bargains at this season. One of the most 


to practical methods that can be used in this connection is to group a number 

of house cleaning articles into assortments and then offer each assortment 

M: at a unit or bargain price. As an illustration, if three articles bought sepa- 
ay rately would cost a customer $1, group them together and sell them as one 





assortment for 98 cents. Three articles for.98 cents will interest the woman 
buyer seriously, whereas the same articles at $1 would seem dear. 
A sale of this kind needs to be well advertised and it needs a good, simple 
window display to make it conspicuous. This idea, like the previous two, requires a little extra thought 
and some additional work. But so does anything else that will increase prestige and profit: Special 
items at special prices at a special time will induce your customers to give you special mention. 
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Overcoming Sales Resistance 
By Scientific Store Arrangement 


Chapter II of a Series on Store Arrangement, Store Management and Display 


By FRANK MAPPES 


HERE is nothing mysterious or secret about the 

the right kind of arrangement for a hardware 

store. Like every problem, given the rules that 
govern it, any one can solve it. 

The main trouble has been and still is that hardware 
men, having many problems try solving those first that 
appear most pressing, and, as there seems to be a new 
crop popping up continually, they never complete the 
cycle. To those seeking light on the subject, the fol- 
lowing is submitted in hopes that the seed thus planted 
may fall on fertile soil and bear fruit. 

There are long stores and short ones, narrow stores 
and wide ones, each of which if given the proper study 
will show possibilities never before realized. If con- 
centrated thought is never given to the subject of 
course results will be lacking. 


Individual Treatment Essential 


The treatment given each store must necessarily be 
individual in nature. No matter how standardized a 
plan can be made, it will possibly fit in one case out 
of one hundred, and the other ninety-nine will have to 
be modified more or less in each case. It is like buy- 
ing a suit of ready-made clothes. There is a nationally 


known make whose sponsors pride themselves on hav- 
ing evolved an almost perfect line of sizes and patterns 
so that when I go to a store carrying the line and ask 
for size 40-short stout it is an almost perfect fit with 
the exception of the sleeves which are always 2 in. too 
long, and the legs of the trousers which invariably 
must be cut off about 3 in, 


An Example of Scientific Arrangement 


When no thought is given to the locations of coun- 
ters, show cases, tables, etc., relative to the architec- 
ture of the room, the arrangement of these fixtures 
sometimes results in some gruesome effects. What can 
be done to improve the physical disadvantages of an 
extremely long and narrow store will be apparent in 
the following citation of an actual case. 

The room was 20 ft. wide and 192 ft. in length. In 
the original arrangement show cases and counters 
were placed along both sides almost the entire length 
to the office in the rear, thus making an aisle about 6 
ft. wide and as straight as a string. You can easily 
imagine the effect it had on a tired customer who knew 
that the article he wanted was at the end of what must 
have seemed to him a mile long lane. The clerks fre- 





This aisle—192 ft. long and straight as a string—discouraged tired customers and increased sales resistance 
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EDITOR’S NOTE.—This article is the second instalment of the ui $ U ! 
series by Frank Mappes on store arrangement, store management and Jt s 
merchandise display. It contains many pertinent pointers on mx} ° 
scientific store arrangement—arrangement that will beat down sales Cash \ gas oT 3 
resistance and increase sales. It’s an article you can’t afford to miss Carrier | aid 
for it contains a real message for every retail hardware dealer. apetne l ¥ 
The next article of this series will appear in the April 10 issue of Besar LP i 7 Carrier 
HARDWARE AGE. Don’t miss it! ! { U 4 | Ofation 
™ MoustHoLD a een, 
ee. GOODS H Wdlth of Fixtures 
} . at Base 36 inches 
Show Cases-- bs | Aisles at Horseshoe 
: : oe ; Cash Carrier A 1 42inches 
quently emphasized this condition when they said to ‘tations *~ ie SS alas 
customers, “You will find builders’ hardware way back ! Midthof Hersechoe 
in the rear.” ae 
This, by accurate placing of the floor fixtures, was u ay om 
to a great measure overcome. The show cases were un neo Basement. i |) Medthof Aisle 
arranged in a horseshoe formation, leaving on each | (Rear Teinches 
side a 314-ft. aisle commencing about 20 ft. from the This floor plan 
entrance, and running back to near the center of the shows the way in Manager S -}. >] ! 
store where the stairway to the basement was located. which the store ss co |i! 
In the rear of the store the side aisles merged into was rearranged Wrapping) . ! 
one aisle down the middle to the extreme rear, the so that sales re- Counter }] | 
show cases and counters being placed at both sides at sistance was over- | ‘ashCarrer ||. | 
a point just beyond the stairway. come to a decided ee tT 
The new wall fixtures being much deeper than the degree. Show Cases “-4-4 {lh | 
old ones made the store actually narrower between the ! 
outside lines of the fixtures, yet the effect was such a 
wonderful transformation that it caused the owner of 
the building to ask if the walls had been moved out to { i= 
widen the store. On being told “no,” he said that the 
firm had been after him in an endeavor to have the ! 
store made wider. The treatment accorded the floor Y 


arrangement had produced at comparatively small out- 
lay what would have cost many thousands of dollars 
in remodeling the building with its very thick walls 
and seven stories. 

One of the outstanding features in this store was 
the clever use of the basement as a selling floor. 



































Where formerly it had been used exclusively for 
empty boxes, crates, barrels and other valueless junk, 
it was now divided into two sections. The rear half 
was used as a wareroom and receiving and shipping 
room as it was level with the back street. 
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The front half was arranged as a salesroom, com- 
mencing at the bottom of the stairs and running 
toward the front, thus presenting to customers the full 
view of the room from the stairs, where paints, oils, 
varnishes, brushes, nails, bolts, heavy hardware, glass, 
putty, rope twines, steel goods, etc., were sold. It was 
necessary to employ four clerks there after people be- 
came accustomed to the innovation. 

The possibilities of a basement salesroom should be 
given great consideration because the additional floor 
space acquired at practically no increased rent charges 


(the interest on the money invested in the improve-* 


ment could consistently be charged to rent) lends itself 
ideally for household goods stoves, ranges, heavy hard- 
ware, mill and factory supplies, etc. 


Don’t Overlook Your Basement 


To those trying to acquire more space the suggestion 
is “don’t overlook your basement if you have one.” 
Many are confronted with the high rent problem. 
Don’t move but make your present premises get you 
more returns. 

Hardware stores are usually crowded with fixtures 
and merchandise to such an extent that customers are 
made to feel ill at ease in their surroundings. Even to 
the limit of extravagance in the use of space, it is ad- 
visable to have plenty of elbow room, particularly near 
the front of the store. Near the front should be shown 
goods not commonly called for through necessity. 
Items that lend themselves to nice displays, and appeal 
* to people on sight. 

The articles most commonly called for (staples) 
should be stocked near the rear so that customers go- 
ing and coming will see in passing displays of goods 
which register impressions which will eventually 
create desire and sales. It has frequently been found 
necessary to take issue with merchants, who conduct- 
ing special sales, with a view of increasing business 
all along the line, insisted in having the specials on 
display near the front door so that customers would 
rush right in and rush right out again, thus defeating 
the very purpose of the sale. 

It is a mistake to make the front part of the store 
the stopping place for everyone who enters. In busy 
hours congestion occurs that will serve to keep people 
from reaching the departments at the rear. 


Make the Front a Show Place 


Making as much of a show place of the front part 
of the store as possible and causing the rear part to 
handle the trade for everyday wants, enables the silent 
sales forces of display to get in their work on everyone 
coming and going. Elaborate fixtures are not necessary. 
Simply showing the goods attractively and as neatly 
as space and equipment permit will go far toward 
making sales that would otherwise never be made. 

In many stores this forward space is used for the 
stock of builders’ hardware, as well as a place to open 
cases of these goods and checking the invoices. It is 
to be wondered if these merchants really believe that 
they could sell a bill of builders’ hardware because a 
man who was building a new house saw a lot of boxes 
containing locks, etc., on the shelves, or is it to im- 
press the prospect with the size of the stock? 

If a stock and displays of tools, cutlery, sporting 
goods, electric utilities, silverware, radio or the hun- 
dred and one items not recognized as hardware a 
decade or two ago were displayed there, the sale of 
these goods would justify the space utilized, while 
builders’ hardware would still be sold on a competitive 
basis and by submitting bids. 
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Most stores have too many counters for any use. 
They sooner or later become the resting place of an 
ill-assorted lot of odds and ends to the point where 
they become useless as a practical fixture. If one uses 
just enough counters for wrapping purposes and cash 
registers it will serve to release floor space that can be 
converted into profit-making space by substituting in- 
stead pyramid tables on which can be shown to advan- 
tage the many items in trays or baskets each carrying 
price tickets in plain figures so “that he who runs may 
read.” The use of pyramid or flat top display tables 
for household goods is becoming more popular every 
day. The department stores have for years been 
using them to advantage in their housefurnishings 
and toy departments so they are no longer regarded as 
experiments. 

It is no longer a theory but a demonstrated fact that 
no barrier such as floor cases or counters should be 
placed between the customers and wall fixtures. Dis- 
plays in wall fixtures, which are more in line with the 
natural height of vision, sell more goods than do floor 
cases which are always below the line of vision. Five 
feet high is the average height at which goods may 
be seen to the best advantage. 

Without floor cases and counters to prevent them, 
customers can examine goods while clerks are waiting 
on others and, by making a partial selection of mer- 
chandise, cut down the time element in sales to a con- 
siderable degree. 


The Store Layout 


When the store is wide enough to do so it is often 
found desirable to place an island case in the horse- 
shoe. This case, however, should never be more than 
54 in. high so that it will not obstruct the view across 
the store, nor should it be so wide that the aisles be- 
tween the horseshoe and wall fixtures are less than 
5 ft. in width. | 

Immediately back of the horseshoe there should be 
a wrapping counter with cash register placed cross- 
wise. This is a location near enough to the front door 
for one making change or wrapping a package to nod 
and officially welcome folks coming in at the front door. 
This is more than apt to make people feel that they are 
being met and greeted. Strategically the place where 
customer and salespeople part is the best location for 
the cash register. 

Following the wrapping counter, pyramid or flat top 
tables should be placed crosswise in a narrow store and 
lengthwise in a wide one. After the tables, the store 
platforms and allotted space for refrigerators, wash- 
ing machines, incubators, brooders, plows, harrows, 
and any other large or bulky items, which are to be 
shown on the main floor. The nail counter, steel goods 
rack, harness rack, and other odd and special fixtures 
are of course located near the rear. 

The office, which should be raised from the floor 
enough to make supervision of the sales floor possible 
by the owner or floor manager, should be well toward 
the rear, but not too far back if the store is more than 
100 ft. long. The office should not be inclosed. In 
a longer store the space Back of the office is a suitable 
place for the receiving and shipping room, implement 
repair parts, oil tanks, heavy hardware, pipe fittings 
and those lines that are difficult to show attractively. 
When all is said and done, “putting the best foot for- 
ward” is a trite saying but good advice to follow in 
planning the arrangement of a hardware store. 

No store has better possibilities nor better goods 
to show. 
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$25,000 a Year in Radio Sales 
Over a 10-Foot Counter 


T is interesting to go back over 

the files of a publication and re- 

view some of the merchandising 
stories which have been written in 
the past and then check up the mer- 
chant to see how he has progressed 
since the story was published. One 
of the stories which appeared in 
HARDWARE AGE, issue of April 28, 
1921, aroused considerable interest 
because it was so different from the 
ordinary run of articles. It was 
about radio, which was called “‘wire- 
less” in those days. 
In going back it is 
interesting to note 
how this enterpris- 
ing concern was 
pioneering in fields 
which were con- 


as “very improb- 
able.” The hard- 
ware man has al- 
ways been a pio- 
neer, but no doubt 
many people, when 
they read what 
the Garver Hard- 
ware Co., Des 
Moines, Iowa, was 


ment as it is toda 


doing in “wireless outfits” in 1921 
said to themselves, “That’s the 
bunk. It wouldn’t work in my 
town.” 

These same dealers would hardly 
make the same remark today. Doubt- 
less they have seen the light and 
have flourishing radio departments 
cf their own. At least they know 
that radio is here to stay and that 
several hundreds of millions of dol- 
lars are being exchanged for it each 
year. 


One of the accompanying illustra- 
tions shows the first “wireless de- 
partment” of the Garver Hardware 
Co. Fred Kirchner, then a high 
school lad, was in charge of the de- 
partment. In fact, he has the honor 
of opening the first radio depart- 
ment in Iowa. He has grown with 
the job and is still making things 
hum around his section of the store. 
The first order placed amounted to 
$36 worth of parts. The first month’s 
sales amounted to $100 and the sec- 
ond month doubled 
the first. Com- 
pare this with the 
sales for 19283, 
which ran in ex- 
cess of $25,000. It 
is expected the 
1924 totals will be 
around the $35,- 








Garver Bros., Des Moines, tees Benn department in 1921. Above—the depart- 


ith Fred Kirchner, Jr. in charge 


000 mark. The 
stock today will 
invoice at $5,000 
and the sales show 
a very good turn- 
over of merchan- 
dise with a satis- 
factory profit. In 
other words, the 














48 


stock has grown from $36 to $5,000, 
and the sales have gone past the 
$25,000 mark in less than three 
years’ time. It would hardly seem 
that any more definite proof was 
needed as to what hardware stores 
can do in selling radio apparatus 
and supplies. 


$500 a Day in Sales 


Sales at Garver’s run as high as 
$500 some days. When the HARD- 
WARE AGE reporter visited the Gar- 
ver radio department he found a 
crowd of people around the counter. 
The talk ran some- 
thing like this: 
“Say, Fred, I got 
KDKA last night 
on my set. Do you 
think I need one 


of those—” and 
here he was 
drowned out by 


the man next to 
him, who =. said, 
“That’s nothing; I 
got PWX, New 
Orleans, and I get 
it regularly. Say, 
Fred, show him 
one of those—” 
and his voice was 
lost as the cash 
register ground 
out the cash re- 
ceipt. We felt a 
bit hesitant about 
trying to claim the 
attention of the 
young man in 
charge, fearing we 
might reduce the 
cash register’s merry gavotte to 
a funeral dirge. But Fred saw our 
anxious face and said, “Come on in, 
they won’t hurt you. This is where 
they talk it over every day.” Accept- 
ing the invitation, we talked as well 
as we could, considering the enthusi- 
asts, who acted as if there was 
nothing else in the world but radio 
and broadcasting stations. 

When a merchant does $25,000 
worth of business over a_ 10-ft. 
counter you can expect it to be busy 
most of the time. Two years ago the 
company conceived the idea of run- 
ning a little advertisement in one of 
the farm papers published in Des 
Moines. It was believed that the 
farmers wanted radio material and 
that the distribution had not been 
thoroughly worked out. The returns 
were more than the firm had counted 
on. So many inquiries and orders 
came in that it would have taken a 
wholesale department to have handled 
the business. It proved the tre- 
mendous possibilities of the radio 


after there. 


HARDWARE AGE 


business and made Garver’s all the 
more firm in their conviction that 
the hardware store is the logical dis- 
tributor of this line. 

A sales policy was definitely de- 
cided upon before business began to 
reach large figures. Briefly it stated 
that only high-class standard mer- 
chandise would be sold and that the 
success of the business would not be 
built upon cut prices. This has en- 
abled the firm to hold some very fine 
contracts and has helped them in the 
merchandising of the sets and parts. 

Recently a severe blizzard para- 





Radio enthusiasts in Des Moines go to Garver’s because they'll find what they’re 
This display gives an idea of the stock carried 


lvzed the telegraph lines of the 
Northwest. Railroad trains were dis- 
patched by radio and newspaper re- 
porters hunted up their friends who 
had sets in order to secure copy for 
their pages. Young Kirchner was 
called upon and picked up the press 
service for some of the Des Moines 
papers. Other amateurs helped dis- 
patch trains. Some of the Wisconsin 
territory was badly crippled and 
radio messages were sent to Des 
Moines and Omaha and then relayed 
to Chicago, because of a pocket north 
of Chicago which sometimes makes 
direct radio connection impossible. 
Trains were run on messages that 
were sent as far west as Omaha and 
then into Chicago. 

Dealers who had the opportunity 
cf attending some of the State con- 
ventions this year discovered that 
radio was one of the livest topics in 
the question box discussions, and that 
many merchants had mastered the 
details of the business. Roy Wilson, 
of Decatur, IIl., told the Illinois con- 
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vention that since he had added a 
radio department his radio sales had 
turned the ordinarily dull months of 
January and February into very in- 
teresting months in his store. Ho- 
bart Beatty, Clinton, IIl., told the 
Missouri convention that he was sur- 
prised when he made a canvass of 
his town and found how many people 
had purchased sets, and that he was 
no less surprised at the success he 
experienced when he installed a de- 
partment. A. L. Kitchell, Morrison- 
ville, Ill., bought a few dollars’ worth 
of parts from a salesman for a St. 
Louis jobbing 
house and report- 
ed that within the 
first ten days he 
had sold $65 worth 
of parts alone in a 
town of 1100 
people. Charles 
Williams, Streator, 
Ill., has pocketed 
some fine profits 
from his radio de- 
partment and is 
one of the enthusi- 
astic supporters of 
radio for hardware 
stores. Schroeter 
Bros. Hardware 
Co., St. Louis, sold 
$40,000 worth of 


radio in nine 
months. 
In 1921, when 


HARDWARE AGE 
printed the story 
of how the Garver 
Hardware Co., Des 
Moines, Iowa, sold 
“wireless” outfits, radio departments 
were hard to find. Today they 
are common. The men who started 
early have been getting the cream 
of the business. But as they say, 
“the surface is not scratched.” Sur- 
veys show that several hundred mil- 
lion dollars will be spent in 1924 for 
radio and parts. If you are not sell- 
ing radio, get busy; your jobber has 
a complete stock. The theory that 
radio was a fad has been exploded 
and buried forever. Automobiles 
were once considered fads and so was 
the telephone. New things are being 
brought out all the time. Watch for 
the opportunity of serving your com- 
munity as a modern merchant who 
has modern merchandise. 

When you get your radio depart- 
ment started, don’t expect it to run 
itself. It’s a mighty good line and 
a mighty popular one, but it will 
bring far better results if you help 
it along a bit. Advertise, give real 
service and information and you'll 
get the profits. 
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The Service Hardware Co., Lakewood, Ohio, believes in playing up electrical sundries at every opportunity. Look at this 
display and youw’ll notice cord, plugs, sockets, etc., sandwiched in between the larger articles—and it pays to display them 





“Tell the World” Method Sells 
Electrical Goods for Ohio Firm 


AKEWOOD, Ohio, said to be the 
| - largest strictly residential city 
in the United States, has an 
estimated population of 58,000, with- 
in its boundaries. Within the city 
are several communities, each served 
by a full quota of retail stores. In 
such a community in one of the 
newer sections, is the Service Hard- 
ware Co. doing a business that is 
largely on a cash basis. The pres- 
ent owners and operators, G. J. 
Scheuermann and William Fishel 
have been conducting the business 
for less than three years. 


$3,000 in Electrical Sundries 


Last year this firm did a $3,000 
business in electrical sundries and 
appliances not including washers. 
Window displays and a suggestion 
sales table constituted the major 
portion of the advertising done in 
this field. 

When the proximity of Cleveland 
with its big stores and cut rate 
houses is given due consideration, 
one realizes that the Service Hard- 
ware Co. did well in electrical goods 
during its first year, under new 
management. The majority of bread 
winners living in Lakewood are em- 
ployed in Cleveland, yet the attrac- 
tive window displays of Mr. Fishel 





made them buy these goods at home. 

The suggestion sales table is a 
simple arrangement. It is merely 
a display table near the front of the 
store on which irons, toasters, grills, 
percolators, and curlers are dis- 
played—one item at a time for the 
period of a week or ten days. Some- 
times an assortment is shown. The 
point is to bring the goods before 
the public. 

G. J. Scheuermann believes that 
the average hardware dealer does 
not give sufficient attention to elec- 
trical sundries such as wall sockets, 
puli chains, base plugs, two-way 
plugs, sockets, anchors, conduit, 
wire, push buttons, door bells and 
insulators. The average dealer car- 
ries these items but doesn’t always 
“tell the world” about them. Mr. 
Scheuermann keeps these sundries 
in shelf boxes in a separate section 
of the store—but Mr. Fishel doesn’t 
forget them in his window displays 
on electrical goods. 

Mechanics in Lakewood know that 
the Service Hardware Co. carries 


‘these lines and frequently an elec- 


trician will buy a few sockets and 
walk out with a pair of electrician’s 
pliers from a case of these tools 
which is placed strategically in front 


of the sundries section in order to 
tempt such buyers. 

Boudoir lamps have a prominent 
place in the window display. These 
merchants sell several dozen lamps 
during Christmas season alone. Mr. 
Scheuermann tells us that while the 
bulk of the lamp business is done at 
Christma$ time he can easily sell a 
dozen in June during the wedding 
season. He also finds that in the 
fall just prior to school opening 
there is a fairly good market for 
lamps and curling irons. 


Supplying the Electricians 


From his own experiences with 
sundries Mr. Scheuermann is posi- 
tive that the dealer located in the 
town under 20,000 can profitably act 
in the capacity of purchasing agent 
for the electricians. It might be 
well to offer a standard mechanic’s 
discount to such buyers. 

In selling sundries one may also 
find a good market among the home 
owners, save in towns where fire and 
building department laws prohibit 
unlicensed installations. In many 
cases the man buying’ sundries 
needs wire, bulbs and frequently 
tools such as a screw driver or pair 
of pliers. These all mean extra 
profit for the hardware store. 
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By 
Saunders 


Norvell 


N those early days as 

a sales manager, the 

great sport was sell- 

ing new stocks. The ’ eS 2 
country around St. —— 

Louis was developing 

rapidly and many new 





“The buyer found Taylor in the train” : 





stocks were to be sold. 
To get a merchant to place his entire order with you 
from axes to zinc was big game worth going after. 
Some of these new stock stories are worth telling. 
Taylor D. Kelley was in charge of the railroad busi- 
ness of the Simmons Hardware Company. Taylor 
was a real salesman and did some fine work in his de- 
partment. My desk was just at the front door. One 
night at six o’clock Taylor stopped at my desk to light 
a cigar and remarked he was off to Chicago that night. 
I immediately dug down into my papers and took out 
a letter. “Here’s an inquiry,” I said, “written on the 
letterhead of a Chicago hotel, from some oné who 
wants prices on shovels, frying pans, handles and 
other such mining goods. Suppose you look up this 
man and see if there is anything in the inquiry?” Tay- 
lor put the letter in his pocket. We did not hear from 
him for a week. Then he returned—not from Chicago 
but from Colorado. It seems that when he arrived in 
Chicago he first attended to the business that took him 
there and then he looked up the gentleman who had 
written the inquiry from the hotel. He found this man 
was the buyer for a large Western corporation which 
had organized to sell goods in the Klondike. Taylor 
met him late in the day and this buyer said he was 
ready to place his orders but could not do so because 
he was leaving that night for the West, and had made 
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Chapter 1X— 


Selling 
New Stocks 


an engagement for din- 
ner and for the evening. 
Taylor inquired about 
the size of the items 
that might be needed 
and found the order, if 
he could get it, was a 
very large one. The 
buyer promised to send him the list to St. Louis for 
prices. , They separated. 

Taylor thought the matter over at dinner and de- 
cided that sending the list was a very uncertain pro- 
ceeding. When the buyer arrived at his train late that 
night he found Taylor in the train with a ticket bought 
to Denver. They traveled together and all the suc- 
ceeding day Taylor wrote up the order for the Klon- 
dike. It was a beautiful order and for several years 
afterward, as long as the boom lasted, this Klondike 
account was a nice juicy one. This was a clear case 
of having initiative. Some salesmen (?) would have 
mildly accepted the “turndown.” 

While I am writing about Chicago I must tell an- 
other new stock story because at that time there was 
keen competition between Chicago and St. Louis and 
we did love to take new stock orders away from each 
other. Mr. Simmons handed me a letter from our 
salesman, Frank West, in Montana, stating that a 
dealer had gone out of his territory to Chicago to buy 
a new stock. The dealer had slipped away from Mon- 
tana with the salesman of a Chicago house. Mr. West 
did not know when the merchant would arrive or where 
he intended to stop. Mr. Simmons remarked that if 
I “wanted to,” I could go to Chicago and try my hand. 

I arrived in Chicago bright and early and before 
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breakfast went to The Chicago Hotel Reporter, a paper 
that gave hotel arrivals. Going back over the files of 
the paper, I found that this dealer, his wife and a new 
baby had arrived in the Windy City a week previous 
and were at the old Tremont House. I went there at 
once and got a room. Then I sent up my card. The 
merchant appeared on the scene. He had not had his 
breakfast—neither had I—so we had our ham and 
eggs together. I said nothing about business and I 
soon discovered that he was more interested in a “good 
time” than he was in buying goods. He had called on 
all the hardware jobbers in Chicago but had bought 
nothing. That was a lurid week. Finally the mer- 
chant got into a quarrel with the bartender at the Tre- 
mont House because the barkeeper turned over the 
dice with his little finger There was a free-for-all 
fight and the barkeeper threatened to have the mer- 
chant arrested. I persuaded him that the only safety 
was in flight to St. Louis! We therefore took the 
midnight train for St. Louis—also the wife and baby! 
I sent Mr. Simmons the following telegram: “Meet me 
at the Hotel Southern tomorrow morning 17.30 with 
nurse for baby.” This telegram caused a sensation 
in the office of the Simmons Hardware Company but 
when the party arrived the nurse was there and the 
gentleman from Montana bought all of his goods in 
St. Louis. 

One afternoon Mr. Simmons handed me a letter 
from a dealer in central Illinois stating that he was in 
the market for a complete new stock of hardware. This 
happened about four o’clock in the afternoon. The 
next morning when Mr. Simmons arrived, I was sit- 
ting at my desk quietly working as usual. He stopped 
as he came in the front door and remarked, “I thought 
you were going to Smithville after that new stock.” 
I smiled and replied, “Of course. I went last night and 
sold the stock. Here it is—one hundred pages of it.” 


Selling at 4 a. m. 


Mr. Simmons was naturally interested and wanted 
to know how I could do that and be back on the job 
the first thing in the morning. “Oh, that was easy,” 
I replied. “I left on the 5 o’clock train, arrived in 
Smithville at 7.30 and was driven immediately to the 
house of the buyer in a deep, sea-going hack. He in- 
formed me he was going to Chicago the next morning 
on the 4 o’clock train to buy implements and suggested 
that I return the following week. ‘But what are you 
going to do all the time between now and 4 o'clock?’ 
I answered. ‘Why can’t 
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some enamel ware. Send me $300 worth. Then of 
course we must have some showcases and cutlery. 
Fix me up with a nice line of show cases and about 
$500 worth of cutlery, etc.” Of course I had to write 
up the order in detail after I arrived home. 

Now here is the main point of this story. Nine 
hundred and ninety-nine men out of one thousand 
under similar conditions when they arrived home after 
traveling and working all night would have gone home 
and put in the day sleeping, but I went right back to 
the office and went to work. I knew I could sleep that 
night. Years afterward I when I became vice-presi- 
dent, Mr. Simmons told me that the way I sold that 
new stock had made a profound impression upon him. 
I was different, and while I did not intend it, it was 
excellent personal advertising! 

Unless I had enjoyed perfect health and had been in 
first-class physical condition, I could not have stood 
such a strain. Men in business must conserve their 
strength when they can so that they can spend it reck- 
lessly when it is necessary. 

Curious, isn’t it, that I should be writing these new 
stock stories of long ago by hand in pencil in a cold 
hotel room in Berlin, Germany, at almost midnight? 
I do not believe there is a guest in this hotel that 
speaks English. I am waiting to see some German 
chemical manufacturers tomorrow. There is no better 
way to keep off the blues than to write until one is 
dead tired and then go to bed. 


The Man Who Robbed His Benefactor 


On one trip from Colorado I landed two very large 
new stock orders. A mining man in Colorado struck 
it rich, made a million and wanted to put his son in 
the hardware business. He had a friend who owned 
an interest in a hardware store that bought almost all 
their goods from us. He actually gave this friend a 
half interest in the business, his son owning the other 
half. Now this hardware man insisted upon going all 
the way to St. Louis to “see the goods.” We had to 
agree to pay his expenses. It was absolutely unneces- 
sary as we had a very complete line of samples in Den- 
ver, but he wanted to go and have a good time in a big 
city at our expense. So I took him, gave him the good 
time and sold the stock. We paid all expenses and 
afterward he asked me not to mention this fact to the 
mining man or his son. I, of course, realized that he 
had charged up his expenses to the new firm. He 
showed his gratitude for his start by robbing them. 

- The stock of goods 





I sell you the new stock 
now? Then you can go 
to Chicago at 4 o’clock, 
I can return to St. Louis 
on the morning train 
and both of us will save 
a lot of time.’” So I 
told Mr. Simmons this 
merchant sat down with 
me in his home at the 
dining room table. I 
turned over the pages of 
my big hardware cata- 
log. As time went on 
and the merchant be- 
came more and more 
weary, instead of buy- 
ing goods by items he 
bought them by assort- 
ments—something like 
this: “I guess I’ll need 
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“When the party arrived the nurse was there” 
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was shipped to a city 
outside of my territory, 
and so for a long time 
I lost track of them. One 
day, meeting the min- 
Mr - Ing man, I asked how 
Pe A aa : they were getting on. 

Ya; = He looked at me very 
curiously and asked, 
“Why do you ask? Don’t 
you think they are all 
right?” “No,” I said, 
impulsively. “Smith is 
a crook and will get you 
yet.” He was very in- 
dignant and _ became 
quite angry with me. 
A few months later he 
came to me and asked 
me to go immediately 
to the place where they 
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were doing business and check them up. He told me 
they were always calling for more money and he was 
very much worried about them. They were behind 
in our account as well as all of their other accounts. 
I found things in a terrible mess. The father had given 
me power of attorney and to save him I was forced 
to put them in the hands of a receiver. After a fight 
I got rid of Smith, but he had systematically robbed 
the business from the beginning. It was a disgusting 
case. Smith died a pauper but the man who took his 
place in the business is now well off—money in the 
bank and a lovely home. I have had fairly good luck 
with reformed murderers, gamblers, skirt chasers 
and drinkers, but I never had any luck with thieves. 
Every time I have attempted to help one, I have been 
robbed again. 

Now the sad truth must be told. I lost probably the 
largest new stock order 
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ley Company had come to St. Louis and for some ten 
days stopped at the same hotel with the gentlemen and 
ladies from Mississippi. While we went home every 
night at 6 o’clock, that was just when Mr. Dudley 
started to work. There wasn’t anything in St. Louis 
in the way of food or entertainment that was too good 
for this party. 

This stock of hardware actually amounted to almost 
$100,000 and filling it almost put the Gray & Dudley 
Company out of the hardware business. I have always 
thought that Mr. Dudley showed great salesmanship 
in taking the order away from St. Louis. He had one 
great advantage over us and that was that unfortu- 
nately we had homes and occasionally visited them, 
while he stopped at the same hotel with the financier 
and the buyer. Mr. Dudley enjoyed exactly the same 
advantage that I had when I went to Chicago and sold 
the man from Montana. 
I had nothing else on 





for hardware that was 
ever placed with a job- 
bing hardware house. 
The story is a long one 
but the facts are, briefly, 
that a buyer came to St. 
Louis from Mississippi 
with a letter from a 
very rich man who was, 
I think, in the whole- 
sale grocery business in 
a good-sized Mississippi 
town. This letter said 
that this man was to be 
the buyer for a new 
hardware house and he 
wished us to give him 
the freedom of our 
business for a few 














“I was driven to the house of the buyer in a deep, sea-going 
hack” 


my mind, night or day, 
but to get the business 
while we St. Louis peo- 
ple were trying to enjoy 
a little home life! 

We also discovered 
later that the buyer 
from Mississippi was 
very much offended be- 
cause no one had given 
his wife any social at- 
tention. 

The moral of this 
story seems to be that 
there is always a chance 
and a good one, for the 
late worm when he ar- 
rives on the scene at the 








weeks—to train him on 
our lines and that later 
he himself would come to St. Louis and assist at the 
placing of the order. It was in the summer time. 
This buyer sat at our front door day after day batting 
flies. We tried our best, but he showed little interest 
in our various lines. He was just out for a good time. 
We organized his entertainments, having our men 
take him out in relays, but week after week passed. 
When the financier from Mississippi arrived our en- 
tertainers were all tired out and had lost interest. 

It seems, however, that this buyer had his wife with 
him and the fatal mistake we made was in not enter- 
taining the wife. 

At last the financier arrived. He was a nice, clean- 
cut man but he did not know anything about the hard- 
ware business. He told us he depended entirely upon 
his buyer. During the day we made the mistake of 
talking straight business to these gentlemen, showing 
them our lines and trying to sell them on quality of 
goods and price. They were very lukewarm and be- 
came cooler and cooler. When 6 o’clock came, all of 
us went to our respective homes. We had been worn 
out entertaining the buyer from Mississippi. 


How We Lost the Account 


Finally one day this buyer came in and announced 
to us that they had decided to buy their new stock in 
Nashville, Tenn. “After giving the matter very care- 
ful consideration,” they had decided that they could do 
better in prices in Nashville than they could in St. 
Louis. Forthwith the buyer and the financier and 
their wives left the city and went to Nashville. Then 


it developed that Houston Dudley of the Gray & Dud- 
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time the early worm is 
all frazzled out; also that 
the ladies should never be forgotten: 

Another stock I missed was over in Indiana. It is 
always most important to know all the facts about 
your “prospects.” If you get your facts wrong and 
get started on the wrong scent, you are lost. We had 
a perfect “dub” of a salesman on this territory. When 
I first arrived (I was wired for), I took our salesman 
aside and asked all about the dealer. I was told he was 
a pillar in’ the church—a solid citizen and very re- 
ligious. Now all this was perfectly true but I wasn’t 
told that at the same time he was one of the best poker 
players in Indiana, was fond of horses and could see 
the point of a good story! Not having full informa- 
tion, I missed the order. 

It is 12 o’clock at night. I have run out of paper, 
so I will have to continue the article in “our next.” 

I must not forget to immortalize a talk E, C. Sim- 
mons and I had on the selling of new stocks after I 
had retired from the hardware business. It is too 
good a story to be lost when I, too, join Mr. Simmons 
in that “undiscover’d country from whose bourn no 
traveller returns.” | 

In passing, let me say that I often begged E. C. 
Simmons to dictate his memoirs. What a wealth of 
experience he had! What changes he saw in the one 
span of his life! It is a great pity he did not do it. 
He waited too long. After a while ill health overtook 
him. I trust that these hastily sketched reminiscences 
of mine will give the hardware trade a clearer idea 
and a greater appreciation of him. 
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(To be continued) 
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COMMENT 





Not Conditions But Men 


EGARDLESS of what general conditions 
R may be, the real gage of any merchant’s 

business lies in the local conditions he 
faces:—the buying power and the mental atti- 
tude of the people in his particular trade 
territory. 


It is undoubtedly a mark of sound business 
judgment for the merchant to keep himself in- 
formed concerning general conditions, because 
they are sure to be reflected sooner or later in 
his own community. However, it is as unwise 
for him to conduct his business entirely on the 
basis of general conditions as it is to rely ex- 
clusively on what is taking place locally. A 
careful balance is essential in coping with pres- 
ent day merchandising problems. 

General conditions should be studied and 
analyzed, because of their effect on local ones, 
the aim being to conform to those which exist 
locally, and to prepare for future developments. 
After all, conditions in a merchant’s own terri- 
tory are the ones which are directly reflected in 
his sales. 

As a nation, we are inclined to go to extremes. 
When a retail merchant finds himself in the 
midst of a local trade slump, he is prone to 
conclude that the whole country has gone to pot, 
and to adopt a policy which handicaps him when 
local conditions return to normal. Instead of 
adopting this attitude, he should post himself 
on conditions which prevail over the country 
generally, in order to learn when he may reason- 
ably expect a local betterment. He can then 
intelligently shape his plans to take a quick ad- 
vantage of his opportunities when the proper 
time comes. 

On the other hand, there are many who go 
to the other extreme. The majority of retail 
merchants rely entirely too much on what a 


period of general depression can do to them, or 
what a general wave of prosperity can do for 
them personally, and they pay too little atten- 
tion to what they can do individually to make 
their own business and general conditions 
better. 


Every day we read of retail failures in pros- 
perous communities, or of retail successes in dis- 
tricts where business as a whole is poor. This 
would seem to indicate that the merchant’s 
greatest problem concerns himself, rather than 
that vague indefinable bug-bear we call “condi- 
tions.”” When he learns to adapt himself to con- 
ditions, his problem will be well on the way to 
solution. 

There is always a certain amount of profitable 
business to be had in any community, regardless 
of whether times are good or bad. This busi- 
ness gravitates to the merchant who is prepared 
to handle it and who goes after it intelligently 
and vigorously. It is always on tap for the man 
who thinks clearly, plans constructively and 
puts his best effort behind his plans. It is 
foolish to expect that it will come in of its own 
accord and meekly surrender to the merchant 
who sits and waits. 

It therefore behooves every retail merchant 
to get the facts on his own trade territory, to 
ascertain the present and prospective buying 
power as well as the mental attitude of the peo- 
ple he does or can serve. This information 
should be augmented by a knowledge of general 
conditions and the economic reasons which 
govern them. 

The rest is up to him, because periods of 
prosperity or adversity, general or local, will 
mean much or little to any merchant, according 
to the use he makes of them. 
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Paint Mfrs. Succeed 
in Having Freight 
Rates Held Down 


Freight on Rosin and Turpentine 
Held to Minimum by Protest 
to I. C. C. 


As a result of the opposition of the 
Paint Manufacturers’ Association of the 
United States, the National Paint, Oil 
and Varnish Association, and the Na- 
tional Varnish Manufacturers’ Asso- 
ciation, proposed increases in the rates 
on rosin and turpentine from points 
south of the Ohio River and east of the 
Mississippi River to points on and north 
and east of these boundaries have been 
held down to a minimum, according to 
a recent statement issued by the traffic 
committees of these associations. 

This represents a considerable saving 
in the freight charges that would other- 
wise have to be paid. Rates from South 
Atlantic and Gulf ports were consider- 
ably lower than the rates from inter- 
mediate inland points on the route to 
destination. The Naval Stores Industry 
has for many years past been concen- 
trated at the ports. The inland points 
have since developed and doubtless will 
grow as shipping points rather than 
send their products into the ports for 
marketing. Under the Fourth Section 
of the Interstate Commerce Act it was 
essential that the rates from the ports 
be not less than the rates from the short 
haul inland points to destination. “In 
the process of equalizing the high rates 
applying from the inland points and 
the long standing low rates applying 
from South Atlantic and Gulf ports the 
carriers looked for a considerable in- 
crease in earnings on this traffic. It 
must be admitted some of the old rates 
from the ports were subnormal and had 
their origin in water competition, car- 
rier competition and market competi- 
tion. The conditions have materially 
changed since then, particularly at the 
growing inland points from which the 
products can be shipped direct instead 
of into the ports and then out, involving 
a reverse haul. 

The commission has undoubtedly or- 
dered a compromise decision which is, 
on the whole, fair. This represents a 
substantial saving in freight charges to 
the consumers of these products under 
what the carriers endeavored to estab- 
lish. The carriers attempted to make 
this advance effective May 15, 1923, but 
the representatives of the Paint and 
Varnish Industry took the initiative in 
protesting against the unwarranted ad- 
vances, and after attempts at a com- 
promise with the carriers found it neces- 
sary to resist, before the commission, 
the unjust and unreasonable rates 
sought to be imposed by the carriers. 








New Store in Lynn, Mass. 


I. Oskervitz has purchased the bank- 
rupt stock of the National Hardware & 








Paint Co., Lynn, Mass., and will oper- 
ate a retail hardware store in that city 
under the firm name of the North Shore 
Hardware Co. 


American Fork & Hoe 


Vermont Plant Burns 


The American Fork & Hoe Co. of 
Cleveland, Wallingford, Vt., plant was 
recently destroyed by fire at an esti- 
mated loss of $150,000. The foundry 
was saved. R.C. Taft, manager of the 
plant, is not prepared to say whether 
the plant will be rebuilt or not. Ap- 
proximately fifty men have been thrown 
out of employment. 


H. E. Ryan Factory Distribu- 
tor for Washing Machine 
Firm 


H. E. Ryan, formerly connected with 
the Salt Lake Hardware Co., Salt Lake 
City, Utah, in various capacities from 
December, 1916, to February, 1924, re- 
cently resigned in order to enter busi- 
ness for himself as factory distributor 
for the Easy Vacuum Washing Machine 
and Ironer. Mr. Ryan will have his 
headquarters in the Kasiska Building, 
Pocatello, Idaho, and will cover terri- 
tory tributary to Pocatello within a 
radius of 100 miles. 

Mr. Ryan, also secretary and treas- 
urer of the S. H. I. P. Club of Idaho 
during 1923, was elected to office of 
first vice-president of same for year 
1924 at the election held during the 
Idaho Retail Hardware and Implement 
Dealers’ Convention at Boise last Janu- 
ary. 








Demarest to Represent 
Iron City Tool Co. 


H. M. Demarest has recently been ap- 
pointed sales representative in New 
York State and New Jersey of the Iron 
City Tool Co., manufacturer of picks, 
mattocks and kindred lines, including 
miners’ and blacksmiths’ tools, Pitts- 
burgh, Pa. C. F. Gallagher is to repre- 
sent the company in New England. 





Paint Distributors Appoint Save 
the Surface Committee 


Henry Woodlock, newly elected pres- 
ident of the National Association of 
Paint Distributors, announces that the 
Save the Surface Committee for the as- 
sociation during 1924 will be: Chair- 
man, Carl F. Watter, Newark, N. J.; 
E. P. Lynch, Providence, R. I.; R. McC. 
Bullington, Richmond, Va. 

In accepting the appointment as 
chairman, Carl F. Watter stated that 
the distributors now recognized that 
they were receiving increasing benefits 
as a result of Save the Surface activ- 
ities, and that by keeping the organi- 
zation informed as to the opportunities 
offered and the advantages and ma- 
terials available they had a very real 
responsibility. 





Tank Mfrs. to Reduce 
Number of Sizes 


and Varieties 


Reduction from 250 varieties and 
sizes to nine sizes and two working 
pressures of hot water storage tanks 
was agreed upon by representatives of 
Eastern manufacturers, distributors 
and consumers at a meeting at Wash- 
ington, D. C., March 12, on Wednesday 
of last week with the Division of Sim- 
plified Practice, Department of Com- 
merce. It was agreed that hot water 
storage tanks be labeled with markings 
as follows: “Standard.—Guaranteed 
for a working pressure of 65 lb.” with 
the name of the manufacturer; “Extra 
Heavy.—Guaranteed for working pres- 
sure of 100 lb.,” also accompanied by 
the name of the manufacturer. These 
and other recommendations will be sub- 
mitted within a month at a meeting of 
Western manufacturers which probably 
will be held in Chicago. 

The meeting was presided over by 
Frank Sutcliffe of Conshohocken, Pa., 
who was chairman of a central commit- 
tee of the industry which has been 
working for more than a year prepar- 
ing tentative recommendations for the 
elimination of unnecessary sizes of 
tanks. Mr. Sutcliffe reported that sim- 
plification of range boilers, adopted 
some time ago, has met with unquali- 
fied success, less than 3 per cent of some 
200 jobbers whom he interviewed hav- 
ing offered objections to the elimina- 
tion. 

Adoption of working pressure was 
agreed upon in preference to the so- 
called “test pressure” method, which, 
according to reports from many 
sources, has proved unsuccessful. As 
to thickness of material, it was re- 
ported that the code committee of the 
American Society of Mechanical En- 
gineers is making a study of that sub- 
ject. 





Champion Hardware Co. to 
Add to Plant 


The Champion Hardware Co., Geneva, 
Ohio, builders’ hardware, is planning 
extensive additions to their manufac- 
turing facilities. A new plant building 
is under construction, to be completed 
about April 1, 1924. 


Geo. W. Lutz Co. Incorporates 


A certificate of incorporation of the 
George W. Lutz Co., Inc. Vernon, 
Conn., has been filed with the secretary 
of that State. The authorized capital- 
ization is $25,000 and the company will 
begin a hardware business with $16,000. 
The incorporators are George W. Lutz, 
Charles J. Tennstedt, Robert W. Tenn- 
stedt and Charles W. Brendel. 
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Interesting Topics Scheduled 
for Southern Jobbers’ 


Convention 


An address on “The Mistakes We 
Must Not Make,” by Col. Peter 0. 
Knight of Tampa, Fla., is to be a fea- 
ture of the thirty-fourth annual conven- 
tion of the Southern Hardware Jobbers’ 
Association, to be held at the Roosevelt 
Hotel, New Orleans, La., April 8-11. 

The American Hardware Manufac- 
turers’ Association will meet at the 
same time, and for the first time in the 
history of these organizations, a joint 
program is to be issued. 

The topics to be discussed at the con- 
vention include the following: 

“Is the Guarantee of Goods a Sound 
Business Policy?” “What Conditions, 
if any, justify Cancellations?” “Sales 
Promotion Through Manufacturers’ 
Missionaries.” “What will be the Gen- 
eral Business Conditions for the next 
six months?” “Should not all Hard- 
ware Jobbers be Technically Equipped 
to Bid on Blue-Print Jobs?” “Are Re- 
sale Prices Desirable from the View- 
point of the Manufacturer, Dealer and 
Consumer?” “What is the Effect of 
Direct Shipments on the Manufacturer 
and on the Distribution System?” 





Caille Perfection Motor 
Appoints Distributors 


The Caille Perfection Motor Co., De- 
troit, Mich., manufacturers of rowboat 
motors, announce the following appoint. 
ments of wholesale distributors: Les- 
lie Franks, 5100 Northern Bernard 
Street, Chicago; Fremont Electric Co., 
742 North Thirty-fourth Street, Seattle, 
Wash.; Weeks-Howe Co., San Fran- 
cisco, Cal.; A. Baldwin & Co., New Or- 
leans, La.; John J. Ay snag 1209 
H Street, N. W., Washington, D. C.; 
James Walker & ‘Co., 123 Light Street, 
Baltimore, Md.; Rapp- Huckins Co., 59 
Haverill Street, Boston, Mass.; E. J. 
Willis & Co., 85 Chambers Street, New 
York City. 





New Booklet for Hoover 
Dealers 


A new booklet, designed primarily 
for prospective Hoover dealers, has re- 
cently been prepared by The Hoover 
Suction Sweeper Co., North Canton, 
Ohio. The new booklet, entitled “I Am 
Your Business,” is written in a per- 
sonal, narrative style and endeavors to 
lead the reader in a direct, brief manner 
to a more intimate relationship with his 
business by giving him a clearer under- 
standing of the dependence of profits 
upon turnover and the regulation of 
overheads. 

A chart, compiled by the Nationa] 
Dry Goods Association, gives the aver- 
age annual turnover of forty-two de- 
partments in department stores. This 
provides the text for the sermon and 
leads to the subject of departmentizing. 
A record system which provides a sim- 
ple, perpetual inventory, is suggested 





and a usable form of control card is 
shown. 

The last part of the booklet is de- 
voted to a comparison of the effective- 
ness of the two plans followed by deal- 
ers in selling the Hoover products and 
contains some very interesting actual 
figures on costs. 





J. B. Sellars Elected President 
Westchester Hdw. 
Assn. 


The attendance of ladies for the first 
time at its annual meeting and the elec- 
tion of new officers were the two out- 
standing events at the meeting and ban- 
quet of the Westchester County Hard- 
ware Dealers Association, March 20, at 
the Hotel Gramatan, Bronxville, N. Y. 
Nearly 100 were present. The follow- 
ing officers were elected for the ensuing 
year: 

Joseph B, Sellars, president, Fowler 
& Sellars, White Plains, N. Y.; Walter 
Baxter, vice-president, Chas. M. Baxter, 
Mamaroneck, N. Y.; Fred H. Howard, 
secretary, Geo. Howard, Inc., Mount 
Vernon, N. Y.; F. B. Riley, treasurer, 
Cornell Bros., Tuckahoe, N. Y. 





Kansas City Paint Club 
Shows Movie Reel — 


The exhibition of the reel, “Don’t Put 
it Off—Put it On,” prepared under the 
auspices of the Paint Club of Kansas 
City, Mo., is to be a feature of the sec- 
ond annual dinner of the Kansas City 
Hardware Club, composed of hardware 
retailers and wholesalers of hardware 
and paints, to be held at the Ivanhoe 
Temple, April 16. 


Lindsay Chaplet & Mfg. Co. 
Acquires Rake Patents 


The Lindsay Chaplet & Mfg. Co., 
Harrison Building, Philadelphia, Pa., 
has recently acquired the patents cover- 
ing the Pennsylvania Self Cleaning 
Lawn Rake from the Pennsylvania 
Lawn Rake Co. of Philadelphia. The 
company, it is said, will manufacture 
va rake under the trade name “Nok- 
og.” 








Louisiana Assn. to Meet at 
New Orleans, June 3-5 


The convention of the Louisiana Re- 
tail Hardware & Implement Association 
is to be held at the Roosevelt Hotel, 
New Orleans, La., June 3-5. 

There will also be an exhibition in 
connection with the convention and job- 
bers and manufacturers, especially 
those having new goods for display, are 
invited to exhibit their lines. The Lou- 
isiana convention takes place the week 
before the Mississippi convention and 
exhibition which is held at Biloxi and 
which is about two hours’ ride from 
New Orleans. 








Devoe & Raynolds Re- 
organization Centers 


Control in N. Y. C. 


E. S. Phillips, Gen’l Mgr.; E. D. 
Peck, Director Sales, and E. S. 
Blackledge, Supt. Plants 


As’ a result of the reorganization . 
plans submitted to the board of direc- 
tors at the annual meeting, the execu- 
tive control of Devoe & Raynolds Co., 
Inc., is to be centralized in New York. 
There will no longer be an Eastern and 
a Western division of the company. 

E. S. Phillips is to be general man- 
ager of the entire organization; E. D. 
Peck is to be director of sales of the 
entire organization; A. C. Stephan is to 
be assistant treasurer in active charge 
of the administrative problems of the 
entire organization; E. S. Blackledge is 
to be general superintendent of plants 
of the company. 

By means of this centralized control 
Devoe & Raynolds Co., Inc., expect to 
operate even more efficiently than they 
have in the past. 

The management of Devoe & Ray- 
nolds Co., Inc., feel that the year 1924 
is going to be its peak year to date, as 
the trade is not only ordering in a man- 
ner which would indicate their belief in 
the future, but in addition reorders are 
already coming in from many communi- 
ties, thereby indicating an early de- 
mand for paint and varnish products on 
the part of the consumers. 

The board of directors for the year 
1924 are as follows: 

W. Drummond, chairman; E. H. 
Raynolds, J. M. B. Drummond, E. = 
Phillips, E. D. Peck, G. H. Phillips, A 
W. Francis, S. S. Menken, S. R. Har- 
rington, H. Von L. Meyer, E. H. Mather. 

Theetwo new members of the board 
of directors elected at the stockholders’ 
meeting were E. D. Peck and H. Von L. 
Meyer. 

The officers elected for the year 1924 
are as follows: 

E. H. Raynolds, president; S. R. Har- 
rington, first vice-president; E. S. Phil- 
lips, second vice-president and general 
manager; G. H. Phillips, third vice- 
president; I. W. Drummond, treasurer; 
A. C. Stephan, assistant treasurer; J. 
M. B. Drummond, secretary. 








Allen Hardware Co. Moves 


The Allen Hardware Co., Little Rock, 
Ark., is now located in new quarters at 
718 Main Street. A removal sale is 
scheduled for the near future. 





W. C. Lyon Co. Moves 


W. C. Lyon Co., hardware, paints, 
harness, saddlery and automobile acces- 
sories, Durham, N. C., has recently 
moved into a new building. The build- 
ing, which is a three-story structure, 
was necessitated by the company’s rap- 
idly growing business. 
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Obituary 


John P. Becker 


John P. Becker, vice-president of the 
Buffalo Wholesale Hardware Co., Buf- 
falo, N. Y., died March 16 at the La- 
fayette General Hospital in that city 
following injuries received when struck 
by an automobile several days ago while 
crossing the street near his home. 

Mr. Becker was born in Poughkeep- 
sie, N. Y., 65 years ago. He entered 
the hardware business with an Olean 
firm and later became identified with 
Weed & Co., Buffalo, N. Y. He later 
worked for Walbridge & Co. and held 
an important position with a large out- 
of- town wholesale firm before becoming 
one of the executives in the reorganiza- 
tion of the Buffalo Wholesale Hardware 





Co. 

In 1883 Mr. Becker married Miss 
Mary Schaefer of Warren, Pa., who 
survives him, together with his three 
sons, Joseph. S. and Carl Becker of Buf- 
falo and William J. Becker of Port Alle- 
gany, Pa., and by two daughters, Kath- 
erine Becker of Buffalo and Mrs. Elmer 
Barrett of Lockport. 


Theodore A. Kochs 


Theodore A. Kochs, pioneer manufac- 
turer of barbers’ supplies, equipment 
and distributor of cutlery, died in Chi- 
cago, March 13, at the age of 75. 
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Frank K. Chew 


Frank K. Chew, a business paper 
journalist well known in the _ sheet 


metal, stove, plumbing and heating 
fields, died at Morristown, N. J., March 
8, in his sixty-seventh year. He had 


been continuously identified since 
March, 1893, with the Metal Worker, 
until some six years ago a sister pub- 
lication of The Iron Age and since then 
conducted as the Sheet Metal Worker 
by the Edwin A. Scott Publishing Co., 
New York. 

He was an honorary memter of the 
National Association of Sheet Metal 
Contractors and also of the National 
Warm Air Heating and Ventilating As- 
sociation and was a member, almost 
from its beginning, of the American 
Society of Heating and Ventilating En- 
gineers. He served on the board of 
governors of the last named organiza- 
tion for three years and was president 
for one year of the New York chapter 
of the society. He was active also, par- 
ticularly in the early years, in the 





American Society of Sanitary En- 
gineering. 
Allith-Prouty Circular 
Allith-Prouty Co., Danville, Ill., has 


issued a circular on Allith pitching 
shoes. The inside pages contain official 
horseshoe pitching rules. 
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Treat Hardware Corp. to 


Rebuild 


Arthur E. Jones, president, Treat 
Hardware Corporation, Essex Street 
and Broadway, Lawrence, Mass., which 
was recently wrecked by fire at an esti- 
mated loss of $600,000, announces that 
plans are in progress for the construc- 
tion of a new business block. The cor- 
poration is open for business in tempo- 
rary quarters in the Franklin Hotel, 
that city. 





Testimonial for A. J. Osborne 


A testimonial was presented to 
Archie J. Osborne, head of the Osborne 
Hardware Co., Holyoke, M ss., and for- 
mer president of the Holyoke’ Chamber 
of Commerce, at the annual banquet of 
that body, in appreciation of his six- 
teen years’ service in behalf of the or- 
ganization. Mr. Osborne responded ex- 
pressing his appreciation and thanks 
for the tribute. The presentation was 
made by Francis McSherry for the ex- 
ecutive committee of the local chamber 
and, in addition, President Joseph B. 
Weis, who presided, read telegrams of 
congratulation to Mr. Osborne from 
Governor Channing H. Cox and Edwin 
W. Smith, president of the Massachu- 
setts State Chamber of Commerce. 
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The Brandenburg Gate, Berlin 


The City of Well-Worn Clothes 


By “THE SALES MANAGER” 


( ROOSENDAAL, HOLLAND, Feb. 23, 1924.) 
EING a sales manager in Europe just now has its 
ups and down and takes a lot of patience. 

In my last letter I wrote how cheap everything 
in France was with the present low-priced franc. This 
letter will tell a different story. I am now on my way 
back to Paris after a week in Berlin. 

I left Paris at 8.10 in the morning Gare du Nord. 
A friend in Paris advised me to go to Germany via 
Holland instead of the old route via Cologne. The 
pre-war fast express between Paris and Berlin is only 
amemory. They talk of putting it on again but it is 
not done. The Germans say the delay is the fault of 
the French. You cannot buy a through railroad ticket 
on a sleeper from Paris to Berlin. I am told that by 
the Cologne route, as Belgium has a small strip, you 
have to buy new tickets and re-check your baggage 
over this strip. I was advised not to take a trunk on 
account of customs troubles and got along very well 
without it. 

Well, even going by way of Holland, I first struck 
Belgium. We stopped about an hour somewhere. Our 
passports were gazed at and stamped. No attention, 
whatever, I noticed, was paid to the owner of the pass- 
port. Then a man in a worn and tattered uniform 
mumbled something to me and pointed at my baggage. 
I answered promptly, “No; ain’t got any.” He seri- 
ously saluted and passed on. What a farce!: I haven’t 
the faintest idea what he asked and from his blank 
expression he hadn’t the slightest conception what I 
answered. 

At 4.22 we reached Roosendaal, Holland. On the 
train I had met a vice-president of the National City 
Bank of New York and he passed me through the 
Dutch Customs without any examination whatever. 
He knew the customs officer and must have told him I 
was O. K. Here in the restaurant I drank coffee, 





smoked and read until 6.10 when the through express 
from England via Flushing and Folkestone for Berlin 
arrived on the minute, 

I found a porter on the sleeper who “listened to 
reason,” so I had a nice compartment all to myself. 
This sleeper was all polished woodwork, mirrors and 
brass. It reminded one of our Pullmans in their glori- 
ous days. Every hour, it seemed, some official came 
through the train and asked for tickets or passports or 
wished to examine our luggage. At first I retired and 
turned off the light in my compartment. I was sleep- 
ing soundly when suddenly the light was flashed in 
my eyes and I sat up to see an immense man in uni- 
form leaning over me. He had enormous whiskers. It 
was all very startling as one tried to gather his wits 
together. He growled at me in German. I answered 
in English. Then he asked seriously, “Have you any 
tea or coffee?” I was much relieved. I hastened to 
answer, “No, I have no tea nor coffee nor bananas to- 
day.” He grunted, switched off the light and closed 
my door. 

Meals on these trains are entirely different from 
ours. They give you a ticket for a seat and when they 
are ready to serve that lot they come through the train, 
calling you. You are sure of a seat. There is no stand- 
ing and waiting as often happens on our Pullmans. 
Europeans would be shocked at our system. Then din- 
ner is served in courses and you can take a course or 
“pass”—there is no change. You must eat along with 
the rest. Wines are extra, so is coffee and so are min- 
eral waters. No other kind of water is served. 

When you have finished, one man in uniform (they 
are all in uniforms) comes along, figures out your bill 
and leaves a slip with you. Behind him comes another 
man with a tin box, who collects. There is no escape 
until it is all done their way. 

At Roosendaal, Holland, it was snowing hard. In 
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Berlin, where we arrived at 9 o’clock the following 
morning, it was clear and cold. I went to the Hotel 
Bristol, 5/6 Unter den Linden, and was handed a ques- 
tionnaire. I wrote out the entire history of my life, 
my age, where I was born, where I was from, where I 
was going, the number of my passport, etc. Then I 
was registered. A copy of this report goes to the 
police. The other is held by the hotel. As usual in 
all our large cities all over the world there was no 
room ready. “Would I wait?” Of course I would 
wait. That was about all I had been doing since I 
landed. 
Those German Beds 


I had forgotten what a German bed looked like al- 
though it is only four years since I was last in Berlin. 
When I got to my room two rosy-cheeked German girls 
were “making it up.” There are no upper sheets. The 
“comforter” is buttoned up in a white linen bag and 
you pull this bag over on top of you. Then there is 
an extra bag of feathers that stands up on top of the 
bed like half a balloon. These beds surely look funny 
but they are quite comfortable. 

The waiter spoke English very well and had been in 
hotels all over Europe. Waiters and diplomats must 
be linguists. Every morning at 7.30 a. m. he brought 
my breakfast and we talked about European condi- 
tions. He told me conditions with the people were 
much better in Germany. They are now on a gold 
mark basis and the money does not fluctuate in value 
as it did. Germany now has two paper currencies— 
the gold mark and the old paper mark. I found that 
in the paper mark “millions” meant next to nothing. 
“Ten million marks” was only 10 pfennige (gold). 
However, I was delighted to learn that “ten billion 
marks” was actually 10 marks gold. 


American Money in Demand 


American money is in demand everywhere. I had 
English pounds and American dollars. They preferred 
the dollars. I found dollars were wanted and were 
taken for railroad tickets, meals and hotel bills in 
every country. In Germany they gave about eighteen 
marks for a pound and twenty-one marks for $5. 

Berlin is very expensive—higher than New York 
and three times as expensive as Paris at present. My 
very simple room with a bath cost 25 marks and a 
“city tax” of 25 per cent is added to your bill when 
you pay up. I ordered a very ordinary wine and found 
it so expensive that I fell back on good, old, dark 
Munich beer. 

Almost all foreigners have fled from Berlin since 
the gold mark came into being. I very seldom heard 
English spoken in our hotel. I fell on the neck of one 
American and found he was a department store buyer 
from Pittsburgh on his way to the Leipzig Fair. I 
thought of going too but could not secure hotel accom- 
modations. 

One day I started out to do a little shopping but after 
getting a few prices I decided to buy my German 
souvenirs in Paris. I found a cable to New York cost 
over 40 cents per word, so I decided my words were not 
worth that much. These high prices must eventually 
hurt German business, but every bill for what you buy 
is made out with its tax—a regular sales tax system. 

The head porter at the hotel also told me times were 
much better with the people. At least they can get 
food now. 

The masses of the people in Berlin look miserably 
poor. It is a town of old, well-worn clothes. Especially 
is the pinch of poverty shown in their patched and 
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worn-out shoes. The taxicabs are all in a rundown 
condition. “Still, now and then, one sees fine cars with 
gentlemen lolling on their cushions swathed in furs. 

I called at the American Embassy and had an inter- 
esting chat with Ambassador Houghton. He knew an 
old friend, Mr. Snyder, who made bicycles in northern 
New York and went to Congress as a “side line.” It 
seems General Allen’s book has caused all kinds of 
trouble with our allies as well as the Germans. 

One afternoon I went to the Horse Show and the 
best entries were the stallions from the stud farm in 
Hanover. They were driven in tandem. A man was 
riding one and guiding another with long reins and a 
long whip. - There must have been 2000 persons pres- 
ent and suddenly the band started the national anthem, 
“Deutschland Ueber Alles.’”’ The entire audience rose 
to their feet and sang the stirring anthem, it seemed 
to me, with unusual feeling. 


Germans Condemn Flag Incident 


The papers in Berlin were full of the German-Wil- 
son flag incident and a number of prominent Germans 
expressed their regret to me. They laid the blame 
not to the German Ambassador in the United States 
but to the foreign office in Berlin. They said it was 
just another example of their “square-headed diplo- 
macy !”’ One German lady, with tears in her eyes, ex- 
claimed: “Haven’t we Germans suffered enough from 
our stupid diplomats? It seems like the last drop of 
humiliation for this asinine thing to be done!” 

I walked quite a little around Berlin and it is surely 
a most impressive and dignified city architecturally. 
All these European capitals strike:us from New York 
as being very squat on account of their low buildings. 

The Germans work very late and also dine late. I 
was several times asked to dinner as late at 8.30 p. m. 
If they dine, that is the order of business for the whole 
evening. If they go to the opera or theater, they do 
not have formal dinners beforehand that night—a very 
good, common sense custom, I think. 

An engagement was made for me by telephone with 
the president (first direktor) of one of the leading 
Berlin banks. He set the time at 5.30 p. m. and it was 
6.30 p. m. when we finished. How would that strike 
an American banker? As I went out of the bank, I 
noticed many employees still at work. How would one 
feel in America to be shown into a bank president’s 
office by a flunkey in gold lace and silk stockings? 


He Didn’t Believe in Taxis 


Taxis are not used as much as in London, Paris and 
New York. Last night when I left, a porter took my 
baggage over his shoulder. It was lightly snowing. I 
looked around for a taxi. None was there. “Oh,” said 
the head porter, “it is only a ten minute walk; no taxi 
is necessary.” Imagine that in New York! 

My companion trudged along under his load with 
long, swinging strides. He wore a gray cap and a 
gray uniform. My “carry-all’’ looked like a knapsack 
on his back. I followed him step for step, thinking. 
Finally I could not help drawing up alongside and ask- 
ing if he had been in the war. “Ja! Ja!” was all he 
grunted as he strode on in the darkness, in the gray 
uniform, in the whirling snow. 

Again I came back to Paris through Germany, Hol- 
land, Belgium and France. Again I changed from my 
German gold marks to silver Dutch guilders and then 
Belgian and French francs. Again we went through 
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their selling problems reminds me of a story. 
Two farmers met at the corner store and had the 
following conversation: 


Tine Way some men behind retail counters view 


“IT hear you’ve sold your pig.” 

“Yes. Sold him yesterday.” 

“What'd ye get?” 

“Eight dollars.” ; 

“What'd it cost ye to raise him?” 

“Paid three dollars fer him as a shoat and five 
more for the feed.” 

“‘Didn’t make much, did ye?” 

“No—but I had the use of that hog all summer.” 

Selling isn’t a matter of chance. It is the definite 
result of certain things among which are knowledge 
and experience. Every time a would-be salesman at- 
tempts to make a sale he adds to his fund of experi- 
ence. He may have the use of those experiences “all 
summer,” but if he fails to profit by them he will 
never become a salesman. 


The majority of sales failures are due to the fact 
that salesmen do not analyze their selling attempts. 
When a customer fails to purchase, the salesman should 
carefully review everything connected with the attempt 
to sell him. Not alone the sales talk but the approach, 
the methods used, etc. He will usually find a definite 
reason for the customer’s refusal to buy. 


Here are ten common reasons why sales are not 
made: 


. Undue familiarity. 

. Untidy appearance. 

. Stumbling statements. 

. Indolent display of goods. 

. Inability to answer logical questions. 
Lack of courtesy. 

. Poorly handled demonstration. 

. Exaggerated statements. 

. Knocking competitive lines. 

. Hurrying the customer. 
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any kind of sale analysis we are all more or less 








Why the Customer “Refused bo Buy 


inclined to pay too much attention to the actual sales 
talk—the conversation between the salesman and the 
prospect. As a matter of fact there are many other 
things which have a bearing on results. For example, 
the words a salesman uses may be all right in them- 
selves, but his manner or his voice inflection may lead 
the customer to misinterpret what was said. The 
manner as well as the words may bring. about a feel- 
ing on the part of the customer that the salesman is 
unduly familiar, unfriendly, or perhaps discourteous. 


A stumbling or rambling talk may easily lead to loss 
of confidence, even though the salesman is really 
familiar with merits of the article he is trying to sell. 
An indolent or slovenly showing of the goods creates 
the impression that the salesman does not place a 
high value on the customer’s patronage, while inability 
to answer questions which would naturally arise con- 
cerning the merchandise makes the prospect doubtful 
as to the advisability of purchasing. 


Very often a salesman with an adequate knowledge 
of an article will block his sale through a poorly 
handled demonstration or a demonstration which 
means little to the prospective buyer. 


Exaggerated statements always weaken a sales ar- 
gument, and the knocking of a competitor or a com- 
petitive line often turns the customer against both the 
knocker and the article he wants to sell. 


Last, but not least, many salesmen fail because of 
a palpable effort to hurry the customer into a decision. 
It is perfectly all right to help him in making a choice, 
but no man likes to feel that he is being hustled along 
to make way for some one else. 


Keep these ten points in mind when you analyze 
your next failure to sell. Among them you may find 
the answer to your selling problem. 
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Portable Electric Vacuum 
Cleaner for Heavy Duty 


A new heavy duty portable electric 
vacuum cleaner, known as the Tuec 
Truck Cleaner, has been developed by 
the United Electric Co., Canton, Ohio. 
This cleaner is particularly adapted 
hotels, 


for such buildings as office 





buildings, hospitals and churches not 
equipped with stationary vacuum 
cleaner service, as well as for auxiliary 
service in buildings having such in- 
stallations. 

The construction and operation 01 
the cleaner are simple. A _ horizontal 
fan, revolving on a shaft driven by a 
% hp. Westinghouse motor, draws the 
refuse through the nozzle and into the 
separation chamber. In this chamber 
a metal screen of coarse mesh sepa- 
rates the heavy dirt and litter from 
the finer dust. The heavy dirt drops 
into an easily accessible dirt drawer 
at the bottom of the chamber, while 
the dust passes through the screen and 
out of the chamber into two dust bags 
mounted at the rear. The lower of 
these bags catches the heavier dust, 
while the upper one is filled with the 
lighter particles. The bags are open 
at one end only and are easily detach- 
able. 

The machine is mounted on two 30 
in. rubber tired disc wheels and may 
be operated in a 75 ft. radius from 
any electric connection. It is small, 
only 48 in. high, 30 in. wide, and 36 
in. long, so that it may be moved in 
narrow aisles and carried in elevators. 
The weight of the truck, without acces- 
sories, is 280 pounds. It is furnished 
with 25 ft. of light hose, a 42 in. alumi- 
num or steel handle, and five tools for 
use in cleaning carpets, hardwood 
floors, walls, draperies, upholstering, 
and clothes. 





Efficient Screen Door Hinge 
Added to Forsberg Line 


After months of experimenting, the 
Forsberg Mfg. Co., Bridgeport, Conn., 
has perfected a screen door hinge that 
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combines neatness with durability, and 
which is sturdy without being clumsy, 
and looks well on any door. The entire 
hinge is made of finest wrought steel 
and has a barrel-inclosed spring made 
with tested spring of correct gage. 
This hinge will give lasting satisfac- 
tion. The hinge is made in both loose 
pin and fast pin styles, and is packed 
ten sets to the box, ten boxes to the 
carton. 





Improved Fire Pot Added to 
Clayton & Lambert Line 


The Clayton & Lambert Mfg. Co., De- 
troit, Mich., has recently added to its 
line the No. 22 Improved Coil Fire Pot, 
which embodies a number of new fea- 
tures. The tank is made of heavy gage, 





seamless drawn steel, tinned inside and 

out, making it absolutely rustproof, fit- 

ted with cushion protection band at base 

of tank, a powerful pump, large funnel 
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and filler plug with dustproof cap, and 
all small fittings are brass. A unique 
feature is the three-piece coil cup, which 
fits into a grooved top plate, enabling 
the operator to remove the top section by 
unscrewing three brass nuts, exposing 
the burner and coil, as shown in the sec- 
tional view illustration. There are no 
coil cup lugs or small nuts to burn off. 
Three heavy uprights are secured to a 
steel plate welded to the top of the 
tank, making the fire pot extra strong 
and rigid. The makers claim that the 
No. 22 fire pot does the work quickly, 
is very economical in the consumption 
of fuel and is built for hard service. 
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Lever Punch Is Simple and 
Efficient 


A new lever punch, combining sim- 
plicity and efficiency, has recently been 
placed on the market by the W. A. 
Whitney Mfg. Co., 715 Park Avenue, 
Rockford, Ill. The tool is able to punch 
a %-in. hole through a %-in. plate. 


- PEL WHITNEY PUNCH NeQS 
AMADA LAL LLL ALL 


19am, 





Special features for this punch include: 
Easy punching, great depth of throat 
(2 in.), closer punching to corners of 
angle, channel and tee iron, easy and 
quick changing of punches, as all that 
has to be done is to unscrew, with 
fingers (no tools needed) one large 
knurled thumb-screw stud, then throw 
back the upper lever, when the hinged 
intermediate can be raised, into which 
the slotted heads of the punches can 
be inserted. 

The upper lever does not throw back 
to right angles with lower jaw, making 
it a valuable punch for skylight work. 

A side gage, with graduated mark- 
ings of fractional inches, varies the 
depth of holes from edge of metal being 
punched, and also holds to a uniform 
depth for rows of holes. 

Each punch when shipped is equipped 
with three sizes of punches and dies, 
also a key to turn in und adjust dies 
to proper height. 





Large Size Base Trimmer Has 
Exceptional Wearing Qualities 


The Bullock Mfg. Association, Spring- 
field, Mass., has recently placed on the 
market a new base trimmer which has 
a number of distinctive features. The 
bearing for the cutter is larger than 
any previously made, being % in. in 
diameter, and so constructed that the 
center screw does not come in contact 
with the wheel, thereby greatly increas- 
ing the wearing qualities of the tool. 
The cutter can be made to run loose 
or tight by simply turning the center 
screw. A very high quality of tempered 
steel is used in the manufacture of these 
cutters and an entire new process of 
sharpening has been devised. Made 
with knife edge or serrated edge. 


Metal Glass Mfg. Co. Sales 
Campaign 


The Metal Glass Mfg. Co., Marengo, 
Ill., is conducting an intensive sales 
campaign in Indiana in conjunction 
with hardware jobbers and retailers. 
Newspaper advertising is — used to 
augment sales activity in fifty-seven 
towns. 
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Super-Automatic Electric Ranges 
Should Appeal to Housewife 


In order to meet the growing demand 
for automatic heat and time controlled 
ranges, the Edison Electric Appliance 
Co., 5600 West Taylor Street, Chicago, 
Ill., has recently placed two new Hot- 











point electric ranges with super-auto- 
matic control on the market. 

The “R63” type has been fitted with 
the temperature and time control, and 
as a super-automatic it should prove in- 
creasingly popular. Also the “RS67” 
super-automatic type has been fur- 
nished in all white enamel with nickel 
trim, making a very fine appearance. 

It is furnished with either open or 
sheath wire units, the total consumption 
of current being 7.5 kw. The super- 
automatic type can be had in 25 or 60 
cycle. 





Efficient Toaster Is in Form 
of Miniature Oven 


A number of new features are em- 
bodied in the latest Universal oven 
toaster, made by Landers, Frary & 
Clark, New Britain, Conn. It is made 
in the form of a miniature oven, boxed 
in on all four sides to retain the heat, 
a distinct improvement over former 
types. Both sides and crust are toasted 
at the same time, evenly and as crisp 
as desired right at the table. The 
rack which holds the bread in position 
takes a large or small slice of bread 
and of any thickness. With this im- 
proved type of toaster there is no fear 
of burning the fingers in turning the 
toaster, as the bread rack is easily 
pulled out or slid back by a convenient 





HARDWARE AGE 


handle. Another feature of this new 
oven toaster is the way in which the 
toast crumbs are caught in the sliding 
rack, instead of falling on and soiling 
the table cloth. This rack may be 
emptied whenever necessary. The 
toaster is very easily cleaned. It is fine 
in appearance and very efficient in 
operation has a highly polished nickel 
finish and ebonized handles and feet, 
and is a handsome ornament on the 
table. It is furnished complete with 
cord and plug. 





Burglary Protection Afforded 
by Automatic Window Lock 


The Grand Automatic Lock, made by 
the Grand Specialties Co., 3103 W. 
Grand Avenue, Chicago, affords an 
efficient means of protecting the home 
or the protection against entry by 





thieves. The lock, which is shown in 
the accompanying illustration, is auto- 
matically thrown into position by clos- 
ing the window. The lock is equipped 
with a rubber faced lock lever which 
is claimed not to damage or mar 
windows. As may be seen from the 
accompanying illustration, a pin is 
placed on the jam which, as the window 
is closed, causes the lock to snap for- 
ward so that the corrugated rubber 
shoe on the locking lever firmly grips 
the window, thus preventing both the 
lower and upper halves from being 
opened until the lever is released from 
the inside. 
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New Steel Parallels—Hardened 


and Ground 


The L. S. Starrett Co., Athol, Mass., 
has made a recent addition to its line 
of precision tools in the shape of two 
sets of parallels a from a special 
steel, 


grade of tool hardened and 





ground. These sets consist of eight 
pairs of parallels which may be pur- 
chased in individual pairs and combina- 
tions of pairs by the mechanic, or com- 
plete for the tool room or machine shop. 
The dimensions are those which experi- 
ence has shown make the most practi- 
cal combinations. All are 6 in. long. 
Set No. 1 (Starrett hardened and 
ground tool steel parallels No. 384) is 
shown. 


Garden Barrow Is of Hardwood, 
Steel Braced 


The Defiance Garden Barrow, made 
by The Defiance Box Co., Defiance, 
Ohio, is of seasoned hardwood, planed 
and smoothly finished and steel braced. 
The handles of the wheelbarrow are 60 
in. in length, and the bed 27 in. long, 
23%, in. wide at the handles, and 
18% in. wide at the wheel. The depth 
is 11 in. The barrow is equipped with 
a steel wheel, 18 in. in diameter, the 
hub length being 15 in. The barrow is 
attractively striped and varnished, and 
the shipping weight is 550 lbs. per 
dozen. 

Other types of wheelbarrows made 
by this company include the Duplex 
Garden Barrow, which has the same 
specifications as the Defiance Garden 
Barrow, except that it is made with 
hardwood braces and 6% in. hub, and 
the Defiance Dump Barrow, which is 
intended for use of railroad and road 
contractors and other heavy service. 
The Defiance No. 1 Barrow, also made 
by this company has a tray made of one 
piece of 16 gage pressed steel with 
steel rods all around the end, with a 
hardwood frame, and the Victor Dump 
Barrow, which has a three-piece bent 
tray of hardwood. 
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Hardware Trade Is Strong for Price 
Protection Legislation 


Survey Shows Big Margin for Action by Congress—Supreme 
Court Rebukes Federal Trade Commission for 
Going on “Fishing Expeditions” 


(WASHINGTON, D. C., March 24, 1924) 
HE notable increase of interest 
in the price protection issue re- 
cently manifested by wholesale 

and retail merchants is clearly re- 
flected in a survey of the hardware 
trade just completed for the American 
Fair Trade League. The figures are 
exceedingly interesting and have al- 
ready been brought to the attention of 
the House Committee on Interstate and 
Foreign Commerce, before which the 
Kelly, Merritt, Wyant and Williams 
bills are now pending. 

The hardware trade survey demon- 
strates beyond question that the prin- 
ciple of price standardization is fa- 
vored by a large majority of the job- 
bers and retailers of the country. Ad- 
vocates of price protection have long 
believed this to be the case, but the sta- 
tistics as presented leave nu room for 


doubt. 


Jobbers Want Price Protection 


The survey covers a cross section 
of the hardware trade, representing 
152 cities and towns in thirty-one 
States. Jobbers in these places ques- 
tioned as to their feeling toward “the 
manufacturers’ attempting to maintain 
jobbers’ resale prices,’ answered as fol- 
lows: Favorable, 81.8 per cent; op- 
posed, 9.1 per cent; doubt feasibility, 
5.2 per cent; neutral, 3.9 per cent. 

The same jobbers gave their attitude 
toward “the manufacturers’ attempting 
to maintain retailers’ retail resale price 
generally” as follows: Favorable, 
66.7 per cent; opposed, 12.0 per cent; 
doubt feasibility, 10.7 per cent; neutral, 
10.6 per cent. 

Retail dealers, including some who 
sold furniture and general merchandise 
as well as hardware, answered the ques- 
tion whether they “would lke to see 
retail price on such merchandise main- 
tained by the manufacturer if legally 
possible to do so” as follows: Favor- 
able, 59.0 per cent; neutral, 21.2 per 
cent; opposed, 16.4 per cent; doubt 
feasibility, 3.4 per cent. 

Secretary Edmond A. Whittier of the 
American Fair Trade League, who has 
spent several days in Washington in 
the interest of price protection legisla- 
tion, states that as fast as these sur- 
veys, which are being conducted 


through various organizations and pub- 


By W. L. CROUNSE 


lications are completed, the results will 
be sent to Washington for the informa- 
tion of the House committee. It is ex- 
pected that these surveys will have been 
completed by the time the committee 
takes the measures up for considera- 
tion. 


Delay in Committee Is Explained 


Advocates in Congress of price pro- 
tection legislation are fully alive to the 
fact that the delay on the part of the 
House Committee on Interstate and 
Foreign Commerce in giving consid- 
eration to the pending bills is discour- 
aging to many of the enthusiastic cham- 
pions of these measures. Scores of 
letters have been received by members 
of the House during the past month, 
calling attention to the fact that the 
House committee thus far has not re- 
deemed the pledge given by Chairman 
Winslow in the closing days of the last 
session to call up the price protection 
bills for hearings “early in the new 
Congress.” 

In this connection I am permitted to 
quote from a letter written by a promi- 
nent member of the House, who per- 
sonally favors this legislation, but who 
has explained to an inquiring constit- 
uent the exact situation in Washington 
and pointed out why Chairman, Winslow 
has not thus far been able to make good 
his promise. In view of the frank com- 
ment made by this Congressman on 
certain of his colleagues, I do not feel 
at liberty to print his name, but I am 
justified in stating that he is not only a 
prominent member of the majority in 
the House, but is in position to reflect 
the views of Chairman Winslow and the 
other leaders of the House committee. 
This letter is in part as follows: 


Hold Up Due to Insurgents 


“T have your letter regarding the 
rrice maintenance bills. Like the aver- 
age member of the House, I am always 
glad to hear from my constituents and to 
support the measures they are inter- 
ested in, if I can possibly do so. In 
this case I am pleased to assist you, as 
I am strongly in favor of the legisla- 
tion to which you refer. 

“T have talked with Chairman Win- 
slow of the Committee on Interstate 
and Foreign Commerce, and I think I 
understand your feeling with regard to 


the delay in the hearings on these bills 
and can give you the explanation. It 
applies to practically all general legis- 
lation not of an emergency character 
outside the annual appropriation bills. 

“The average citizen probably thinks 
that Congress is under the control of 
one of the great political parties all 
the time, and that the party in power 
is, therefore, responsible for the cur- 
rent legislative program. This used to 
be the case, but it is the case no longer. 

“At the present session we have a 
new factor to deal with; namely, a third 
party, calling themselves ‘insurgents,’ 
who number fifteen or twenty members, 
who hold the balance of power in the 
House and who vote first with one of 
the big parties and then with the other. 
In the present session the insurgents 
have voted more frequently with the 
minority party, and their most impor- 
tant exploit has been to prevent the 
passage of the Mellon tax reduction 
bill and to substitute for it a hybrid 
measure that would produce a large 
deficit in the Treasury, should it be- 
come a law. 


Winslow Is Playing Fair 


“T am sure that Chairman Winslow 
was acting in good faith when he gave 
assurances last summer that he would 
put the price maintenance measure near 
the top of the committee program for 
hearings. He meant to have these hear- 
ings held early in the present session. 
He also expected that the committee 
would order other hearings, notably on 
railroad legislation recommended by the 
President in his annual message and on 
the problems of the coal industry. 

“The situation in the House, how- 
ever, has completely upset all calcula- 
tions. The administration apparently 
has come to doubt the expediency of 
urging railroad legislation at this time, 
but has not definitely abandoned the 
idea. The same thing is true as to coal 
legislation. And yet if anything is to 
be done about these matters, the House 
Committee on Interstate and Foreign 
Commerce will be the agency to start 
the wheels in motion, and it must be 
kept in readiness for prompt action. 

“So far as the price maintenance 
bills are concerned the majority lead- 





(Continued on page 86) 
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Some Important Do’s and Don’ts 
for the Show-Card Writer 


Chapter II of the Single-Stroke, Egyptian Alphabet 


CAREFUL study of the. Egyp- 
tian letters H,],J,K, L, M,N, 
shown herewith, demonstrates 
that but few strokes are necessary 
to form true, legible letters. Each 
letter is built up by the fewest single 
strokes possible, and the student 
should be careful to follow the direc- 
tion the arrows point, removing the 
brush each time where a break in the 
letter occurs. 

The beginner should understand 
that speed in lettering only comes 
through confidence and diligent prac- 
tice, but one thing is certain that 
the more show-cards you write the 
quicker and better yuu will produce 
them. All beginners’ first attempts 
at lettering are almost sure to be a 
little trying and awkward. Hold the 
brush as you would a pencil, being 
careful not to grasp the handle too 
tightly. If the beginner finds that 


‘ his hand shakes too much to draw 


a straight line, try elevating the palm 
of the hand by resting it on a block 
of wood or small book about 1 in. 
in thickness. 

The writer advises whenever pos- 
sible that the beginner work on a 
slight incline, as this will give you 
a better perspective on your work, 
An angle of about 45 deg. is consid- 
ered the proper slant. The body 


By JOSEPH BERTRAM JOWITT 


should be kept in a natural position, 
sitting almost upright. Do not at 
any time acquire the habit of leaning 
over your work, for you will soon 
tire of practicing if your body is in 
an uncomfortable position. Also re- 
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member that if you grip the brush 
handle too tightly your hand is apt 
to shake and become cramped. The 
thumb and first two fingers should 
be kept well down on the brush han- 
dle, almost touching the metal fer- 
rule. If you grasp the brush handle 
near the top you will not be able to 
control the curved or sweeping 
strokes. * 

All strokes are made from left to 
right, starting at the top guide line. 
First the left stroke, then the right, 
then the center or cross strokes. All 
downward strokes ‘should stop when 
the brush is about to touch the bot- 
tom guide line. The stroke is then 
finished or evened off by turning the 
brush sideways. Do not turn the 
hand or arm, but turn the handle of 
brush between the fingers. The 
brush is handled in the same way in 
making all curved or circular strokes. 

One of the main difficulties experi- 
enced by most beginners is just how 
to charge the brush with ink. In 
erder to work well show card ink 
should be about the consistency of 
heavy cream. If it is any thinner 
or if it is too thick the brush will 
not hold a regular flat edge. 

Here is a formula for making 
water color show-card ink: Bleached 
gum shellac, 2 oz.; borax crystals, 1 
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Two excellent examples of the way in which illustrations lend life to show-cards 


0z.; water, 16 oz. Powder the shellac 
and borax and place in an enameled 
iron pot over a fire until it boils. 
When it begins to foam remove from 
the fire and allow it to cool, The 
boiling should be repeated if the 
shellac is not thoroughly dissolved. 
When cool strain through cheese 
cloth. For a glossy ink add a little 
yellow dextrin; about 3 oz. to a pint 
of ink. 

While the knack of writing legible 
show-cards is within the reach of the 
average intelligent man, the beginner 
cannot reasonably expect to master 
this important business aid in three 
or four attempts. The writer knows 
through personal contact with stu- 
dents that some learn far more 
readily than others. This is not on 
account of their having any inborn 
artistic ability, but due to their fore- 
sight and willingness to persist in 
practicing. With this point in view 
the lessons in HARDWARE AGE are de- 
signed to help those who are least 
qualified to learn from printed in- 
structions. Anything that comes too 
easy in life is, as a rule, not worth 
much. We all know that there is no 
royal road to success, and success in 
show-card writing lies in the secret 
of persistent practice, the proper 
tools, and instruction and alphabets. 
The show windows are the very eyes 
of the store. The most valuable 
asset to the merchant, and there is 
always some one who has the job of 


trimming and dressing the windows, 
and any fellow who has the ability 
to successfully display merchandise 
has the ability to learn show-card 
writing also. 
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The following ten DON’TS are 
worth remembering: 
Don’t..Have your colors too thin 
when working with the 
brush; otherwise the brush 





will not hold its flat shape. 

Don’t..Attempt to do any lettering, 
even practicing, without first 
drawing the top and bottom 
guide lines the height you 
wish your lettering to be. 

.Forget to practice, making 
free-hand circles, which is 
the best exercise with the 
brush. 

.Forget to draw a center line 
through your card before you 
begin to lay out the letters. 

.Allow, if possible, the color 
to dry hard over night in 
your brushes. Rinse them 
after using in clean water, 
pressing out the hairs to dry 
in a flat position. 

.Forget to keep your fingers 
well down on the handle of 
brush. This will prevent the 
hand from shaking and give 
you a better purchase. 

.Bend way over on your work. 
Keep the body erect. You will 
get a much better perspec- 
tive. 

.Try to use the same ink for 
the brush and pen; keep a 
separate bottle for each. Thin 
pen ink with water only. 

.Crowd too many words on 
one card. Boil it down. 

. Forget to write your troubles 
to this department. The 
writer will be glad to answer 
any questions by return mail. 


Don't. 


Don't. 


Don’t. 


Don't. 


Don’t. 


Don't. 


Don't. 


Don't. 


Get Your Two Cents’ Worth Out of Every Stamp 


O you realize that you seldom 
get 2 cents’ worth out of a 
postage stamp? Almost always 
there is an unused margin between 
the weight of the letter or bill you 
send out and the ounce of mail to 
which your 2-cent postage stamp en- 
titles you! 
Without adding to the mailing 


cost, you could make each 2-cent 
stamp carry a message to your cus- 
tomer or prospect—a sales message! 
A small folder, booklet, circular or 
other piece of direct mail sales lit- 
erature would make a 2-cent stamp 
worth 2 cents to you. 

Enclosed with your bills, an inter- 
esting description of the goods or 


service you offer would sort of “take 
the curse off” the request for money. 
The inclosure would make the bill an 
incident rather than the object of the 
message. 

In other words, you can make 
every 2-cent stamp you use a sales- 
man. Now, there’s an idea for you!— 
The Idea. 
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General Market News 





Orders Numerous but Small— 
Collections Normal—Trade 


Watching Trends 


No major price changes were made 
during the past week. Spring business 
is said to be developing at a satisfac- 
tory pace in the hardware markets 
throughout the country, but an indefi- 
nable element of uncertainty is begin- 
ning to be manifested in the attitude of 
buyers. 

Orders for the most part are numer- 
ous, but they are confined to small 
quantities. On the other hand the 
amount of construction work under way 
is daily increasing the demands for al] 





kinds of hardware products, particu- 
larly builders’ hardware and tools. 

Reports from most of the industrial 
centers indicate that collections are nor- 
mal, and that retail sales are satisfac- 
tory for this time of the year. Retail 
sales in suburban sections are some- 
what slower, but it is anticipated that 
they will materially increase with 
warmer weather. 

Some manufacturers of galvanized 
ware are reported to have issued new 
lists showing an approximate advance 
of 10 per cent. 





Hardware Trade Favors 
Established Retail 
Prices 


While the department stores and oth- 
er retailers have taken a strong stand 
against established retail prices, the 
American Fair Trade League has found 
a favorable sentiment for resale legis- 
lation in the hardware trade. Jobbers 
were questioned in 152 cities located in 
thirty-one States and 81.8 per cent fa- 
vored price maintenance of their quota- 
tions by manufacturers, 9.1 per cent 
were opposed, 5.2 per cent doubted the 
feasibility of such standardization and 
3.9 per cent voted neutral. From the 
standpoint of the manufacturer guaran- 
teeing the retail price the percentages 
recorded were respectively 66.7, 12, 10.7 
and 10.6. Put up to retail dealers, 59 
per cent approved and 21.2 per cent op- 
posed these fixed prices. Surveys of all 
lines will be made by the league and 
the results placed before Congress. 





Pittsburgh Lacks Confidence 


in Future 


The Pittsburgh market was devoid of 
any important changes in prices, either 
on the heavy steel items or on hardware 
goods during the past week. The trade 
here believes an advance on builders’ 
hardware may come before long if the 
_ present heavy demand lasts. On some 
of the heavier steel products, prices are 
softer, and concessions are more easily 
obtainable than for some time. Lack of 
confidence in the future is decidedly 
more pronounced. 





Prices Climb Again 
in Boston Market 


Although not numerous price changes 
the past week in Boston were more 
important. And most of the important 





ones are on the up-side. One of the 
leading makers of galvanized ware has 
lifted prices 10 per cent; chamois has 
advanced as much; dry lime sulphur 
has gone up %c. a pound, and slight 
advances are noted in Raybestos brake 
lining and some sizes of dry arsenate 
of lead. Higher prices on paint brushes 
are indicated within the near future. 
Some jobbers reduced prices on turn- 
buckles, some reductions as much as 20 
per cent. 


Galvanized Ware 
Advanced in Cincinnati 


ew price changes were made in Cin- 
cinnati during the past two weeks. 
Prices of builders’ hardware are being 
revised somewhat, some items up, oth- 
ers down; cheaper grades of roofing 
papers have been reduced, and cement 
coated nails have also gone off about 
15e. per keg. Galvanized ware has 
been advanced from 5 to 10 per cent. 


Chicago Confident Spring 
Will Be Active 


The market is without activity with 
respect to prices. The only noteworthy 
changes were an increase of about 10 
per cent on butts and hinges which was 
announced last week, and a decline of 
A cents per gal. on linseed oil and 1 cent 
on turpentine. 

Broadly speaking, the general mar- 
ket is characterized by a more con- 
sistent stability. The tone of the pres- 
ent situation is essentially good, and 
both jobbers and retailers are con- 
servatively confident that the spring 
will be a good season for the hardware 
trade in and around this territory. 
Building activity is continuing without 
abatement. 








Dept. Stores Organize 
to Develop Their Own 


Private Brands 


A plan through which. a number of 
large retail department stores in the 
country which develop and market spe- 
cial types of merchandise, under their 
own trade mark, is being developed by 
the Merchandise and Research Bureau, 
276 Fifth Avenue, ‘New York City. A 
company has been organized for this 

purpose with R. Hudson of the 
O’Neill Co., Baltimore, Md., as presi- 
dent. 

According to a formal statement 
issued to the press by Mr. Hudson, the 
group which he heads will engage in the 
buying and selling of merchandise on a 
large scale. Special types of merchan- 
dise will be developed and sold under 
the corporation’s trade marks and trade 
names, and these, it is said, will be ad- 
vertised directly to the consuming pub- 
lic. By the working out of this plan 
it is anticipated that extensive econo- 
mies and increased efficiency will result. 
Stores outside the present group will 
be invited to participate, but the fran- 
chise will be confined to one represen- 
tative store in each large city. 

“This decision of the merchants to 
market their own brands of merchan- 
dise,” writes ‘C. F. Hughes of the New 
York World, “marks a very important 
step in retail operation, coming as it 
does when many leading retailers are 
agitating against price and brand con- 
trol by manufacturers. They have in- 
sisted that further development of 
trade marked lines would leave them in 
the position of being merely agents of 
the manufacturers, with greatly cur- 
tailed control over prices.” 


Twin Cities Sales Good 
but Small in Volume 


Market conditions as relates to price 
changes continue quiet, and there have 
been no price changes of note during 
the past week. 

Very few, if any, price changes of 
note are expected during the next few 
weeks. Sales are good, but dealers are 
not buying in large quantities. 








Sales Small but Numerous 


in New York 


No important price changes were 
made effective during the past week in 
the New York market. Sash cord 
prices, however, have softened, and 
some jobbers are quoting a reduction 
of 2 cents per lb. on a good grade cord. 
Prices on sash cord vary according to 
grade and local market conditions. 
Solder was advanced about 1 cent 
per lb. 

Sales are good but most of the job- 
bers say that orders are small although 
numerous. Warmer weather is needed 
for the stimulation of seasonal spring 
merchandise. 
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Chicago Expecting Heavy Demand with 
Advent of Spring Weather—Prices Firm 


(Chicago office of HARDWARE AGE) 

HE situation, briefly, in this territory is as follows: 
Future requirements were as heavy, and in many 
eases heavier than last year, and this merchandise 

has all been shipped. Weather conditions, coupled with 
heavy snow and bad roads, have retarded early spring 
activity and subsequent heavy demand for hardware. 
Trade is slow in the majority of agricultural sections 
around this center. City business is holding up fairly 
well, but these retailers have also complained about the 
quiet demand. Here again the weather has been the in- 


fluencing factor. 


On the other hand, the price situation is very stable. 
A year ago there was a feeling in the air that higher 
prices would be asked and consequently future orders were 
placed in large numbers as a protective measure. There 


higher prices next season and for that reason it is felt 
that future orders are not receiving as careful attention 
as last year. Also because the price situation is very 
stable, it has been felt that some of the quiet business at 
this time is due to the fact that merchants are not worried 
about immediate advances and are not rushing to cover 
their requirements before the merchandise, to a large ex- 
tent, is actually needed. 

Wholesalers’ stocks are built up to a point where they 
can take care of a very heavy spring business without 
trouble and every indication points to this very heavy de- 


mand once the season actually opens up and the retail 


business. 


seems to be nothing in the present market to indicate year. 


AMMUNITION AND FIREARMS.— 
Future orders have been receiving good 
attention and the volume is said to be 
heavy. 


AUTOMOBILE ACCESSORIES.—The 
demand upon the wholesaler has not 
improved any more than the demand 
upon the retailer and until the weather 
conditions are generally better business 
is not expected to show any marked 
gains. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark ep gr eke 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. 
C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280 
$6.50 each; Stewart, $5.67 each. 

Horns—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, 
$2.50 each; in lots of 10, $2.25 each; 
Simplex, No. 36, $1.80 each; Ajax, 
No. 6, 90c. each; National Standard, 
No. 21, $1.20 each. 

Pumps.—Rose 1% -in. cylinder, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid fabric, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 


AXES.—Fall orders are commencing to 
arrive but not in very active volume. 
The fall prices, recently announced, are 
the same as those ruling during the 
past fall and winter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality sin aa 
bitted unhandled axes, 3 to 4-lb 
doz. base: double bitted, $19 Pig 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single  bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 

BASEBALL GOODS.—Considerable in- 
terest is being reflected in the orders 
sent to this center for baseball goods 
preparatory to the National Baseball 


Week April 4 to 14. 


BICYCLES.—Weather conditions are 
holding back the usual spring activity, 
although indications point to an active 
season once it starts. 


BOLTS AND NUTS.—Sales reported 
normal with no unusual indications 
either way. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 per 
cent discount; machine bolts, cut 
thread, 50-10 per cent discount; small 
machine bolts, rolled thread, 60 per 
cent discount; all stove bolts, 70-10 
per cent discount; lag screws, 60 per 
cent discount. 


BUILDERS’ HARDWARE.—tThis line 
is one of the most active at the present 
time. The recent advances announced 
in this territory have been sent to the 
trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $3.66 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $4.92 per 
doz. pair; heavy steel bevel inside 
sets, case lots, $7.80 doz.; steel bit- 
keyed, front door sets, $1.90 per set; 
by brass bit keyed front door 
sets, $3.25 per set; cylinder front door 
sets, $7.50 per set. 


CHAIN.—No change in prices since 
last January; demand continues to be 
very good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.25 per 100 Ib.; American coil 
chain, 40-10 per cent off list; No. 00 
4% electric welded cow ties, $2.75 
per doz. 


COPPER RIVETS AND BURRS.— 
There have been no price changes since 
the first of the month. The demand, 
which has continued for. some months, 
is unusually heavy. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


CLIPPING AND SHEARING MA- 
CHINES.—tThe season is rapidly near- 
ing an end. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Stewart No. 1, clip- 
ping machine, $12.75 list: one man 
power shearing machine, $21 list; top 
plates No. 90 and 360, $1.25 each list; 
bottom plates, No. 99 and 361, $1.75 
each list; dealer’s discount, 3314 per 
cent.— Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine $90 list; dealer’s dis- 
count, 25 per cent. 


DOOR SPRINGS.—Demand fair; prices 
holding steady. 


hardware dealer, particularly in the country, can do some 


Building has not slackened in this section and the orders 
for builders’ hardware are heavier than they were last 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 365c. 
doz; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.; No. 6, 63c. 
doz.; No. 7, 70c. doz.; Reliance, light, 
1.80 doz.; medium, $2. “ werk » eam 
3.75 doz.; Torrey’s, $3.6 

ELECTRICAL MERCHANDISE.— 
Some manufacturers have advanced the 
price of wire during the week, but it 
has not been made general as yet. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7. 60 er 1000 ft.; in 1000-ft. 

. a o. 18 lamp cord, $15 per 

00-ft.; in 1000-ft. lots, $13.75; 1% ~-in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; Dry cells, 
boxes of 50, 30%c. each; less than 
case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Prices continue attractively low; good 
business reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or. black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib. 


FIELD FENCE.—Sales still being held 
back somewhat due to the backward- 
ness of the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% 
per cent discount from lists. 


FILES.—New prices have not hurt the 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; ‘Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—This line is open- 
ing up very well and the demand thus 
far has caused jobbers to predict short- 
ages in certain items before long. 


FOOD CHOPPERS.—Good demand is 
expected to continue for some time. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, a 
versal No. 0, $15 per doz.; No. 
$18.20 per doz.; No. $22.25 per Wy. 
No. 3, $28.35. per ohne Enterprise 
No. 501, $16.65 per doz.; No. 602, 
$20.80 per doz.; No. 703, $27 per doz. 


GALVANIZED AND TIN WARE.— 
Jobbers’ cut prices more firm on the 
competitive galvanized tubs and pails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition, galvan- 
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ized after made, water pails, 8-qt. 
1.85 doz.; 10-qt:. $2.10 doz.; 12-qt., 
2.30 doz.; - 14- -qt., $2. -" oS a galvan- 
4 wash coos, Ne: doz.; No. 2, 
$6.75 doz.; ; toes .; 2-gal. gal- 
vanized hioosate” *. (tin breast), 
$4.25 doz.; 5-gal., 28-gage, soldered, 
not cemented seam, galvanized 
breast, $6.85 doz. 


GARDEN HOSE.—Outlook for spring 
business very good; prices were slight- 


ly readjusted during the week as 
quoted below. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Good quality, molded 
age 14-in., 10% cents per ft.; %-in., 
12 c. per ft.; %-in., 13 c. per ft.; 3- 
= ng aad quality, wrapped, -in., 
10c. per ft.; %-in., 12c. per ft.; 
good quality, wrapped, 14- th 12c. 
per ft.; -in., 14 cents per ft.; 5- 
ply, good quality, wrapped, 4 in., 
9c. per ft.; %4-in., 11 cents per ft. 


GLASS AND PUTTY.—Demand ex- 
pected to continue light until more fav- 
orable weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Single strength A and 
B, up to 40-in., 85 per cent discount; 
over 40-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial put- 
ty, 100-lb. kits, $3.20; glazier’s points, 
eg 1, 2, and 3, one doz. packages, 

c. 


HATCHETS.—Sales continue in sea- 
sonal volume; dealers considering pres- 
ent prices favorably. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, "$ 5 doz.; 
ooenere to yy shingling hatch- 
ets, No. s. 


HANDLED HAMMERS. — Sales _re- 
ported as normal; prices attractive at 
present reduced schedules. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% , ving quality 
nail hammers, $12 = 12-02. 
ball pein, $8.80 per S.° ‘competitive 
forged nail hammers, $5. 60 per doz.; 
cast steel hammers, $4 .per doz. - 


HANDLES, TOOL.—Sales reported ac- 
tive; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 


white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handles.— 
Ne. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL. — Ac- 
tivity noted in these lines; sales said to 
be as heavy as last year. 


We quote from jobbers’ 
f.o.b. Chicago: 

Ha Fork WHandles.—Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5- ft. $5.50 doz.; XX 
41%4-ft., $4 doz.; 5-f $4.80 doz.; x 
416-ft., i 40 doz.: 5 ft., $2.80 doz. 

Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, fer- 
rule and cap, 4%-ft., $7.50 doz.; 5-ft., 
$8.50 doz.; XX bent, with strap, fer- 
rule and cap, 4-ft., $5.50 doz.; 414-ft., 
$5.75 doz.; XX bent, 4%- tt, $4.50 
doz.; 5-ft., $5.50 doz.; Xx bent, 4%-ft., 
$3 doz.; 5-ft., $3.40 doz 

Manure Fork aed —Bent, best 


stocks, 


grade, 4-ft., $4.75 doz.; 4%4-ft., $5.10 
doz.; bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 


Garden Hoe Handies.—XX 41-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handles.—XxX 5'-ft., 
$5.25 doz.; X 5%4-ft., $3.25 doz. 

gine Handles.—Regular pattern, 
XX 41%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D- handle, peut grade, $7.95 doz.; 
xX grade, $6 d 

Spade endias. — D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES. — Local houses have an- 
nounced increased prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 


HARDWARE AGE 


in bundles, 4-in., Ot 5-in., $1.74; 
6-in., 8-in., $3.54; 10-in., $5.43 
per doz. bank Hn Extra heavy T hinges, 
in bundles, 4-in., 1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.Sales have 
not improved greatly but the sales are 
expected to be heavier when the season 
opens. 


We quote from jobbers’ stocks, 
a os Se int go: ite Mountain, 1- 
26 "5 list; 4- a i 
list; 8-qt. $13.50 list; 10-qt. 


Arctic 1-qt., $4 lis 

3- =<. $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8. 60. list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


INCUBATORS.—There is no decrease 
in the phenomenal demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount; insulated chicken waterers, 
$3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Prospects are good for 
the spring season. 


We quote from _ jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, l1l-in. wheels, $13.75 each; 
16-in. ball be 4-knife, 10%-in. 

; 16-in. plain 
%-in. wheels, 
$9.50 each; . ball bearing, 4- 
mice 9-in. wheels, $9.50 each; 
plain bearing, 4-knife, 9-in. 
wieele $8.10 each; 16-in. ball bear- 
ing, 4-knife, 8-in. wheels, $8.60 each; 
16-in. plain bearing, 3-knife, 8-in. 
wheels, $6.40 each. 

Grass Catchers.—Galvanized  bot- 
tom for 14 to 16 inch mowers, full 
packages, $8.80 doz.; galvanized bot- 
toms for 18 to 21 inch mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21 inch mowers, 
$7.60 doz.; plain bottom, canvas, for 
12 to 16 inch mowers, $5.90 doz. 


NAILS.—There have been no new price 
developments. Sales seem to be im- 
proving but dealers feel there will not 
be an active demand in the country un- 
til the roads improve. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer; $2.50 for shorter than 
1-in. 


OIL STOVES.—Interest said to be good 
but a little slow, due principally to the 
weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2- ‘burner, $36 each list; 
3- burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Sales are said 
to be very good at this time. Linseed 
oil declined 4 cents per gal.; turpentine 
1 cent per gal. 


We quote from jobbers’ 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, $1.06 


stocks, 


stocks, 


per gal.; 5-barrel lots, $1.01 per gal. 
Linseed Oil.—Boiled, barrel lots, 
$1.08 per gal.; 5-barrel lots, 3 


per gal. 
Turpentine.—Barrel lots, $1.13 per 


gal. 

ree Alcohol.—Barrel lots, 55 
cents per g 

White cen —100-Ib. kegs, $15 per 
keg; 50-Ilb. kegs, $7.75 per keg: 25- 
Ib. kegs, $3.95 per keg; 121%4-lIb. kegs, 
2.05 per keg. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac .—(4-Ib. goods) white, $3.50 
per gal.; orange, $3.25 per gal. 
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English Venetian Red. —_ barrels, 
$3.50 to $6.75 per 100 Ibs 


RADIO.—Sales retarded by shortage of 
tubes; demand continues very good. 


PYREX WARE.—This line is showing 
good business for spring. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. —Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

. 193, $12 doz.; 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.;: No. 209, $7.20 doz. 
$20 doz.; 4-cup, 


$24 doz.; 6-cup, $28 doz. 
ye gow ——No. 231, $8 doz.; No. 


stocks, 


232 
REFRIGERATORS.—tThe situation has 
not been improved. Late orders are 
liable to disappointment. 


ROLLER SKATES.—Spring business 
opening up very nicely. While no price 
changes are in sight at the present time 
there has been no definite promise of 
any guarantees. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys’ ball 
bearing $1.45 pair; Girls’ ball bearing, 


$1.55 pair. Union boys’ ball age 
$1. ae pair; girls’ ball bearing, $1.6 
pair. 


ROOFING AND PAPER.—Prices are 
very firm after recent advances except 
for occasional “leaders” on unguaran- 
teed factory grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.35 per sane: 
medium tale surfaced, $1.6 per 
square; light tale surfaced, $1. o6 per 
>. gg red rosin sheathing, $70 per 
on. 


ROPE.—While the Mexican situation 
has slowed up the supply of sisal there 
are frequent reports of shipments get- 
ting through. The market, however, 
continues very strong. 


SASH CORD.—Business good; prices 
holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 


SASH PULLEYS.—Satisfactory vol- 
ume of business reported. 


We qvfote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels 54c. doz.; Common 
sense, 2-in., 60c. doz.: barrels, 54c. 
y sy No. 105, 52c. doz.; barrels, 48c. 
OZ. 


SCREEN DOORS.—Future shipments, 
which have already Been made, were 
considered very good and favorable 
spring weather will bring out a heavy 
current demand. Prospects are bright. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Screen doors, No. 6, 
2-8 x 6-8, $23.15 doz.; No. 296 
$28.20 doz.; No. 1, 2-8 x 
$33. 20 doz.; No. ‘ 
doz.; Window omeene, ee 1833, $5. 30 
doz. : No. 2433, $6.50 d 
SCREWS.—Stocks still. in good shape; 
demand healthy. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list, 


STEEL GOODS.—Spring season open- 
ing up well; current demand expected 
to be big. 


SOLDER AND BABBITT METAL.— 
Prices holding firm at last week’s level. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Waranted, 50-50 
solder, $36 per 100 Ib.; medium, 45- 
55 solder, $35 per 100 Ib.; tinners, 
40-60 solder, $34 per 100 ‘lb.: high 
speed babbitt metal, $25 per 100 Ib.; 
Standard No. 4, babbitt metal, $14 
per 100 Ib. 


STEEL SHEETS.—Demand fair; prices 
still quoted for shipment up to July 1 
without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


WHEELBARROWS.— Sales will de- 


pend upon the way the season opens. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
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barrows, $5.50 anen steel leg garden 
barrows, $6 eac 


WIRE GOODS.—Poultry netting and 
wire cloth are beginning to move in 
good volume on current orders. The 
sales of barb wire and staples have im- 
proved but the actual demand will be 
determined by conditions in the rural 
sections as the season opens up. 


We quote from jobbers’ - stocks, 
f.o.b. Chicago: No. lack annealed 
wire, $3.70 per 100 Ilb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool: 
No. 9 galvanized, plain wire, $4. 15 
per 100 Ib.; olished fence staples, 
$4.25 per 100 1 catch weight spools 
painted barb wire, $4.30 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
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100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 84. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft.; in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES. — Situation unchanged 
and oe: 


quote from jobbers’ stocks, 
oun Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 

Snap-on Wrenches.—No. 101 Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty § set, $8: No. 404, Universal 
Socket set, $7; No. 505B Screw 
Driver set, $3.40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


Spring Merchandise Beginning to Move 


in Cincinnati—Prices Unchanged 


(Cincinnati office of HARDWARE AGE) 
USINESS has been somewhat below expectations so 
B far this month, but with a few days of good weather 
it is expected considerable improvement will be 
seen. The weather has certainly not been favorable to 
the hardware trade. It is noted, however, that dealers 


report business opening up nicely, and sales during the sales. 


past week or two have expanded considerably. 

The price situation shows little change. 
facturer of roofing paper has announced a reduction 
amounting to 16 per cent on the cheaper grades, but no 
Prices of builders’ 
hardware are undergoing revisions, following similar re- 


changes on the higher priced items. 


AUTOMOBILE ACCESSORIES.— 
Chief interest centers in the number of 
dealers stocking radio supplies. Ac- 
cessories are moving very well, and 
will get a tremendous impulse with a 
few days of finer weather. Prices are 
firm, and generally unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Spark Plugs.—Champion X, 45c. 
each; in lots of 100, 43c. each. 

Spotlights. —Delta, No. 20, $2.75 
each: in lots of 12, ‘$2. 60 each; Delta, 
No. 24, $2.10 each: in lots of 12, $2 
each; Delta, No. 25, $2.70 each: in 
lots of 12, $2.60 each. 

Fenders.—Ford complete set, one 
set to crate, $7.60 set; five sets to 
gat $7.35 set; commercial fenders, 

5 

Shoei ‘Absorbers. —H. & D. shock 
absorbers, $4.00 per set. 

Milwaukee Timers.—Less than 10, 
$1.38 each; in lots of 10 pr. or over, 
$1.35 each. Resale price, $2 each. 


BOLTS AND NUTS.—Demand increas- 
ing; prices holding; stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 50 
and 10 off; large sizes, 45 and 10 off; 
carriage bolts, small, 45 and 10 off: 
large, 40, 10 and 5 off: stove bolts, 
70 and 10 off: semi-finished nuts, *%- 
-. a smaller, 75 off: larger sizes, 

off. 


BUILDERS’ HARDWARE. — Demand 
showing noticeable improvement. Prices 
being revised, some upward, others 
downward, but generally few changes 
of consequence being made. _ Indica- 
tions point to another big year. 
COASTER WAGONS.—Sales showing 
improvement; prices steady; stocks 
adequate. 


A large manu- 


We quote from Cincinnati jobbers’ 
stocks: Auto coaster wagons, No. 
1, $5.45 each; No. 2, $5.95 each; No. 

3, $6.60 each; No. 132, $5.20 each; No. 
138, $5.80 each. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Some talk of impending ad- 
vance of 10 per cent but nothing au- 
thentic; sales exceptionally good con- 
sidering weather conditions. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough 
$4.75 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5 per 100 
t.; 3-in. corrugated conductor el- 
bows, $1.75 per doz. 


ELECTRICAL GOODS.— Sales _ con- 
tinue heavy; prices steady. 


FILES.—Better demand reported; no 
future orders being booked; prices 
steady at recent advances. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond, 40, 10 and 
10 off; Northwestern and _ “Silver 
King, 65 off. 





Must Have It 


“‘Hardware Age, 
“New York, N. 
“Gentlemen: 

“Please change my mailing ad- 
dress for the HARDWARE AGE, 
from Boise, Ida. to Pocatello, Ida. 

do not want to be without a 
single issue of your magazine as 
I certainly derive a great deal of 
pleasure from reading it. 

“H. E. Ryan, 
Pocatello, id 











visions made recently by practically all manufacturers. 
Some items are advaneed, some reduced, but the great 
majority are unchanged. 

The demand for radio shows no signs of abatement. 
Automobile accessory dealers in the hardware field are 
taking up this line, and are reporting a large volume of 


Indications point to a good year all around. Building 
operations in this vicinity are being resumed on a large 
scale, and a noticeable pick-up in the demand for builders’ 
hardware and housefurnishings is seen. The paint branch 
of the trade is also enjoying good business. Financial 
conditions are favorable, and collections are satisfactory. 


GALVANIZED WARE.—Changes of 
prices now being made, an advance of 
5 per cent. New prices will be given 
next report. 


GARDEN HOSE.—Sales fair; prices | 
steady; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: aanene asene. coupled hose, 

oo 9c. %-in.; 10%c. ft.; Silver 

ing, ly - i "'10c. ft.; %-in., 11%.  # 
¥ -in C. ft. Continuous Jength, 
single grade, %-in., 8c. ; 5-in 
10c. ft.; %, -in. 11% ¢. ft: deus 
mate. 14-in., 93{c. ft.; %-in., llc. ft.; 
%-in., 12%c. ft. 


GARDEN TOOLS.—Sales_ continue 
fairly satisfactory, and shipments now 
being made; prices firm. 


GLASS.—Window glass sales improv- 
ing; prices firm; stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount; double stren h 

5 per cent, discount; double 
strength B, 87 per cent discount. 


HANDLES (AGRICULTURAL).—Good 
demand for handles; stocks decreasing 
steadily; prices very firm. 


We quote from Cincinnati jobbers’ 
stock: Hay fork handles, ft. 


doz. ; 5% ft. bent, $3.95 
doz. ; ; 6 ft. woody $5 doz. ; Long manure 
forks, $2.85 doz.; D-Shovel handles, 
$6 doz.: D- shape’ handles, $5.85 doz. 
ICE CREAM FREEZERS.—Some few 
sales reported, but too early for big 
orders; hand-to-mouth policy in vogue 
here; prices unchanged, but firm. 


We quote from Cincinnati jobbers’ 
stocks: White Mountain, l-at., $4.85 
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list; 2-qt., $5.65 list; 3-qt., $6.75 list; 
4-qt., 25 list; 6-qt., $10.45 list: 
8-qt., $13.50 list; 10-qt., 18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., pe 20 yg 25-qt., $42.60 list; 
Arctic Pe 4 list; 2- at., +4 .60 list; 

3-qt., $5.55 list; 4-qt., $6. 80 list; 6-qt., 

$8.60. list; 8 at., $11. "10 list. All the 


above less 50 per cent discount. 
LANTERNS.—Some future orders al- 
ready booked, but orders generally for 
current needs; stocks fair; prices 
steady. 


We quote from Cincinnati 
stocks: Supreme, No. 210, 5 doz.; 
Supreme, No. 240, $12.75 doz.: 136 
Midget Vehicle lantern, “ lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12. % doz.; 100 Supreme 
Electric, $15 doz : Monarch, $8 doz.; 
Monarch, ruby aaa, $10 doz.; D- = 
$13 doz.; Little Wizard, $8. 50 doz. ; 
Blizzard, No. 2, $13 doz.: Blizzard, 
brass fount and top, $18 8 doz.; : Buck- 
3 Dash, $14 doz.; Railroad, No. 39, 

doz 


LAWN MOWERS.— Shipments now 
going out steadi'y; new orders fairly 
numerous at unchanged prices. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; J4-in., $6 each; 16-in., 
$6.25 each: better grade, 12- in., $7; 
14-in., $7.25: 16-in., $7.50: cheap ball 
bearing, 14-in., $7.75; 16 , $8; reg- 
ular ball bearing, 14-in., $9; 
$9.65; 18-in., 2303 high- heel 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high Pie ball bearing, 
with 5 knives. <%® $12.75; 18-in., 
$13.50; 20-in., $14.2 


N AILS.—Wire solid in fair demand; 
cement coated nails weak; lower prices 
being made; stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 per 
keg, base; cement coated nails, $3.05 
to $3.20 per keg. 


PAINTS AND OILS.—Business good; 
stocks adequate; prices unchanged; in- 
dications of another heavy year’s busi- 
ness. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, 98c. gal: 
turpentine, r- 08 gal.; white and red 
lead, 154. b. 


POULTRY NETTING.—Fair number 
of sales; stocks adequate; prices un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, 45, 10 and 7% off; 
ea}vaniaes after weaving, 45 and 7% 


RADIO SUPPLIES.—The demand con- 


obbers’ 
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tinues very heavy, and more dealers 
putting in stocks of supplies. Prices 
are steady, and indications point to 
their being maintained. 


ROPE.—Some reports that sisal will be 





In Appreciation 


“Mr. Llew S. Soule, Editor, 

“Hardware Age, 

“New York City. 
“My Dear Mr. Soule— 

“Permit me to congratulate you on 
the splendid message under ‘Editorial 
Comment,’ March 13 issue of the 
HARDWARE AGE. 

“You have described a large ma- 
jority of those who attend conven- 
tions, and it is an absolute fact from 
observation made by myself that not 
over 5 per cent of those who sit and 
listen to the experience. of sthers 
who have made a success in their 
business and who are willing to pass 
the secret along to others, I say not 
over 5 per cent of the listeners, will 
go home and make any attempt what- 
ever to put into practice what they 
have learned, but within thirty days 
have forgotten all whout it and are 
back into the same ‘old rut’ they have 
been following a good many years. 

“It may be that your article will 
set some of them to thinking. 

“Yours very truly, 

“SHARON E. JONES, Secretary, 
“Pennsylvania and Atlantic Sea- 

board Hardware Ass’n, Inc.” 





advanced; sales fair; stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: age — Manila, 19c. 1b.; 
sisal, 13%4c. Ib. 


ROLLER -<e heavy, 
with stocks light. Prices firm. 


ROOFING PAPER.—One manufac- 
turer has reduced prices on cheaper 
grades approximately 16 per cent. 
Other grades unchanged; demand fair; 
stocks in good shape. 
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We quote from Cincinnati jobbers’ 


stocks: Standard brand, light, $1,10; 
medium, $1.35; heavy, $1.65: Hold- 
fast brand, light, $1.35; medium, 


$1.65; heavy, $2. Slate surface roof- 


ing, $2. 
SASH CORD.—Demand fair; 
adequate; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 84c. lb.; medium 
grades, 48c. Ib. 


SASH WEIGHTS.—Sales light, though 
improving; prices steady; no changes 
likely. 

We quote from Cincinnati jobbers’ 


stocks: Cast iron sash weights, $2.50 
per 100 lbs. 


SCREWS.—Demand fair; prices steady; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 66% off: 
brass, 60 off; cap and set screws, 75 
off; ‘coach screws, off ; wood 
screws, 80 off. 


SHEETS.—Some talk of advancing 
prices, but nothing definite; demand for 
roofing sheets continues strong. 


We quote from Cincinnati jobbers’ 
stocks: Blue annealed sheets, No. 10, 
4.10c.; black, 28-gage, 4.80c.; galva- 
nized, 28-gage, 5.85c. 

WIRE CLOTH.—Nothing new as re- 

gards prices; demand fair; stocks ade- 

quate. 

We quote from Cincinnati jobbers’ 

- gtocks: Black painted, 12-mesh, $2 
per 100 sq. ft.; opal, $2.65 per 100 
sq. ft. 

WHEELBARROWS. — Demand for 

wheelbarrows continues heavy; stocks 

light; prices very firm. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 


WRENCHES. — No advances following 
those of manufacturers. Demand im- 
proving a little but still somewhat dis- 
appointing, except from accessory deal- 
ers and the plumbing trade. 


stocks 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson, 60 off; Trimo. 60 off; Snap- 
on Wrenches 8, No. 101, Master ‘Service 
sets, $15.25 each; No. 202, heavy duty 
sets, $8 each; No. 404 Universal 
socket sets, $7 each; No. 505B, screw- 
driver sets, $3.40 each: less 40 per 
cent off all Snap-on wrenches, f.o.b. 
Milwaukee. 


Tires, Tools and Steel Goods | 
Moving Well in Twin Cities Section 


(Minneapolis office of HARDWARE AGE) 
R inves hardware sales continue to show a gradual 
improvement, although somewhat spotted, i. e., will 
run along good for a few days and then slow up. 
Jobbers advise that sales are good, but that dealers are 


‘not buying in large quantities. 


Demand for tools is showing a steady improvement as 
the building season is about to get under way. 


AXES.—Sales fair; stocks good; prices 


was 
quote from jobbers’ stocks, 
cae Twin Cities: Single bit axes, 
base weights, $14,00; Double bit axes, 
base weights, $19.00 per doz. 


BALE TIES.—Small demand; 
ample; prices as last recorded. 


stocks 


loon tires. 


Sales of automobile accessories and tires are improving 
rapidly. This is especially true of tires. 
interest is being manifested in the various types of bal- 


Considerable 


While the weather during the past few weeks has been 


comparatively mild, it has not been sufficiently warm to 


yee quote from jobbers’ stocks, 
b. Twin Cities: Single loop bale 
tice, 65-10 per cent from list. 
BOLTS.—Sales beginning to show an 
improvement both retail and whole- 
sale; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 





stimulate sales of strictly spring goods. | 
Collections show some slight improvement. 


50-5 per cent; large 
55-5 per 
lag 


carriage bolts, 
and small machine bolts, 
cent: stove bolts, 70 per cent; 
screws, 60 per cent. 


BRADS.—Better demand; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 
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BUILDERS’ HARDWARE. — The 
amount of building permits issued each 
week shows a steady increase. Prep- 
arations are under way for large con- 
struction work, where it is required to 
remove old buildings, so that an early 
start of building operations is assured. 
There is expected to be a very good 
demand for builders’ hardware. 


COASTER WAGONS.—Retail sales 
opening up nicely; lively demand ex- 
pected; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons, No = 50 : No. 61, 
$6.44 each; ‘No. $7.03 each; No. 
63, $7.72 each: Overtane coaster wag- 
ons, 50 per ‘cent from lists; Awl- 
steel coaster wagons, 50 per cent 
from lists. 


COPPER RIVETS AND BURRS.— 
Good demand; stocks ample; prices as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
so 46 per cent from standard 
sts. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Retail demand 
beginning to open up; stocks ample; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 6-in., $5.25 per 
100-ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per doz. 


FIELD FENCE—Some interest being 
shown, but sales are few at present; 
—_ bgp meray 


quote from jobbers’ stocks, 
Pn Ag Twin Cities: Field Fence, 66% 
per cent from lists. 


FILES.—Steady improvement in sales 
~oted; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.— Sales con- 
tinue to improve; jobbers’ stocks good; 
prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: gy No. 1, 

nized tubs, $6.85; No. $7.75; 
No. 3, $8. 95; heavy aia crates’ tubs, 
No. 1, $12; No. 3, $13.25; No. 3, 
$14. 50; standard galvanized pails, 10- 

$2.55; 12-at. ant 14-qt., $3.20; 
18 ‘at. stock pails, $5; 18-qt. stock 
pails, $5.75 per ioe: 


GLASS AND PUTTY.—Retail sales 
far; jobbers’ stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Citiés: Minnesota prices, 
single strength giass, 83 per cent; 
double strength glass, 85 per cent 
from lists. Putty, strictly pure, 50 
Ib. steel drums, $5 per cwt.; 25 Ib. 
drums, 5.20 per cwt. 


HAMMERS AND HATCHETS.—Sales 
show steady improvement in a retail 
way; stocks good; prices continue as 
for some time past. 

We quote from .- jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; 
Plumb HF$1, $12; Riverside 611%, 
$12; Plumb broad hatchets No. 
$17.15; Plumb shingling No. 2, $13. 15; 
Plumb claw No. 2; -$14.40 per doz. 


LANTERNS.—Demand fair; stocks 
good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.6.b. Twin Cities: Dietz Song lan- 
terns, long or short globe, 
doz. ; Embury lanterns No. eto, a 
per Goz.; No, 240, $12.75 per dosz.; 
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on | mn Midget véehicle- lanterns, $17 


NAILS —Retail sales picking up rap- 
idly; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


PAINTS.—Retail demand for paints 
improving; jobbers’ stocks good; prices 
steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gallon; second grade 


house paints, $2.10 per gallon. Best 
white lead, $12.83 per cwt. 





My Ma Paints 
She Does 


And Missis Knozey come to our 
house and she says I dunno ma’am 
why you can do things like paintin’ 
and such. Kindy lofty-like. And 
my Ma says, Dear me Mrs. Knozey 
if I couldn’t do good as the men- 
folks how could I see that the men 
do as good as they’d oughter. And 
what’s taking a little brush and 
laying varnish or enamel on a chair 
back or round the tubs, or even 
doing the floor up fresh. The fun I 
get out of it’s most as much as the 
satisfaction of seein’ things all 
bright and lovely. And I get to 
know just what's what about 
paintin’ for I always talk it over 
with the man at the hardware store 
and he knows. I can depend on 
what he’s tellin’ me—and when the 
men came to do over our front 
= and got through with what 

Ma seen that they done it, I 
beard the boss feller say to the 
helper feller that My Ma paints 
she does. 














PYREX OVEN WARE.—Good demand; 
jobbers’ stocks good; prices stationary. 
We quote from jobbers’ gtocks, 
f.o.b. Twin Cities: Pyrex oven ware; 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.; No. 12 teapots, 
2-cup, $1.67 each; No. 24, 4-cup, $2 

each; No. 36, 6-cup, $2.33 each. 


REGISTERS.—More interest being 
shown as building season opens; stocks 
good; prices steady. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Steel registers, 40 
per cent from standard lists. 


ROPE.—Sales of rope contiaue to show 
a satisfactory gain; stocks ample; 
prices stiff. . 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 19%c. per lb.; best grades sisal 
rope, 17%4c. per Ib 


SANDPAPER.— Good demand frem 
sash and door trade; retail trading im- 
proving; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85; Second 
grade, No. 1, per ream, $5.25; Garnet 
No. 1 per ream, $16.50 
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SCREWS.—Sales show steady im- 
provement; stocks good; prices stiff. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head © 
blued screws, 7244 per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; ‘round head 
brass, 67% per cent. 


SASH CORD.—Some sales being made 
to contractors for future requirements. 
Stocks are good. Should present de- 
cline in cotton continue, a decline in 
sash cord is expected. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


sash cord, 86c. per Ib.; ordinary 
grades, 54c. per Ib. 


SASH WEIGHTS.—Consriderable in- 

terest shown for future requirements; 

few sales being made; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 


SOLDER.—Sales continue good; prices 
stiff with advancing tendencies. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Half solder 39c. per Ib. 


STEEL SHEETS.—Steady improve- 
ment in sales noted as building season 
is about to open; stocks good; prices 
steady. 


TACKS.—Sales show some improve- 
ment along with generally improved 
sales; stocks good; prices c<teedy. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8, and 10 oz., 60c., 55c., and 
50c. per doz. 2-02. packages respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages: 8 oz. cut tacks 
in bulk, 15%c. per Ib.; 6 oz., 16%c. 
per Ib. 

TIN PLATE.—Better demand; stocks 
good at present; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin pea an tone Furnace 
Coke, ICL 20 wy per box; 
Roofing Tin IC 0" ~ 28, 8 ib. coating, 
$14.25 per box. 


WASHERS.—Sales good; stocks am- 
ple; prices remain as last quoted. 


WHEELBARROWS.—Considerable in- 
crease in sales noted, particularly to 
contractors; stocks good; prices remain 
as for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1, $6.75 each; wood 
garden barrows, $6.25 each. 


WIRE.—Sales rather quiet but consid- 
erable more interest is being shown in 
this — stocks ample; prices stiff. 


uote from jobbers’ stocks, 
rg win Cities: Barbed wire, 
painted ttle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog wire, 
4.25; smooth black annealed, No. 9, 
4 r cwt.; smooth galvanized an- 
nealed, $4. 45 per cwt. 


WRENCHES. — Good demand both 
wholesale and retail; stocks fairly well 
assorted; prices unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: icultural wrenches, 
65 per cent; Coes wrenches, 40-10 
per cent; engineers’ wrenches, 62% 
per cent from new list; knife handle 
wrenches, 40-10 per cent; Stillson 
— Trimo wrenches, 60 per cent. 

ap-On wrenches in sets, No. 101, 
Ah 35 : No. 202, $8; No. 404, $7; No. 
505B, $3.40, less 40 per cent, 'f.0.b. 
Milwaukee. 
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Investigations Likely 
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to Hurt 


Business Expansion New York 


Jobbers Believe 


Basic conditions in the New York 
market remain unchanged. Few price 
readjustments of any major impor- 
tance were made during the past week 
by local firms. 

Jobbers and manufacturers both re- 
port that they have a large number of 
orders, but that the majority of these 
are for small quantities. Generally 
speaking the trade is not anticipating 
future requirements to the extent that 
many manufacturers consider neces- 
sary for healthy business progress. It 
is pointed out that many retailers and 
jobbers are ordering goods two to 
three times whereas if they were to 
order the same quantity once it would 





be less of a strain on both their own 
and the manufacturer’s costs of doing 
business, besides enabling the manu- 
facturer to get quantity production at 
a lower unit cost. 

There is some talk in the local mar- 
ket about the demoralizing effect the 
oil investigation at Washington will 
have on business expansion. Offset- 
ting this, however, is the fact that an 
exceptionally large amount of con- 
struction work is in progress which is 
one of the causes for a large part of 
the demand for all kinds of hardware 
products. Most of the local jobbers 
anticipate a good spring, and report 
that seasonal goods are already mov- 
ing in satisfactory volume. 





Wheelbarrows Very Active 


Barrows of all kinds are in strong 
demand. This is particularly true of 
mortar barrows, garden barrows and 
canal barrows. 


Laborers’ Canal Barrows. — Half 
bolted, handles and legs of 2 in. 
maple wood, tray 18 in. wide on bot- 
tom, steel wheel, 16 in., $3.25 each. 
Same, full bolted, extra strong, 
larger tray, $3.65 each, 

Wheelbarrows. eg tray, 33 x 27 
in., depth 11 7% in., holds 8 cu. 
ft., strong boited wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrow for coal, cement, sand 
etc., width of tray 29 in., length “of 
tray on top, 32 in., weight 70 Ib., $8 
each. a. with tray 30 in. wide, 
length of on top, 3 in., 
weight 80 ier $8. 75 each. Same, with 
tray 33 in. wide, 41% _ length on 
top, weight 100 Ib., $11. each, 

Mortar enema gm steel legs 
and braces, tray measures at top 26 
x 34 in., bottom 15 x 19 in., de “a 
wheel end, 16 in., handle end, "1% a 
tray edge rolled over steel 
capacity 3% cu. ft., 16 in. od 
wheel, hardwood handle, $7.30 each. 

Garden Barrows.—Bolted well fin- 
ished painted and varnished, gy 
of body 38 in., length of body, 23 


width of body, 17 x 12% in., $4.96 
each. Same height of body 10° in., 
length 28 in., width 19% by 15%, 


$5.60 each. Same height of a, 10., 
length 28 in., width 21% x 19, $6 6.30 


each. Same height of eH, 14 in., 
length 29% in., width, 24% x 21%, 
$7.25 each. 


Dealers Seeking Quotations 
on Awning Hardware 


Demands are beginning for awnings 
and awning accessories, which are bet- 
ter known in the local market as awn- 
ing hardware. Dealers are reported to 
be in the market seeking quotations. 
Jobbers are quoting as follows: 

Awning Tips.—With eyes, galvan- 
ized iron for use with nut and cutter 
slides, size % pipe or % iron, $6 per 
100; same for use with nut ends, 
size % pipe or % iron, $7.75 per 100. 

Awning Nut Ends.— oF extension 
rod, galvanized Os size % pipe or 
% iron, $6 a ; same *% pipe or 
5 iron, «... “ied 00; same % pipe 
or % iron, ‘$8. Hi per 100. 

Awning WHinges,—Galvanized iron 
with jaws and machine screws, $3.75 
per 100 to $4.50 per 100; awning rod 
sockets, galvanized iron, in. round 
slide rods, $4.50 per 100; awning nut 





slides, galvanized iron for % in. rod 
$6 per 100; cotter slides, galvanized 
iron, % in. rod, galvanized cotter pin, 
$4.50 per 100; awning slide rods, % 
in. round galvanized iron, 2 ft., 10%c. 


each; 2% ft., 12%c. each; 3 ft., 16c. 
each. 
Line Cleats.—Malleable iron, gal- 


vanized, 4% in., $2.75 per 100; 6 in, 
$4 per 100: 8 in., $6.75 per 100; gal- 
vanized awning rings, % in., 65c. 
er gross; galvanized awning nuts, 
2 per 100; awning clinch staples, 
wire galvanized, oblong, 26c. per 
100: awning eyes, steel wire, galvan- 
ized, 63 to 78c. per 100 


Polish and Mops Moving 
in Good Volume 


Polish and polishing mops are in 
strong demand in the local market. 
Prices are firm and stocks adequate. 

O-Cedar Polish.—4 oz. bottle, $2.40 
per doz.; 12 oz. bottle, $4.80 per doz.; 
quart can, $10.08 per doz.; half gal- 
lon can, $11.08 per doz.; gallon can 
$24 per doz 

O-Cedar Mops.—No. 3 triangular, 

$1.05 each; No. 75c. each; No. 10, 

$1.05 each: No. $ triangular dusting 

mop, $1. 05 each; No. 75c. each; 

No. 11, $1.05 each. 


Garden Hose Interest 
Growing 


Although it is somewhat early in- 
terest is already being shown in rubber 
garden hose. Prices are firm and 
stocks ample. 

Garden Hose.—4 ply, 8c. per ft.; 

5 ply, 9%4c. per ft.; 6 ply, llc. per 

ft. Good Luck brand, llc. per ft. 

Milo brand, 12%c. per ft. Bull Dog 

brand, 13%c. per ft. 


Nails Strong and Active 


There is still talk about a possible 
advance in nails, although many are in- 
clined to give little credit to the rumor. 
Prices are at present steady, stocks are 
ample and a good demand continues. 


Nails.—Wire nails, $4 base per keg. 
Cut nails, $4.50 base per keg. 
Wire nails and brads in small lots, 
70-10 per cent off list in 1 lb. papers. 
Roofing nails, 1 x 12, 100 Ib., $8.20; 
galvanized and plain, $5.20. 
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Sash Cord Prices 
Soften in N. Y. 


Sash cord dropped about 2c. per Ib. 
base in the local market last week. It 
should be noted because of the fact 
that there are so many different 
grades of sash cord on the market, 
and because of the continua: daily 
fluctuations of cotton prices that it is 
extremely difficult to quote a bona fide 
base price on this article. 


Sash Cord.—First grade, 48c. to 55c. 
base per lb. Prices vary in different 
sections of the city. 


Solder Up Again 


Solder advanced ugain during the 
past week lc. per lb. Demands are ac- 
tive, prices strong, and stocks fair. 


Solder.—Kester string solder in 
1-lb. spools, 67c. per spool. 

Bar solder, commercial grade, 
40%c. per lb. Strip solder, in 5-lb. 
boxes, 47c. per Ib. 

Soldering Coppers.—% lb. to pair, 
28c. per pair; 1 lb. to pair, 36c. per 
air; 1% Ib. to pair, 48c. per pair; 

lb. to pair, 62c. per pair; 2% lb. to 
pair, 76c. per pair; 3 Ib. to A, 90c. 
per pair; 4 lb. to pair, $1.20 per pair; 
6 Ib. to pair, $1.80 per pair. 


Warmer Weather Needed 


for Lawn Mower Sales 


Warmer weather is expected to stimu- 
late interest in lawn mowers. Advance 
orders have been fair; jobbers’ stocks 
are now in good condition; prices are 
firm. 

Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 
14 in., $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting, 8-in. drive wheels, 5%-in. 
diameter reel, serew- <<. cutter 
bar, 3 steel knives, 12-in., $7.25 each; 
14-in., $7.60 poets 16-in., $7.95 each; 


18-in., $8.30 

Ball- bearing lawn mower, self- 
adjusting, 9-in. drive wheels, 5%- 
in. diameter reel, 4 self-sharpening 
knives, 14-in., $9.15 each; 16-in., 
$9.50 each; 18-in., $9.85 each. 

Ball- beating lawn mowers, _ self 
adjusting hardened cones, 10%-in. 
open drive wheels, 4 self- sharpening 
knives, 6-in. diameter reel, 14-in., 
10.35 each; 16-in., $10.90 each; 18-in., 
11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. —— 6-in. diame- 
ter reel, 5 shear cutting self-sharp- 
ening knives, 16-in., $14 each; 18-in., 
$14.65 each; 20-in., $15.30 each. 


Wire Goods Moving Well 


The demand for wire goods is brisk. 
Prices are firm, stocks ample and job- 
bers anticipate the continuation of a 
strong, pick-up business. 

Poultry Netting.—From New York 
stocks, 40-24% per rs f.o.b. Pitts- 


burgh, 45-5 per ce 
Wire Cloth. = Sobbers' quotations, 


f.o.b. New Yor 
Blaek wire Goth, 12-mesh, $2.30 
12-mesh. 


per 100 sq. 
Galvanized ‘wire cloth, 
$2.75 per 100 sq. ft.; 14- mesh. $3.25 
per 100 sq. ft. 
Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 
Bronze, 14-mesh, $7.50 ger 100 sq. 
ft.; bronze, 16- mesh, $8. per 100 


sq. ft. 

Wire cloth, galvanized square 
mesh cloth, %-in. mesh, $5 per 100 
sq. ft.; %-in. mesh. $5.25 per 100 sq. 
ft.; %-in. mesh, $5.50 per 100 sq. ft. 
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Demands for Steel Goods Increasing Slowly 


Steel goods of all types are begin- 
ning to move on a larger scale. Stocks 
are well balanced, prices are firm and 
the increase of retail sales is contin- 
gent upon warmer weather. 


Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 5 
13-in. tines, $1.76 each; 6 13-in. tines, 

2.05 each; 5 13-in. tines, 4-ft. handle, 
1.50 each; 6 13-in. tines, 4-ft. handle, 
ey each. (Lots of six, 5 per cent 
off. 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished; 
select ash handle, strapped ferrule 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable D han- 
dles, strapped ferrule: angular drop- 
forged tines: 4 tines, 76c. each: spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 5 
heavy tines. $2.08 each. 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each: same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each: same with 3 alumi- 
num steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.—Two wood 
bows. 18 teeth, varnished head, 5-ft. 
handle, 5%c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, securely 
fastened to head, pinned teeth and 
head, 55c. each. 





Genuine Yamada lawn rake, 95c. 
each. 


Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lc. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 ets 36c. each; 16 teeth, 40c. 
each. 


Garden WHoes.—7-in. steel blades, 
black finish, 4%4-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 


Trowels.— Garden trowels,' 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished. 
riveted shank, hardwood handle, 10c. 
each; 1- iece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand oe Forks.—Three heavy 
flat tines shed and japanned, 
black- me Am handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ‘ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 _ steel spring 
tines, tinned black-enameled handle, 
1fc. each; 4 steel tines, 42-in. handle, 
44c, each. 





Demands for Bolts and 
Screws Continue Steady 


Bolts and screws continue in good 
demand. Stocks are ample, prices firm 
and a steady pick-up business is ex- 
pected to last well into the spring. 
Jobbers are quoting the following 
prices to retailers: 


Bolts and Nuts.—Common  car- 
riage bolts, small, 40-10 per cent; 
large, 40 per cent. 

Machine bolts, small, 45 to 50 per 
cent; large, 45-5 per cent. 

Lag screws, 50 per cent. 

Stove bolts, 75 to 75-5 per cent. 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts. 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields. 80 per cent. 

Machine bolt shields, 65 per cent. 

Screws.—Flat head steel machine 
screws, 70-5 per cent. 

Round head steel machine screws, 
70 ner cent. 

Flat head brass machine screws, 
60-10-5 per cent. 

~ ya both flat and round, 70-5 per 
cent. 

Flat head steel wood screws, 
bright, full packages, 75-20-5-5 per 
cent. 

Galvanized brass, 70-20-5-5 per 
cent. 

Flat head brass, 70-20-5-5 per cent. 

~ ane head blued, 72%-20-5-5 per 
cent. 

Round head nickel plated, 62%4-20- 
5-5 per cent. 

Round head brass, 67%4-20-5-5 per 
cent 

Prices vary in different sections of 
the city. 


Batteries in Strong Demand 


The demand for batteries of all kinds 
at the present time is large. The sup- 
ply is apparently adequate, and the 
prices firm. 

Red Seal Batteries.—Are 26c. each, 

in cases of 50 and 125. 

Radio Batteries. — (Eveready) No. 

763, voltage 22%, $1.05 for less than 

10: $1 for quantities of from 10 to 49; 

90c. for more than 50; No. 764, volt- 





age 22%, less than 10, $1.35; 10 to 
49, $1.21; 50 and more, $1. 13; No. 766, 
voltage 22%, less than 10, $1.75; 10 
to 49, $1.67; 50 and more, $1.50; "No. 
767, voltage 45, less than 10, 7 50; 
10 to 49, $3.34; 50 and more, $3: No. 
771, voltage 4%, less than 10, 42c.; 
10 to 49, 40c.; 50 and more, 36c. 


Tool Handles Strong 


Agricultural tool handles are said to 


be moving well. Suburban and rural 
dealers are reported to be buying in 
fair quantities at firm prices. Stocks 
are said to be well balanced. 


Tcol Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5le. each. 

Manure fork handles, bent, 4%-ft., 
29c. each. Fi 
eee fork handle, 4%-ft., 36c. 
eac 

a. handle, shank or socket style, 
4%-ft., 22c. each. Mortar style, 6-ft., 
15e. each. 

Long shovel handle, bent, 4%-ft., 
37c. each. 

“ae spade handle, 4%-ft., 37c. 
each 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork stvle, with strap ferrule and can, 
5&8e. each. Spading style, 40c. each. 

Svading style, with strap ferrule 
and cap, 63c. each. 


Sweeper Sales Steady 


Carpet sweepers and housecleaning 


articles of all kinds are receiving more 
than ordinary attention. Stocks are 
good and prices firm. 


Carpet Sweepers.—Bissell, ‘‘Ameri- 
can Queen,” $54 per doz.: *“Club,”’ 
$108 per doz.; “Bite, ’* $60 per doz.; : 
“Grand Rapids, * Nic. .. $48 per doz.; 
“Grand Rapids,” Jap., $44 per doz.; 
“Grand,’’ Jap., $60 per doz.; ‘‘Parlor 
Queen,” $56 per doz.; ‘“‘Princess,’’ $50 
per doz.: “Standard.” Jap., $36 per 
doz. ; “Unive rsal,’’ Nic., $46 per doz.; 
“Universal, * Jap., $43" per doz. 
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Tool Sales Growing 


Tool sales continue in large volume. 


Suburban dealers report a large in- 
crease in the sale of household tools of 
= kinds. Prices are firm and stocks 
air. 


Net prices on the Stanley ‘Four 
Square Line’’ are as follows: 

Awli.—$2.50 per doz. net 

Auger Bits.—4/16 in., $4. 10 per doz. 
net; 6/16 in., $4.10 per doz. net; 8/16 
in., $4.10 per doz. B~- 10/16 in., — “ 
per doz. net; ‘12/16 in., $5.75 per doz 
sat 16/16 in. $7.75 per doz. net. 

e.—$1.31 each net. 

sit ecg —$1.50 each net. 

Chisels.— in., 60c. each net; % 
in., 61c. each net; i oe 70c. each 
net; 1 in., 8lc. we 

Files. —8 in. mil 32. is - doz. net; 
6 in. slim taper, ‘sf 65 per doz. net. 

Hammer.—67c. each net. 

Level.—75c. each net. 

Planes. — Jack, $2.50 each net; 
block, 95c. each net. 

Pliers.—$4.50 per doz. net. 

Pry Bar.—$6 per doz. net 


net; “Zig Zag,’’ $2.50 per doz. net. 
=: 56 each net. 

Screw Drivers.—1% in., $1.33 per 
doz. net; 2% in., $2.50 4% doz. net; 
4 in., “y 15 per doz. net; 5 in., $3 per 
doz. net. 

Square. —65c. each net. 

Vise.—$1.70 each net. 

Wrench.—$1.05 each net. 


Axes Quiet 


Although the demand at the present 


time is somewhat limited, interest is 
still being shown axes. This interest 
is, however, only for small woe 


Axes.—Handled axes, 2% t Ib., 
$19.25 per doz. ; om to 3% ib. $19. 25 
per doz.; 3% 4% Ib., $19.75 per 
doz.: 4 to 5 Ib., “$20. 25 per rag 414 to 
5% Ib., $20.75 ‘per doz.; 5% Ib. only, 
$22.75 ‘per doz. 

House axes, 2% Ib., 19-in. handles, 
$11.25 per doz. 


Galvanized Pails Unsteady 


Galvanized pails are in excel’ent de- 


mand at the present time in the local 
market. Prices are unsteady and 
stocks are fair. 


Galvanized Pails.—Galvanized pails, 
8-qt., 19c. each; 10-qt., 22c. each; 
12-qt., 24c. each; 14-qt., 27c. each; 
16-qt., 32c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each; 14-qt., 40c. each; i6-qt., 46c. 
each. 

Galvanized tubs, No. 1, 69c. each; 
No. 2, 78c. each; No. 3, 91c. each. 


Rope Continues Firm 
Rope continues in consistent demand, 


although there is no large buying. 
Prices are firm, stocks adequate, ard 
although there has been some talk o 
higher prices, 
veloped to lend substance to the 
rumor. 


nothing has yet de- 


Rope.—First grade Manila rope, 
18%c. base per lb.; hardware grade, 
16%c. base per Ib.; first grade sisal, 
15%c. per Ib.; second grade sisal, 
14%ec. per Ib. 


Linseed Oil Sluggish 


Activity in the linseed oil market was 
somewhat sluggish during the past 
week. The local supply was reported 
to be adequate, prices are fairly steady, 
and are being quoted as follows to re- 
tailers: 


Linseed Ojl.—In lots of less than 5 
bl., 98c. per gal.; in lots of 5 bbl. 
or more, 9$5c. per "gal. Calcutta lin- 
seed oil in bbl, $1.07 per gal. Boiled 
oil, 2c. extra; double 1 boiled oil, 3c. 
extra; oil in half bbl, 5c. per gal. 
additional. 


Reading matter continued on page 74 
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The good will of con- 
tractors is easily lost 
by supplying butts 
not accurately sized. 
Run no risks. Be sure 
of their continued pat- 


ronage by furnishing 


-McKINNEY . 
fing es butts 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and latches, shelf 
brackets, window and screen hardware, steel door mats 
and wrought specialties 
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Noted in Pittsburgh 


More Careful Buying 
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—QOil Investigation Alleged Cause 


(Pittsburgh office of HARDWARB AGE) 

N the report of last week, it was stated that the peak 
I of production in steel had been reached, and events 

of the past week verify that statement. While there 
has been no serious curtailment of operations as yet, at 
the same time it is true that all signs point to a slowing 
down in steel] operations in the near future, and possibly 
some recessions in prices. The turmoil at Washington is 
believed to have adversely affected general business, There 
is a more pronounced lack of confidence in the future, and 
buyers are more inclined now than before to use care in 
making new purchases, placing orders only for early needs, 
feeling that prices will not be any higher, but on the con- 
trary, may be lower in view of the unsettled feeling as to 
the future. The two industries that have been buying the 
greater part of the steel sold for some months, are the car 
and the automobile builders. While there has been no 
slowing down in operations at the car plants, they having 
work ahead for some time yet, there has been some slow- 
ing down at the larger automobile factories, and the feel- 
ing is that new cars bought this year will show a falling 
off as compared with last year. New buying of steel so 
far this month has shown a falling off as compared with 
the same time in February, and the mills are more anxious 
for new business, and are willing to shade prices to 
get it. 

Railroads are still buying quite heavily, orders having 
been placed in the past week for about 7500 new cars, 
nearly 100 locomotives, while inquiries are in the market 
for over 5000 cars and about 60 locomotives. There is 
more competition among the mills for the steel that goes 
into cars and prices on plates, shapes and steel bars, the 
main steel items used in the building of cars, are being 
shaded more freely than for some time. There is keen 
competition in steel from foreign mills, and foreign steel 
is being laid down at certain consuming points in this 
country at prices much below what domestic mills can 
make, especially at certain Atlantic seaboard points, 

Pig iron has been excessively dull for several weeks, and 
there are signs that prices may recede to some extent in 


the near future. It is said there is an over-production of 
pig iron, and some merchant furnaces that sell their 
product in the open market are likely to go out of blast 
before long. It is a notable fact that output of pig iron 
in this country in 1923 broke all previous records for one 
year. Last year this country made a total of 40,361,146 
gross tons of iron, the largest previous year output having 
been 1916, when the output was 39,434,797 gross tons. 
Figures on the production of steel ingots in this country 
for 1923 are not yet available, but they will show the 
heaviest output for last year in any one year in the history 
of the steel trade, just now it seems doubtful if these 
figures will be mow this year. 

Prices on iron ore for the 1924 season are likely to be 
out in a few days, and are expected to be lower than last 
year prices. There were no important changes in steel 
prices in the past week, but the whole market is softer, 
and price concessions are more easily obtainable. No’ 
serious slump in prices is looked for, present high costs of 
manufacture making this practically out of the question, 
and there are no signs that costs can be brought down, 
either by wage reductions or in any other way while liv- 
ing costs remain where they are. 

In the hardware trade there is nothing of special in- 
terest to note. The volume of trade so far this month is 
below that of the same period in February, but this is due 
largely to the almost impassable roads which are still 
piled high with snow. Farmers are unable to get to the 
stores to make purchases, and the country trade is almost 
at a standstill. This trade that is now being held up, will 
come out just as soon as the roads clear, and there is bound 
to be a very percentible increase in orders. 

The few changes in hardware prices during the week 
were only on the very small items, and were unimportant. 
Prices generally are strong, and owing to the fact that 
demand for builders’ hardware is very heavy, with the 
manufacturers getting behind in shipments, an early ad- 
vance in prices would not be a surprise to the trade, but 
so far there have not been intimations from any sources 
that such action is contemplated. 


AXES.—The recent action of the manu- is supposed to be $2.75 per 100-lb. in we = gr . Der cont off list; 
ae in te yo prices = _ lates, Ses “went — a been ee cent off list: S A E., sin. and 

in is ye s not recently at leas er ton on yery de- rger, an per cent off list 
eS oat ne y $2 Pp ai Stove bolts in packages, 75, 10 and 6 


resulted in any increase in the demand. sirable orders. The chief trouble with per cent off list. Stove bolis in bulk, 


r cent off list. 


. . ° : ; 75, 10, 5& d 2 
The bulk of the business in axes is done the nut and bolt and rivet trades is that tee TR Ry Bo en gant att let 


in the fall months, and the present there is too much capacity, and when 


Bolt ends with hot pressed nuts, 60 


quiet demand for small lots only is like- the demand gets quiet makers shade and 5 per cent off list. Bolt ends 
: . . rd t & hunt Thi with cold pressed nuts, 50 and 5 pe 
y to continue for some months yet. prices in order to get business. is cent off list. Turabuckies, ‘with 
Prices are reported firm. has been the condition in these trades ends, %-in. and smaller, 50 to 55 
. . and 5 per cent off list. Turnbuckles, 
, We quote one jobbers’ stocks, for some months past. Prices and dis- without , ends, %-in. and smaller 
.O.b. urg ollows: ; . 65 and to 70 and 10 r cent o 
First, grade, single bitted axes, counts in large lots are as follows et, Washera, be. tc 620k. On tee. 
handled, r doz.; unhandled, $15 Bolts and WNuts.—Machine bolts Rivets.—Large structural and shi 
per doz.; Houbl e bitted axes, handled, rolled threads, 60, 10 and 5 to 60, 16 rivets, base, per 100 Ib., $2.75; sma 


$24 per doz.: sahandied. $20 per doz.; 
second grade axes, single bitted, 
handled, $17.50 per ee unhandled, 


and 10 per cent off list. Machine 
bolts, all sizes, cut threads, 60 and 5 


to 60 and 10 per cent off list. Car- IRON AND STEEL BARS.—The new 


rivets, 70 and 10 per cent off list. 


$14.50 per doz.; double bitted han- riage bolts, in.; smaller and . . 
dled, $21 per doz.; unhandled, $18 per shorter, rolled threads, 60 and 5 to demand for both iron and steel bars is 
doz. 60 and 10 per cent off list. Carriage mostly for small lots to cover nearby 

olts, cut threads, all sizes, 60, 10 an needs, and the mills are shipping out 


to 50, 10 an 


nd 10 per cent ‘off list. 


BOLTS AND NUTS—Practically all = [°° hy, 10,200 19, Der cont oe eet. = smore bars than incoming ord : 
makers of nuts and bolts have notified cent off ‘ist. Plow bolts, Nos. 1, 2 sent. Prices are fairly str on ie gel 


: . and 3 heads, 50 and 10 per cent ‘off a o 
their trade that they will book orders list; other style heads, 30 per cent competitive territory, the 2.40 cents 
for second quarter delivery at prices in extra. Machine bolts, c.p.c. and t. rice is shaded b tsid Hl 
effect for first quarter. This means that nuts, % x 4 in, 50 and 5 to 50 and 10 ’ o ee ee 
q ¥ per cent off list; larger and longer uote soft steel bars, rolled 
the recent advance did not cut much —. a — 5 to 50) and 10 B gp — from’ billets ae gage bars +d 
° ° Oo s Oo or nex co nishing o screw 5 anaiy- 
figure, and the higher prices named by. nuts, blank, P26e. to 4.60c. off list. sis, $3 per ton over base; reinforcing 
the makers will disappear from view. Hot pressed nuts, tapped, S. .25c. to bars, rolled from billets, 2.40c c _ base: 
* . c. O uare or refine bars, ° ase, i 
The demand is fair, but mostly for hex. nuts, biank, 4c. off list. | C.p.c. load lots or more, f.o.b. Pittsburgh. 


small lots to meet current needs. Lower 


t. square or hex. nu tappe 
prices are being quoted on small rivets, ic. oft ae Tet ‘hex, nuts: 


The above prices are for carloads or 
larger lots; jobbers and warehouses 
S. S., 80 and 5 ng the usual advances for small 


and while the price of structural rivets per cent off list; %-in. and larger, lots from stock. 
Reading matter continued on page 76 
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There is an R-W Grind 
Stone to meet every need 
and to suit every purse 


The line of fast selling, profit making 
R-W Grind Stones is unusually complete. 
They range from a neat little grind stone for 
kitchen use to a massive power grind stone 
for the shop. R-W farm grind stones are 
made with light, flexible frames of tubular 
steel which easily adjust themselves to un- 
even floors or other surfaces. All have ball- 
bearing journals and are equipped with 
stones of genuine Berea grit. Write for 
Catalog A-B6, which fully describes the en- 
tire line of— : 


_——— 


R—W Ball-Bearing Grind Stones 
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New York Chicago 
Boston Minneapolis 
Philadelphia ‘we en . Omaha 
Cleveland anvertorany Door that Slides Kansas City 
Cincinnati AURORA, ILLINOIS.U.S.A. Los Angeles 
—— RICHARDS-WILCOX CANADIAN Co., LTD. pag “eat a 
Winnipeg LONDON, ONT. Montreal ‘ 
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PITTSBURGH BASE RATES 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. 





carload, per 100 lb. 





*Applies minimum carload 80,000 Ib. 


carload lots, minimum 36, 000 


i) 

Staples, polished fence, pas. — keg 
Staples, galvanized, base, 

Steel pipe, black, butt welded. ¥ a 3-in 
Steel pipe, galvanized, butt welded, 1 to 3-in 


steamship lines, via the Panama Canal, 
steel, common wire products, including cut or wire nails, spikes, and wire hoops. 
No. 12 gage and lighter, 50c.; rods, 40c.; wire rope cables and strands, 45c.; wire fencing, netting and stretcher, 40c.: pipes 
not over 12 in. in diameter, Bbc, ; over 12 in, in diameter, 2%4c. per in. or fraction thereof additional. All rates per 100 Ib. in 


Annealed fence wire, base, No. 9 gage, per 100 ID... 2... cece ee eee ee eee eee e ener nenee $3.00 
Rirtetet pinies-crire, BASS, POF BOO BD. . ccc sc cccccccccsesecvecssecescsensesetosecsose .85 
Chain, pound, base, per EE ae tis an eee e dnd oh ceeds Abe SR anaes 6.00 
‘Galvanized barbed Wate Be, BaP TOS UD. <.c cndb 6c Che ee cece ERe cco ccs sineeeoses ees . 3-p 
Galvanized fence wire, No. 9, base, per 100 Ib... 0... ccc ccc c ccc ccc cccccccsccscecs 3. 
Painted barbed wire, base, POF 100 ID... wc ccc cccccs ccc csecsececesescccecesssecs 3.55 
eens eee, meer. OG COENEN: 5 o oo cus oom 0 c veces ccm ce 6 She 0 60 and 10 and 10 off list 
Reaetine Baeble, Gir WHO, Gee GONE so oe co 6% 0c chs 0c 00s bw hee eC coscess 60 and 10 off list 
Machine bolts, c.p.c. and t. nuts, 3% X 4-1M.. ccc eee wee e reece ceeeees 50 and 10 off — 
Se, , Gi, I, TI Bs nc ccc ec heccbedosesccccesuweseb owe ceengdéavuaeeasea $3. 
Nails, wire, base, per ~_ od Eb bod 6 OES DRE ‘Sb 4 6 ORSON CEE SOK W809 00648080444 310 
Common iron bars, Mins wkend tte ee weds Oe Cae kew tnt catiinsg«siustieeeneee 2.40c. 
Pilates, sheared, tank pone SP Bek coc ndicnccncdcn0sd>.6 Cees 600setece keeneae 2.60c. 
Sheets, blue annealed, per ~ inte wud b.debt che otc vot bee eae ss cen ee 2.90c. to 3.00c. 
Sheets, black, 28 i SP Te ck abn ob ooo $n 60-6 66450 6 alee 4 pee ae 66es pees 3.75c. to 3.85c. 
Sheets, galvanized, . Ln as — Pe erTT CTT ee Tre? rE - 4.90c. to 5.00c. 
Soft steel bars, Ee Si as neh ates bo 060s CEES ESS UE by Oe Libba td 2.40c. 
pikes, *% and 1.4, ey ME veg cc cevevcc ve etess 0500s skOnssae dg eee .- - $3.10 


ee Cs I WS SOc oer ccnencdccccccccevecaenet kbs s 56 0a sueebedeens $5. 

Woven fence, carloads to retailers babe GNOSc cess 0 06000dunehaeiueeaekare 65 per cent off list 
Wreeees SEO WO, GEOG, Bae. GP RIBGR. cc ccccccecnsdsvinedcabeeeces 29 per cent off list 
Wrought iron pipe, galvanized, 1l-in. to 1%- Tv cccncdeeeasey en o+eeeeeee 2 percent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 Ib. minimum 


Philadelphia, eee $0.32 DD pn¢ethoannaeae $0.265 St. Louis ....... cconseen *Pacific Coast ....... $1.15 
Philadelphia, wees: « 0.235 Cleveland ............ 0.215 Kansas City ....... . 0.735 *Pac. Coast, ship plates 1.20 
Baltimore, domestic. 0.31 Cleve'and, Youngstown Kansas C.ty (pipe)... 0.705 Birmingham ......... 0.58 
Baltimore, export..... 0.225 Th son 6vetechess 0.19 DEE seneoveeeescee 0.60 Dt «cesiccane aes 0.56 
New York, domestic... 0.34 Dh ith ween ee 66a 6S 0.29 Dt tecdaceveoeees 0.735 Jacksonville. all rail.. 0.70 
New York, export..... 0.255 DEE) coenes seus 0.29 Gaake, (ee 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 eee 0.31 Pn anesececotie » 3.15 EE ¢eee6eses.00.40 0.415 
Boston, export........ 0.255 DE seve beeet bees 0.34 tDenver (pipe) ...... 1.17 New Orleans ......... 0.67 


tTMinimum loading 46,000 Ib. 


Rates from Atlantic Coast ports (i.e. New York, Philade’phia and Baltimore) to Pacific Coast ports of call on most 
are as follows : Pig iron, 35c.; ship plates, 40c.; ingots and muck bars, structural 
40c.; sheets and tin plates, 40c¢.; sheets, 


*eeenvreeeeeeeeeneeneeeeeeeeeeeeeeeeteeteeneeeeeseeeeneee 


mel 60 per cent off list 
..-48% per cent off et 
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POULTRY NETTING.—Locai jobbers 
say they have shipped out a good part 
of their spring orders for poultry net- 
ting on which the usual forward dating 
applies. Makers have made prompt 
shipments on orders from the jobbers, 
and there promises to be an ample sup- 
ply of netting to meet the demand this 
year, and which is expected to be fully 
as heavy as last year. Prices are firm. 


Local jobbers are quoting 45 and 5 
per cent off list for galvanized after 
weaving, and 45 and 10 and 5 for gal- 
vanized before weaving. 


SHEETS.—wWhile there is a fair de- 
mand for sheets, mills report that or- 
ders are harder to obtain, and in some 
eases prices are shaded more freely to 
get them. The American Sheet & Tin 
Plate Co. is credited with adhering to 
the regular prices on all grades of 
sheets, preferring to pass up business 
rather than shade prices. We have 
noted frequently of late that large or- 
ders for cars are being steadily placed 
by the railroads, and heavy orders for 
sheets for these new cars, reported to 
be in excess of 25,000 tons, have lately 
been placed, most of this business re- 
ported going to the railroads. Prices 
are only fairly firm, and are shaded 
about $2 per ton when a nice order 
comes in the market. The sheet mills 
are operating to about 75 per cent of 
capacity. 


Prices on No. 28 gage black sheets 
may now be quoted at 3.75c. to 3.85c.; 
galvanized No. 28 gage, 4.90c. to 5c.; 
these prices being for carloads or 
larger lots. For small lots from 
store or warehouse, the usual ad- 
vances over the above named prices 
are charged. 


SHOVELS.—The demand for shovels 
has quieted down to some extent,’but it 
is stated that prices are holding quite 
firm. Local jobbers quote the retail 
trade on the basis of $11 per doz. for 
fourth grade plain black and $12 per 
doz. for fourth grade polished. 


STEEL PIPE.—The nice weather of 
the past ten days has accelerated the 
demand for standard pipe which is now 
quite active. Mills report that incom- 
ing orders are practically as heavy as 
shipments, and that with a continuance 
of favorable weather for outdoor work, 
they look for a good business in all 
kinds of pipe over the next six months. 
Some large inquiries are in the market 
for line pipe, these amounting to more 
than 700 miles, mostly for oil lines to 
be laid from the far Western oil fields 
to the Gulf of Mexico, the oil to be ex- 
ported. Prices remain firm, and for 
small lots from store or warehouse are 
as follows: 


These prices per 100 ft. f.o.b. Pitts- 
urgh. 


TIN PLATE.—Mil!s report that their 
entire output for the first half of this 
year is under contract, and that large 
consumers are sounding the market for 
their supply of tin plate for the second 
half of this year. There seems to be 
no doubt but that 1924 in consumption 
of tin plate will be the biggest the 
trade has ever known. The price of 
bright plate per base box remains at 
$5.50 at mill in carloads and larger lots. 
From store in small lots the usual ad- 
vances apply. 


WIRE PRODUCTS.—With the ap- 
proach of spring, the new demand for 
wire nails is showing the usual in- 
crease, and with an extensive building 
program laid out for this year, it is ex- 
pected that the wire nail: trade will be 
active all over the year. Wire and wire 
fencing are only moderately - active. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire; $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per srool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.; No. 9 galvanized 
fence wire, $3.90 per 100 Ib.: woven 
wire fencing, 63 per cent off list. All 


Black Galv. Black Galv. 
7A. § oa 1....$ 7.18 $ 9.31 
{ae Are ae (Ree 12.59 
%.... 3.36 $5.50 1%.. 11.60 15.05 
yy . 4.17 5.43 i iw 20.25 
Free 6.56 2%... 24.68 Sore 80-rod. 


the above prices on spools are for 
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Profits Protected 


—since these New Books 




















The Pasted Intersheet 
Books give more copies in 
one writing. Three sheets 
are jvined together when 
turn out of the Dok, 


safeguard every transaction 


What hardware dealer has 
not been disappointed with 
his profits? He does a good 
business, figures and prices 
seem right, still every time 
he sees a profit statement— 
disappointment. What’s 
wrong? Are charges always 
reaching your ledger? Are 
goods that leave the store 
taking profit with them? 


To solve these problems we 
have been working with 
hardware dealers for years. 
Our Sure-Trip and Sure- 
Quad Sales Books are the di- 
rect results. These books 
have unique features of pro- 


ducing more copies in one 
writing, all joined when re- 
moved from the book. 


That extra copy means pro- 
tection. If the one slip is 
missing, you are still pro- 
tected, for you have the extra 
copy. Therefore no sale is 
made without a charge on 
the ledger. Some hardware 
men also use these extra 
copies for delivery receipts 
or the basis of a simple 
statement system. All are 
means of protecting profits. 
Through long years of ex- 
perience, our men know the 
best methods of the leading 


hardware stores. 44% of 
these salesmen have been 
in our selling service for 
15 to 38 years, 26% for 
10 to 15 years. Sure-Trip 
and Sure-Quad Sales Books 
with their exclusive feat- 
ures are adaptable to many 
problems of the hardware 
man. 


You can avail yourself of 
this knowledge and experi- 
ence the same as hundreds 
of hardware dealers have. 

Why not pin the coupon to 
your letterhead, tell us the 
uses you have in mind, and 
send to our nearest plant? 


American Sales Book Company, 14, Elmira, N. Y. 


West of the Rockies 


Pacific Manifolding Book Co., 
Emeryville, Cal. 


Pacific Coast Sales Book Co., 
Los Angeles, Cal. 


In Canada 


F. N. Burt Company, Ld., 
Toronto, Can. 








AMERICAN SALES BOOK COMPANY, LD. 
Dept. 7253, Elmira, N. Y. 


Without incurring obligation I would like to know more about 
your Sure-Trip and Sure-Quad Sales Book, as described above, 


fae: tee + Catharine: GEBRs'éc ude beeen dee dint vanes cb cewnndege 
Ae Pe eens Set tA ee SS Be ee ee Pree eee eee ee ee 
PEW GOMER oc ccc ccccccdccsevencevescccdcccacceccoecocceuve 
Es le std she bende eons dneked 600 Cen ee Gh e0se es omsevege 


i ee ae 2 ee pais de cbes ceee sas eee bd maa 
NOTE: We might be interested in other duplicating forms, 





Forty years ago Samuel J. : Scam. re re re re er rr rly Terry TT sy TT Tt). tt 
Moore, our president, built Toronte. Can. 

the first factory devoted to . 

the manufacture of sa.cs 
books. 
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New England Shelf Hardware Jobbers ~ 
Report Sales Ahead of March 1923 


(Boston office of HARDWARE AGE) 

N | EW ENGLAND weather the past week was more 

conducive to the movement of hardware over the 

retail counter, but it will take at least another 
week of good weather to get: the public mind back on the 
many lines handled by the retail trade needed this spring. 
Of the classified hardware lines, mill supplies and heavy 
hardware are comparatively inactive. Buyers of mill sup- 
plies and machine shop requirements either have not used 
up what they previously bought, or going business with 
them does not warrant extensive additional purchases. The 
heavy hardware market unquestionably has been slowed up 
by reports of price concessions on plates, shapes and bars. 
In other words, the consumer is buying just as little as 
possible and waiting further price developments. 

The improvement shown is largely confined to the shelf 
hardware end of the industry. Bookings by jobbers are 
remarkable in view of the volume of retail sales. Practi- 
cally every shelf hardware jobber is doing a much larger 
business than last month as well as last year. He reports 
collections as only fair, yet as good as might be expected 


AUTOMOBILE ACCESSORIES. — 


in view of the condition of retail business during January 
and February. 

In line with a vote taken at the New England Hardware 
Dealers’ convention here last month, one of the leading 
Boston shelf hardware jobbing houses has issued a bulletin 
to its salesmen stating that in the future all back orders, 
except on new goods that have not come in from the fac- 
tory, will be cancelled and entered on a back order sheet 
under the following heading: “We have cancelled the fol- 
lowing items which are not in stock but are due us from 
factory. Please include these in your next ordeg.” If 
there are items where a quantity price applies, the goods 
will be back ordered stating the price, so that the pur- 
chaser may receive the balance of his order at the quantity 
price. The said house will have a separate back order 
sheet printed in red for new goods that have not come in 
from the factory, on which the items will be entered under 
the following heading: “The following new goods on your 
recent order have not arrived and will be shipped later.” 
The action of this house undoubtedly will be followed by 
other New England shelf hardware jobbers. 


facturers of Raybestos brake lining, 
and jobbers have adjusted their lists 
accordingly. Otherwise important price 
changes in automobile accessories are 
lacking. Bookings in this branch of 
the hardware business are on the mend, 
say jobbers. 


We quote from Boston jobbers’ 
stocks: 

Automobile Accessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn "button, 57c. ; 
rear wheel brake, $9.38; glass oil 

gage, 30c.; ratchet wrench, $2.25; 
windshield wiper, $3.75; crankcase 
arm, 48c., and attery charger, $13.50. 

Springs. —Vulcan line, all makes, 35 
per cent discount; — sizes, 7-leaf 


| 
{ 
| 
| 
slight advance has been made by manu- 
; 





front, No. 2000, $1. net; 9-leaf 
front, No. 2004, $2; ?. “feat rear, No. 
2009, 25. 


Pressure Gauges.—Ballon tire, in 
lots of less than ten, $1. 4 each; in 
packages of ten, $1.08 each 

Oil ei and Greases. —Mobiloil, —, 
der, A. E. and Arctic, one- -gal., 5 
per gal., five gallons $1, 08% per ig 
4 gallons, $1 per gal.; 55 gallons, 95c. 

ri - Cylinder, B, 1- gallon, $1.30; 
ions, $1.13% per ‘gal.; 30 gallons, 

105 per gal. Transmission oil, C. 
1.05 per gal. Transmission grease, 

C, 5-pound lots, 20%c. r lb.; lub- 
ricant grease, in 5-pound lots, $11. 50 

er case of 12; in 1-pound packages, 

10 al case of 48. Discount 25 per 
cent. 


BALANCES.— Spring balances  con- 
tinue to figure in weekly bookings by 
) the jobbing trade. 
| We quote from Boston jobbers’ 
; stocks: 
; Sprin Balances.—No. 3, ie. 
: soe ai No. 51, $6 No. o is 0. 
| No. 273, $30; No. 87, 
i os of 35 hme 5 per ~~ ge 
; BARROWS.—Quite an improvement in 
ee wholesale garden barrow bookings is 


noted. 
We quote from Boston jobbers’ 
E. stocks: 
a Barrows.—Garden, No. 4 _ steel 
14 wheel, $6 net each; wood wheel, $6.25; 
43° No. 5, — wheel, $6.50; wood ‘wheel, 


DE. $6.75. F.o.b. factory, "No. 4, steel 
ff wheel $5.75, wood wheel, $6; No. 
steel wheel, $6.25, wood wheel, $6. 50" 


BASEBALL GOODS..— Early this 


month jobbers were disappointed over 
the volume of baseball goods bookings, 
and attributed business conditions to 
the fact that retail dealers must have 
carried over considerable stock. Of 
late the jobbers’ views have changed 
somewhat due to better business. Most 
everybody appears to have an ample 
wholesale stock to take care of retail 
requirements. 
PRs quote from Boston jobbers’ 


ocks 
otfieiders’ Gloves.—No. 500, $4.50 per 
doz., net; No. 507C, $8.40: ’No. 509C, 


25, 
No. 542, $29; No. B52, 526. 50: No. 144° 
Pe sa tei ty 7 ee 560 


, $12 per 
net; No. 574R, $16: No. wae 
soe 50: No. 577, $7, No. 588, $54: 


592, $72. 
Baseman Mits.—No. 603, $16 per 
doz., net; No. 608, $27; No. 625W, 40. 
Masks.—Boys’ No. 25M, $4. 50 per 
doz., net; Youths’, No. 31M, #19; 


1M, $42. 

Chest Protectors. —No. 903, boys’, 
= .75 per doz.; No. 920, big league 
size, . 

Bats.—Crack-A-Jack, $2 per doz., 
net: Junior League, $3.6 Kin sof 
Field, $7.20; burnt oll finish $10. 
Professional League, Bing-Go “Go. 
$12; youth's assorted b.. o. 7.2 
Louisville Slugger, Jr., $5.40; reuis: 
ville Slugger (regular), $16.30. 

Basebalis.—Per dozen, net, Dandy, 
75c.; Boys’ Favorite, $1.65; special 
America, $2; Junior League —— 
$2; Junior League $3.75; Boys’ 
League, $4; — ir Lively, $6; Pro- 
ardwood 


fessional lLeagu $8; 
‘National League, 


League, $12.50: 
$14.50. 
BOTTLES.—Vacuum bottles continue 
to sell regularly each day. American 
manufacturers are placing on the mar- 
ket an attractive bottle at a reasonable 
price, consequently jobbers here say 
there is comparatively little call for 


imported merchandise. 

pet quote from Boston jobbers’ 
stoc 

Dettice.—Therenes line, No. 11, 
brown, $1.05 each net. No. 6, $2.75 
each list: No. 6Q, $4; No. 15%, * .10; 
No. 15, $2. 35: O. 15Q, $3.60. ni- 
versal line, No. 21, pint, $1.65 on og 
list No. 22, quart, $2 50, competitive, 
No. 111, pint, $1. 05 net; green, No. 
70, half-pint, $1.05 net; green, No. 





70, half-pint, $1.75 list; No. 71, pin 
$1.85; No. 72, quart, $2. $5; corrugate 
No. 591, pints, $2.75; No. = 

Fillers.—Tihermos ‘line, 17; 
95c. list; No. 15F, $1; No. 15QF. $1.60. 

Parts. —Cups, tin’ and aluminum, 
30c. and 40c., nickel plated, 35c., 4 
50c. Shoulders, aluminum 26c. ~ 
35c., nickel plated 35c. and 50c. Shock 
springs 25c., and 35c. Corks, for %- 
pt. bottles 50c. doz., pint and quart 
bottles 60c. doz. 

Discounts.—Small lots, 25 and 10 
per cent. 


BRUSHES.—Jobbers profess to have 
been given to understand that an ad- 
vance in paint brushes will be an- 
nounced within the immediate future. 
Full details are lacking, however. 


We quote from Boston jobbers’ 
stocks: 

Brushes.—Paint, wall, $5 to $60 per 
doz., net; varnish, $3.50 to $25; calci- 
to $18 | oscuee to $90; whitewash, $3.50 
0 ’ 


CARTS AND WAGONS.—tThe season 
is on for wheel toys such as wagons, 
carts, coasters, etc. Buying has not 
gathered much headway as yet, but 
jobbers are optimistic, basing their 
feelings on the belief that retail stocks 
are small and that public demands will 


be large. 

Ris) quote from Boston jobbers’ 
stoc 

Kiddie Kars.—No. 101, $1.50 each 
net; No. 102, $2; No. 103, $2.50; No. 
104, $3; No. 105, $3.34. 

Pedal Kars. ce 154, $4 each net: 
No. 155, $4.67. 

Kiddie Karts.—No. 301, $2.33 net 
each: No. 302, ; No. 303, $3.67; 
No. 304, $4.34; No. "305, . 

Kiddie Koasters. = Rubber tire, No. 
705, $9 each net; —, 10. 

Red Racer.—Wag ee 636, $5 
each net; in lots aot "tix. $4.80. 


CHAMOIS.—Local jobbing quotations 
on chamois have been advanced about 
10 per cent to conform with manufac- 
turers’ lists, recently issued. 


COFFEE MILLS.—Coffee mills are be- 
ing contracted for in a_ satisfactory 
manner, according to jobbers. Nothing 


new in prices has developed of late. 


ian quote from Boston jobbers’ 
stocks: 

Coffee Milis.—Landers, Frary & 
Clark line, No. 0014, $13. '25 per > ace, 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of .garden hose. 
' Also makers of GOOD 
LUCK Jar Rings. 








“IT Sell April Showers 


‘“There is no excuse for being stingy with 
your garden and depriving it of those de- 
licious springtime drizzles enjoyed so much 
by all forms of vegetation. 


“‘A length of my famous %ths hose— 
BULL DOG, GOOD LUCK or MILO— 
will give a garden the same dewy freshness 
as spring rain. Why should anyone bother 
with a worn-out hose which takes twice 
the labor to give the proper result? 


‘“The wise gardener can afford to enjoy 
sunshine in the spring since he can buy 
his April showers at my store.”’ 
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mass No. 014, $15; No. 44, om; No. 
” $12.50; No. 110, $15.50 


poor SPRINGS.—Door springs are 
another item on which encouraging 
sales reports are made. Trade is steady, 
individual orders as a rule being con- 


servative. 

We quote from Boston jobbers’ 

stocks: 

Door Springs.—No. 11, 45c. per doz. 

net; No. 12, 50c.; No. 13, 55c.; No. 

, 6Cc.; No. 15, 67c. 
HAMMERS.— Both carpenters’ and 
heavy hammers are in demand. Manu- 
facturers of the former are giving job- 
bers a good assortment of stock, con- 
sequently one hears fewer kicks from 
retail dealers about their inabiiity to 
get stock wanted. No trouble is found 
with heavy hammer deliveries. 

We quote from Boston jobbers’ 


stocks: 
Carpenters’ Hammers. — Maydole 
line, . Ay $13.50 per doz. net; 


No. 12, $12.65; No. 12%, $11.82; No 
711, $14. 62: No. 711%, $13.50; No. 70, 
$18.75. Brown Hammers — No nae 


$8.50 per doz.; No. 12, $9.50; No. 
$10.12; No. 11, $11; No. 711%, $10.18" 
and No. 712, $9.5 50. 

“py Hammers, etc.—Heavy, un- 
der 5 60 per cent discount; over 
5 Ib., 69 and 10 per cent discount. 
Stone hammers, 60 per cent discount, 
wood choppers’ mauls, 60 per cent 
discount. 


HOSE.—Retail dealers have not been 
slow to cover themselves on rubber 
hose in view of the fact that jobbers did 
not advance prices when manufacturers 


did. 
We quote from Boston jobbers’ 
stocks: 
Rubber Hose.—*%-in., in 50-ft. 


lengths, Commercial, 8c. per ft., net; 
Pointer, 8%c.; Leader, 94%c.; Olympia 
(wire wound), 10c; Good Luck, 1lc.; 
Vim., 10% c.; Milo, 12%c.; Bull Dog, 
13%c.. For 25-ft. lengths add ‘%c. 


LAWN MOWERS —dJobbers say retail 
dealers are fairly well covered on lawn 
mowers and that sales are far in excess 
of those in 1923. Belated buying, how- 
ever, serves to keep jobbing interest 


alive. 

We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Hub, 14-in., $6 
each, net; 16-in., $6. 25 net; oo 
14-in., $13.7 75 list; 16-in., $14.5 50: Co- 
lonial, 8-in. wheel, ballbearing, 16- in., 
$17.50 list; 18-in., $18.25; Newport, 
9-in. wheel, plain bearing, 16-in., 
- 50 list: 18- in., $17.25; Lakewood, 

9-in. wheel ballbearing, 16-in., $19.25 
list; 18-in., $20; Imperial, plain bear- 
ing, high wheel, five b!ades, 14-in., 
$26.50 list; 16-in., $28.50; 18-in., $30.50; 
Imperial ballbearing, 14- in., $29 list; 
16-in., $31; 18-in., $33; 20-in.. $35: 
Caldwell lawn trim, 8-in., $16.50 list. 
Discount, 50 per cent. $305 

oa 


Discount, 10 





list; No. H, $400 list. 
per cent. 
MOPS.—The market for mops is doing 
better than it did a year ago at this 


time. 

We quote from Boston jobbers’ 
stocks: 

Mops.—O-Cedar line, without han- 
dles, No. 4, $12 per doz., list; No. 10, 
$18; No. 11, $18: dry duster, No. 9, 
$12: handles, $3 per doz. extra. Floor 
No. 22. $2 each. Hand, No. 44, $6 per 
doz. Clothes, No. 51, $4.20 doz. Dis- 
count 33% per cent. 

Cotton Mops.—Eureka line, 9-Ib. 
twine, $4 per doz.; 12- Ib. twine, $5.35. 
Yacht mops, 12-02., $5.75, 1-lb., $6.50. 


PICKS AND MATTOCKS. —Buying of 
picks and mattocks for immediate and 
future requirements is going on all the 
time. Individual orders as a rule are 
not large, but in the aggregate are sat- 
isfactory. 

We quote from Boston jobbers’ 


stocks 
Picks. —Railroad, 40 and 10 per cent 
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discount; contractor’s, 40 and 5 per 
cent discount. Grub hoes, 40 and 10 
per cent discount. Mattocks, 40 and 
10 per cent discount. 


POULTRY SUPPLIES.—Sales of incu- 
bators so far this season have broken 
all previous records. Business with 
one local jobber alone has amounted to 
six figures. Brooders also have sold in 
liberal fashion and uncontracted job- 
bers’ stocks are comparatively small. 


We quote from Boston jobbers’ 
stocks: 

incubators.—Buckeye line. oil and 
gas heater, No. : 
No. 2, $31.15; : 
$47.60; No. 5, $74.90; No. 14, $11.55; 
No. 16, $19.25; No. 17, $25.73. Queen 
line, style K, No. 20, 70 egg capacity, 
$16. 50 each; No. 21, 120 eggs, ae 
No. 22, 220 e 2s, $36.75; No. 1, 85 
egZEs, $27. 50; No. 2, 135 eggs, $37.50; 
No. 3, 180 eggs, $44.50; No. 4, 27 
eggs, $57.75; No. 5, 400 ia $68; No. 
25, 600 eggs, $103; No. 3 eggs, 
$132; No. 45, 1000 eggs, $187, - 
count, 30 per cent. 

Brooders.—Buckeye Lagu coal, No. 
18, $15.05 each net: No. 19, $18.55; 
oil burner, No. 20, $8. 23; No. 21, $10.85; 
No. 22, $13.30; No. 23, coal ‘purner, 
$21: No. 27A, ol burner, $12.25; No. 
28A, $14; No. 29A, $15.75: ueen line, 
No. 1, 600 chick capacity, $21.50 each; 
No. 2, 1200 chick capacity, $26.50. 
Discount, 30 per cent. 

Poultry Netting.—From Boston 
stocks, 40 per cent discount: direct 
factory shinments, 45 and 5 per cent 
dis-ount, f.o.b. Pittsburgh. 

Staples.—Galvanized poultry net- 
ting, direct factory shinments in car 
lots, $5.25 per cwut., in l*ss than car 
lots £550. From jobbers’ stocks, in 
100-l).. kegs, $6.75 per cwt.; in 10-Ib. 
packages, $8; in 1-lb papers, $9; in 
(350 papers, $9.75; in %4-lb. papers, 

ov. 


RADIO GOODS.—Demand for parts 
and too's on the increase. Sets se-ling 


well. 

we" quote from Boston jobbers’ 
stoc 

Metere. —Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, 35 amps., 90c. each: voltmet- 
ers, No. 34B, 0 to 30 volts, $1.50 each; 
No. 34C, 0 to 50 volts, $1.85. 


Eveready B & C batteries are 
quoted in various lots, net, as fol- 
lows: 

Less 10 50 

No 1 to 49 plus 
ae ‘6 6édvews $1.05 $1.00 £0 
5 <eiemeie 1.35 1.27 1.13 

mn * » éeveees 1.35 1.27 1.13 
oe Caw e 1.75 1.67 1.50 
a ~éccosctha ae 3.34 3.00 
an. a das veh ee 9.00 8.25 7.50 
Battery Chargers.—Anco lin in 


lots of less than 10, £13.50 wm Tet. 
ROLLER SKATES.—The movemertt of 
roller skates out of jobbers’ stocks is 
gathering momentum. Stocks are in 
fairly good condition and little delay 
is experienced by retail houses when 
prompt shipments are requested. 
We quote from Boston jobbers’ 


stocks: 
Roller Skates. —No. 2, 70c. per pair 
net: No. 3. 75c.: No. 10, $1.20; No. 


5, $1.65; “No. 6, $1.65. 


SCREENS AND DOORS.—Retail firms 
generally are well covered. Shipments 
have been and are being made from 
jobbers’ stocks, and a_ considerable 
quantity of merchandise this season 
will go direct from factory to retail 
stocks. 


We quote from Boston jobbers’ 
stocks: 

Screen Cloth.—Black, 12-mesh, $2.40 
per 100 sq. ft.; 14-me sh, $2.90; Opal, 
12-mesh. $2. 95 per 100 sq. ft.; 14- 


mesh, $3.45; 16-mesh, $3.95; all from 
Boston store. Direct mill shipments, 
f.o.b. Pittsburgh. black, 12-mesh, 


$2.15; 14-mesh, $2.65. Bronze screen 
cloth, widths 24-in. to 48-in., from 
stock, 7%c. per sq. ft. factory, 7%4c.; 
16-mesh, 8c.; 18-mesh, 8%c. 

Screen Doors.—No. 241, 2 x 6 
$20.80 per doz.: 2 x 8, $21. 7%, 3 = 
10. $22.80; 3x 7, $23.80; No. 454, 2 x 
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29.60; 2 x 10, $30; 

; No. G, "2 x 6, $24.45; 

$25.75; 2 x 10, $27.20; 3 x 7, 

$38.60. All prices net, from store. A 

10 per cent discount, is allowed on 
direct factory shipments. 


SPRAYS.—Dry lime sulphur has been 
advanced % cent per lb. and arsenate 
of lead in 10-lb. containers and larger 
costs a little more. 


We quote from Boston jobbers’ 
stocks: 

Pyrox.—One lb. jars, 24 to crate, 
$7.32; 5-lb. crocks, 12 to crate, $15; 
10-Ib. crocks, 6 to a. $13.50; 25- 
Ib. containers, 4 rate, $20. 50; 
50-lb. kegs, $9. 25; 100. Ib. kegs, $14.75; 
300-lb. kegs, $42. is. In less than case 
lots, 1-lb. jars, 32c.; 5-lb. crocks, 
$1.30; 10-lb. Soom, $2. 35; 25-lb. con- 
tainers, $5.5 

Arsenate of Lead.—10-lb. cans, 28c. 
per Ib.; 25-lb. cans, 27c. per Ib.; 50-Ib. 
cans, 26c. per 1b.; 100-lb. cans, 25c. 
per lb. 

Dry Lime Sulphur. —Small lots, 1- 
lb. containers, Z6c.; 5-Ib. containers, 
22%ec. per Ib.; 10- Ib. containers, 20c. 
per lb.; in lots of 200-lb. or more, 
1-Ib. containers, 25c. per Ib.; 5-Ib. 
containers, 22c. per Ib.; 10- Ib. con- 
tainers, 19c. per Ib. 

Lime Sulphur Wash.—Quart con- 
containers, 3lc. each; gallons, 59c. 


TOOLS.—Both garden and farming 
tools are beginning to move out of job- 
bers’ stocks more freely. Prices ap- 
parently are firm with little indication 
of changing. 
TURNBUCKLES.—Pure’y because of 
local conditions, some of the largest 
jobbers have reduced prices on turn- 
buckles, the drop in some instances 
amounting to all of 20 per cent. 


WASHING MACHINES.—The demand 
for washing machines remains fair. 


We quote from Boston jobbers’ 
stocks: 

mE sere Machines.—Haag line, No. 
10E, $62.45 net each; cylinder type, 
wood tub. 

Washing Machines.—Haag _iIine, 
‘ cylinder type, wood tub, No. 
$62.65 each net; galvan: zed tub, No. 
TOE, $87.50; metal cylinder, No. 75E, 
$87.50; Eveready, gaivanized tub, No. 
E31, | $104.65; copper tub, No. E41, 

0 


WRINGERS.— Jobbers say bookings 
are quite in line with those of former 
years at this time. 


We quote from Boston jobbers’ 
stocks 

airineere. —Crescent, No. 130, $39.50 
per doz. net. Universal, No. 341. 
$58. a No. 350, $46.50: No. 361, $62.50; 
No. 380, $50.50; No. 380E, $52.50; No. 
B381E, $91. 50: No. B350E, $83. we 

Mop Wringers. —White, No. $44 
per doz., net; No. 1, $32; No. 2, $51. 60; 
No. 114, $27: No. 14, family, galvan- 
ized, $31; No. 112, $22. 


te 
* 


Addition to Fraim Night Latches 


A new night latch, known as No. 112, 
has recently been placed on the market 
by the E. E. Fraim Lock Co., Lancaster, 
Pa., with a view of meeting the demand 
for a high grade lock and of rounding 
out its line so that the dealer can with 
the five principal models carry a stock 
that covers every need of the trade. 
These five sell at retail at. prices cal- 
culated to meet every pocketbook. No. 
112 is a five pin tumbler, antique cop- 
per finish concealed-screw latch of high 
class construction and workmanship. It 
is made in unlimited key changes and 
masterkeyed. A small bronze knob per- 
forms the double function of deadlocl:-- 
ing the bolt whereby, when desired, it 
cannot be opened with a key from the 
outside and, furthermore, will retain the 
bolt in an unlocked position from the in- 
side. Four keys are furnished instead 
of the usual three. 


Reading matter continued on page 82 








March 27, 1924 HARDWARE AGE Sl 


—to increase your sales 


send for this Book! 






SELLING the New Improved 
Gillette to a man who doesn’t al- 

ready use one is merelya matter of 

explaining the Three Reasons for | p 
the Perfect Shave. This Gillette ) ge 
booklet, “Three Reasons,” gives ae 3 eee 
you the facts that will help increase 
your sales. We want to send you 
a copy. Use the coupon—now. 


GILLETTE SAFETY RAZOR CO. 
BOSTON, U. S. A. 


The New Improved 


Gillette 
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7 GILLETTE 
jf SAFETY RAZOR CO. 
BOSTON, MASS. 


7 1am interested in learning 

how to get greater profits 
V4 through selling the New Im- 
4 proved Gillette—using the “Three 
‘7 Reasons’. Please send me a copy 
tA without obligation. 
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A Display for Any Window 


NE of the most effective window 

displays that I have seen in some 
time was recently shown by Ham- 
macher, Schlemmer & Co., Fourth Ave- 
nue and Thirteenth Street, New York 
City. It was arranged by Mr. Grube, 
the firm’s window display man, and 
was composed entirely of _ scissors, 
shears, pliers and tinners’ snips. 

To my mind this display shows both 
simplicity and individuality. Its appeal 
is to all types and classes of people 
who do and can use these articles, such 
as the housewife, the factory girl, the 
dressmaker, the tailor, the tinsmith, 
the barber, the mechanic, the radio en- 
thusiast, the autoist and the man who 
takes pride in his home tool box. 

This is the kind of window that can 


The 


Antwerp, Malines—where Cardinal 


Mercier lives— 
then Brussels and the Battlefield of Waterloo. 


HARDWARE AGE 


By H. M. DEMAREST 


be trimmed by practically any hard- 
ware dealer in any section of the coun- 
try, because it is simple, the material is 
furnished by the manufacturers and 
the entire display can be enlarged or 
reduced, as desired, to suit any size or 
style of window. 

Some of the vacuum grip pliers 
shown in this display are mounted on 
handsome blue finished veneer panels, 
some in mahogany or oak display cases 
against a blue background. Others are 
displayed on the floor of the window in 
individual blue boxes, in which the 
goods are packed. 

The shears and scissors are artisti- 
cally mounted on large panel boards 
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covered with silk plush of old gold. 
Others are shown on small easel panels 
containing two sizes of a pattern. The 
tinners’ snips are displayed in all sizes 
from the smallest to the largest on a 
compact and attractive board. 

The combined color scheme of old gold 
and royal blue is altogether pleasing 
to the eye, displays the goods to the 
best advantage and [ends a tone of dis- 
tinction to the window. As I mentioned 
before, any dealer can use this display, 
as practically all of the material used 
is furnished by the manufacturers. Of 
course, the arrangement of the mer- 
chandise in the window is a matter of 
individual taste and will be more or 
less governed by the size, shape, depth 
and position of the window. 


City of Well-Worn Clothes 


(Continued from page 58) 


pockets. The Frenchmen submitted good-humoredly 





In our compartment of the crowded train were five 
well-dressed Frenchmen and myself. They heatedly 
discussed French politics. 

The train stopped. Three large Belgian officials in 
gray-blue uniforms stepped into our compartment and 
ordered us to open our luggage. There was no joking 
this time. They made a most thorough search into 
every bag and “carry-all.” They pushed with sticks 
under the seats, looked under the seat cushions and 
finally made each of us stand up and submit to a per- 
sonal search. They examined all the papers in our 


and when they departed I asked, “What is the great 
idea?” “They are after securities that are being car- 
ried out of the country.” It seems as the franc de- 
clines and trouble is feared that both in Belgium and 
France capital is leaving the country. It seems that 
immense sums have not only gone to the United States 
but also to South America, especially to the Argentine. 

How happy we should be that fate has given us a 
country where we can travel from one end of a conti- 
nent to another with one language, with one money 
and without the constant irritations of passport and 
customs officials! 


Reading matter continued on page 84 
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The Wilder Hardware 
Co., Tonawanda, N. Y., 
delivers washers in a 
truck bearing the name 
of the washer the firm 
handles 


See the Goods 


ALESMANSHIP, as_ someone 

has said, does not consist so 

much in selling an article as 
in selling its uses beforehand. Suc- 
cessful salesmanship, consequently, 
consists in viewing the merchandise 
to be sold through the prospective 
customer’s eyes. The article itself 
is merely a means to an end—if 
it promises to help eliminate drudg- 
ery, promote health and happiness, 
or satisfy a person’s vanity, it can 
be sold in direct proportion to the 
prospective buyer’s belief as to how 
well it will perform these services. 

The success of the electric washing 
machine, for example, is due to the 
fact that the average housewife is 
sold on the idea that it can and has 
revolutionized the drudgery of 
housework. She realizes in a more 
or less impersonal way that it has 
lifted the drudgery of wash day 
from the backs of her sisters, and 
consequently she is ready to listen 
to any argument calculated to con- 
vince her that it can do as much 
for her. 

The market for electric washing 
machines is no longer limited to 
the larger towns, for, except in a 
few isolated communities, electricity 
is now found in every hamlet, vil- 
lage and town and, thanks to the 
farm’s electric lighting plant, is also 
found on the greater number of pro- 
gressive farms. But whether the 
prospective purchaser is the farm- 


on 
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Live Sales Tips 
to Use 
When You Sell 
Electric 
Washers 


as Your Customer Sees ‘Them 


er’s wife or her sister in the metro- 
politan area, the hardware retailer’s 
success in making a sale depends on 
how successfully he views the mer- 
chandise he has to sell through his 
customer’s eyes. To attempt to de- 
scribe to a woman customer the vari- 
ous technical features of the ma- 
chine he is trying to sell, to describe 
to her in detail the motor, the gears, 
etc., might conceivably have just 
the reverse effect from that which 
he is trying to bring about, because 
what she is thinking about is how it 
is going to relieve her of the drudg- 
ery of house work and make her 
household tasks easier. 

What she is interested in hearing 
is how she can accomplish in a few 
hours what ordinarily would be an 
all-day job. She is interested in 
being convinced that the saving in 
health and time will pay many times 
over the initial expense of the ma- 
chine. While her husband might be 
very much interested in the me- 
chanical construction of the ma- 
chine, she, on the contrary, is almost 
exclusively interested in what it can 
accomplish, and not at all in its con- 
struction. 

Too many salesmen make the fatal 
mistake of thinking that what in- 
terests them about an article of mer- 
chandise, whether it’s a washing 
machine, a radio set, an electric 
iron, or whatever it may be, must 
necessarily have the same interest 


for their customers. Consequently 
they play up this angle, sometimes 
without realizing that that particu- 
lar line of attack is hurting instead 
of advancing their chances of 
making a sale. 

With the approach of spring and 
with. the annual spring houseclean- 
ing looming in the offing, the present 
is a particularly propitious time to 
play up electric washing machines. 
An attractive window or interior dis- 
play within tke next few weeks will 
be sure to attract attention. Wash- 
ing machines, like many other arti- 
cles of electrical merchandise, lend 
themselves particularly well to dis- 
play, and the showing of an electric 
washing machine in operation in the 
window has been proved to be a par- 
ticularly potent sales producer. 

Experience has shown that once 
a housewife has begun to use elec- 
trical merchandise, she becomes a 
steadfast disciple of the “live wire” 
line. Of course, a dissatisfied user 
of electrical merchandise is occa- 
sionally found, but in practically 
every case her dissatisfaction can 
be traced to the fact that either 
through carelessness or ignorance 
she failed to use it properly. In 
many cases the retailer is to blame, 
in that he has failed to give her 
proper instructions as to the care 
and attention of the device when the 
sale was made. 


Reading matter continued on page 86 
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Headquarters 


for 


LUZON 
BINDER TWINE 


The increasing demand from 
year to year is the best evi- 
dence that Luzon Twine 
stands second to none. 





























It is carefully made and 1n- 
spected by skilled workmen 
and is unexcelled in quality. 


If interested write us for facts, or see our salesmen. 


The Geo. Worthington Co. 
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Washington News 
(Continued from page 62) 





ers do not think it wise to take them up 
until the outlook for the general legis- 
lative program has cleared up some- 
what. I am still assured by members 
of the Committee on Interstate and 
Foreign Commerce that it is the inten- 
tion to take up these bills at this ses- 
sion for a full hearing, but until it 
is possible to determine what the ma- 
jority leaders can count upon being 
able to do on the floor, it is the best 
opinion that we should wait awhile. 
“There is absolutely nothing in the 
present situation from which the de- 
duction may be drawn that the price 
maintenance bills are losing ground in 
Congress; on the contrary, I think they 
are steadily gaining in strength.” 


Congress May Adjourn Early in June 


Two considerations which apparently 
conflict with each other are now re- 
ceiving the attention of the majority 
leaders. One of these is the desirability 
of adjourning the present session of 
Congress before the presidential con- 
ventions in June, while the other is the 
importance of securing consideration 
before adjournment for a number of 
important measures which promise to 
eall for protracted debate in both 
houses. 

Under the circumstances it is not 
surprising that rumors should be cur- 
rent here that the White House is urg- 
ing the majority leaders to attempt no 
general legislation before adjournment. 
The suggestion in this connection is 
that the President believes it to be pol- 
itically expedient not to develop any 
controversies regarding legislation until 
after the November elections. 

I do not believe the President has 
committed himself to any such program. 
It is quite apparent, however, that if 
Congress adjourns early in June, it will 
be impossible to make any very sub- 
stantial progress in the development of 
a comprehensive legislative program. 

In point of fact, if the tax reduction 
bill and the big budget measures are 
finally disposed of before adjournment, 
the country will be in position to be 
congratulated. Such a program, how- 
ever, would give ample opportunity for 
hearings on the price maintenance bills 
and on other measures not slated for 
final enactment at the present session. 


Supreme Court Spanks Commission 


The United States Supreme Court 
during the past week administered an- 
other spanking to the Federal Trade 
Commission. As we have had ample 
evidence in the past that the spankable 
portion of the Commission’s anatomy is 
composed of a form of indurated fiber, 
the business men of the country must 
not look for a genuine reform in the 
Commission’s methods as the result of 
a mere lecture by so comparatively in- 
significant an agency as the United 
States Supreme Court. 

In a unanimous decision written by 
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Justice Holmes, that master of sarcasm, 
in a case brought by the Commission in 
its effort to make a drag-net search of 
the records of certain tobacco com- 
panies, the court announced that it will 
not permit the Commission to go on 
“fishing expeditions” in search for evi- 
dence. 

“It is contrary to the first principles 
of justice,” the court declared, “to allow 
a search through all the respondents’ 
records, relevant or irrelevant, in the 
hope that something will turn up.” The 
mere fact that one is engaged in inter- 
state commerce or that a corporation 
has been organized to conduct such 
business “does not make men’s affairs 
public,” Justice Holmes stated, point- 
ing out that it was materially different 
in the case of railroads. 

Referring to the fact that the Com- 
mission must have some definite founda- 
tion for its inquiry, the court asserted 
Congress never intended to give the 
Commission the authority it claimed 
in the matter of search. 


Cannot Sweep Traditions into Fire 


“Any one who respects the spirit as 
well as the letter of the fourth amend- 
ment would be loath to believe,” Jus- 
tice Holmes said, “that Congress in- 
tended to authorize one of its subor- 
dinate agencies to sweep all our tradi- 
tions into the fire, or to direct fishing 
expeditions into private papers in the 
possibility that they may disclose evi- 
dence of crime.” 

The right of access given by the stat- 
utes to the Commission is to documen- 
tary evidence, the court said. This did 
not mean, it explained, access to all 
documents, but only “to such documents 
as are evidence.” 

The law does not allow the party 
wanting evidence, the opinion added, to 
call for all documents “in order to see 
if they do not contain it.” Explaining 
that the two corporations had been will- 
ing to produce such papers as they 
conceived to be relevant to the inquiry 
being conducted by the Commission, 
Justice Holmes stated that if the judg- 
ment of the compares was not to be 
accepted as final in such matters, the 
Commission must at least offer some 
evidence to show it was wrong. 


Commission Develops Extraordinary 
Policy 


The Federal Trade Commission is rap- 
idly developing a policy so comprehen- 
sive as to make it apparently unneces- 
sary for Congress to enact legislation 
along a number of special lines concern- 
ing which important bills have been 
pending in both houses for several 
years. Of course, it remains to be 
seen whether these new departures of 
the Commission will be sanctioned by 
the courts, and it is quite possible that 
restrictions may be imposed upon the 
Commission’s activities that may yet 
render it necessary for Congress to ex- 
ercise its prerogative and legislate on 
the subjects involved. 

Readers of HARDWARE AGE are fa- 
miliar with the fact that for a number 
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of years both Senate and House have 
had before them comprehensive bills 
providing standards for paint and 
allied products and forbidding and 
punishing deception in the way of mis- 
branding or otherwise misleading the 
public. But now comes the Federal 
Trade Commission with a _ decision 
which usurps the prerogative of Con- 
gress with respect to shellac and makes 
it clear that the Commission claims the 
right to control by its orders the so- 
called “honest paint’ field. 


Fixes Standard for Shellac 


That the word “shellac” used in con- 
nection with a product not composed 
of 100 per cent shellac gum dissolved in 
alcohol “must be accompanied by words 
clearly indicating the percentages of 
other ingredients used in the manufac- 
ture of the product” is an order just 
issued by the Commission after inves- 
tigating the methods of branding and 
advertising used by L. F. Cassoff, who 
trades under the names of the Central 
Paint and Varnish Works and the Cen- 
tral Varnish Works, with places of 
ktusiness in Brooklyn, N. Y. 

The Commission found that the 
respondent manufactured, advertised 
and sold a product not composed wholly 
of genuine shellac gum under the 
brand name of “White Shellac” and 
“Orange Shellac” without indicating in 
any way on the labels and in the ad- 
vertisements that the product contained 
any other ingredient than genuine shel- 
lac gum. This method of exploiting his 
product, the findings state, misleads 
ard deceives a substantial part of the 
purchasing public into the belief that 
respondent’s product so branded is com- 
posed solely of genuine shellac gum. 

The order reads as follows: “That 
the respondent must cease and desist 
from employing or using on labels, or 
as brands, or in advertising matter, ex- 
cept when such products contain 100 
per cent shellac gum cut in alcohol, or 
on the containers in which the varnish 
is delivered to customers the words 
“Orange Shellac,” “White Shellac,” or 
the word “Shellac” alone or in combina- 
tion with any other word or words un- 
less accompanied by a word or words 
clearly and distinctly indicating that 
such product contains other substances, 
ingredients or gum than shellac gum, 
and by a word or words clearly and 
distinctly setting forth the substances, 
ingredients or gum of which the var- 
nish is composed with the percentages 
of all such substances, ingredients or 
gums therein used clearly stated upon 
the label, brand or upon the containers 
(e.g. “Shellac Substitute” or “Imitation 
Shellac” to be followed by a statement 
setting forth percentages of ingredients 
sr gums therein used”). 


Congress Against Fixing Standards 


Of course, it will be understood that 
those who criticize the Commission’s 
action in such a case as that above de- 
scribed hold no brief for manufacturers 
or dealers who would deceive the pub- 
lic as to the character of products sold 


Reading matter continued on page 88 
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From 
Now On 


Your national service 
section for all hardware 
“wants” should be one 
of these sections: 











BUSINESS OPPORTUNITIES 
A broadcasting of offers in 
hardware stores, properties, 
second hand equipment and 
general opportunities. 
BUSINESS SERVICES 


Advertising Services 
Financial Services 
Professional Services 


HELP WANTED 
Wholesale 
Retail 


Manufacturing 


POSITIONS WANTED 
Wholesale 
Retail 


Manufacturing 
SALES REPRESENTATIVES 
WANTED 





Men of experience and ability 
in selling the hardware 
know and follow this section. 


SALES ACCOUNTS WANTED 


A section used by salesmen 
and sales representatives for ob- 
taining lines to sell. 





These are sections in the 


CLASSIFIED 








OPPORTUNITIES 


The Classified Advertisements 
of Hardware Age which serve 
the “wants’’ of the industry. 





Use These Sections as 
They Best Serve Your 
Regular Hardware 
“Wants.” 


See the back pages of this 
issue for these Classified Op- 
portunities which broadcast at 
low cost and rapid returns of 
the best calibre. They reach 
effectively into all departments 
of the field since Hardware 
Age is the national weekly 
closely read by hardware men. 


USE DEPENDABLE 
WANT ADVERTISEMENTS 


in 
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A Better Fire Shovel 
For Less Money 


Unbreakable 


Strongest at the point 
where most shovels 
are weakest. The 
metal is heavily em- 
bossed and is double 
where the handle 
joins the scoop. The 
method of locking 
the handle to the 
scoop reinforces it, 
making the strongest 
sheet iron Fire 
Shovel made. Black 
enameled, baked on. 
Made of 20 gauge — 
steel. Made in 4 
sizes. 























JOBBER 
POLICY 


Our policy is to sell through 
jobbers only. We acquaint the 
consumer with our line through 
advertising and our prices do the 
rest in making this line the most 
desirable and _ profitable to 
handle. 


Free Sample Waiting 


STALLINGS, Inc. 


| Lafayette Building 
DETROIT, MICHIGAN 
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Nearly 


3,000,000 


Women 





are being reached this spring through 
our National advertising in Ladies’ 
Home Journal and Good Housekeep- 
ing. 

We're telling your customers how 
to solve forever the problem of mak- 
ing “best ever” coffee every time. 

It costs less to buy coffee in the 
bean. 

It's easier to crank an Arcade 
grinder than to open a can of ground 
coffee. 

It’s an absolute fact that coffee 
beans hold the fresh, rich flavor that 
ground coffee quickly loses. 

That’s why thousands of house- 
wives everywhere are so satisfied 
with their Arcade Crystal Coffee Mill 
—they’ve found the secret of making 
good coffee. 

Dealers from coast to coast are 
making real profits and real friends 
in their communities. 

Sell your customers only the best. 

Arcade Crystal Coffee Mills have 
been the best for forty years. 

Write us for Catalog No. 30-C. 
Your iobber will supply you immedi- 
ately. 


Arcade Manufacturing Co. 


Freeport, Ill. 


ARCADE 


HARDWARE 
ane TOYS 
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by them. 
that Congress at no time has author- 
ized the Federal Trade Commission to 
fix standards for paint and allied prod- 
ucts but on the contrary has thus far 
refused such authority when requested 
to confer it upon the Bureau of Stand- 
ards or the Department of Agriculture. 

If the action taken by the Commis- 
sion in the case referred to is legal 
there is no reason why the Commission 
should not at once promulgate a com- 
piete series of standards for pure 
paints, varnishes, oils, ete., and prose- 
cute manufacturers and dealers who 
fail to live up to them. 


Must Change Concern’s Name 


Another interesting case has just 
been decided by the Commission which 
is generally regarded as involving ac- 
tion that is a step in advance of any 
decision of the Commission heretofore 
promulgated. In a case against the 
Salt Lake Cooperative Woolen Mills of 
Salt Lake City, Utah, the Commission 
finds that the name of this company is 
itself misleading and it has, therefore, 
ordered the concern to cease and de- 
sist from— 

“(1) Doing business under the cor- 
porate name and style of Salt Lake 
Cooperative Woolen Mills, or any other 
corporate name which includes the 
words “Woolen Mills,” unless and until 
such respondent actually owns or oper- 
ates a mill or mills in which raw wool 
is converted into yarn or cloth by the 
process of spinning or weaving; 

(2) Using any words, phrases, sen- 
Lences or order blanks, letterheads or 
any other literature distributed by it 
in the course of its business, which in- 
dicates or creates the impression that 
said respondent is a manufacturer of 
the articles which it sells, unless and 
until such respondent does actually 
manufacture said articles.” 


Knits But Does Not Spin or Weave 


The contention of the Commission in 
this case is based upon the fact that 
the concern in question “does not weave 
any cloth nor does it perform any oper- 
ation in the conversion of wool into 
cloth either in the way of spinning or 
weaving.” It is admitted, however, 
that this concern does manufacture 
sweaters, skirts and blankets by a 
process of knitting woolen yarns on 
knitting machines. 

The respondents claim—and many 
manufacturers and merchants are likely 
to agree with them—that mills in 
which woolen yarns are knitted into 
sweaters, skirts, blankets, etc., may 
properly be called woolen mills. There 
are hundreds of so-called cotton mills 
in New England and in the South in 
which cotton yarns are neither spun or 
woven but in which a great variety of 
products including hosiery of all kinds 
are knitted. To the man in the street 
the distinction made by the Commis- 
sion in this case and the demand that 
this concern shall abandon its name— 
which presumably covers valuable good 
will—are decidedly unreasonable. 


It is pointed out, however, 
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Manufacturers will have to overhaul 
their advertising and perhaps abandon 
many of the illustrations they now em- 
ploy in Magazines and other publica- 
tions if the Commission is upheld by 
the courts in its contentions set forth 
in a complaint just issued alleging 
“false and misleading representation” 
against Ostermoor & Company, the 
well known mattress makers. 

On each mattress sold by the com- 
pany, the complaint recites, is attached 
a brand or label containing a pictorial 
representation or design of a com- 
pleted and uncompleted Ostermoor mat- 
tress, “which deceives the general pub- 
lic into the belief that the labels are 
actual and truthful representations of 
the respondent’s mattress.” Another 
“erroneous impression created” is that 
felt layers or “bats” of great thickness 
(40 to 60 in.) are used in the manufac- 
ture of the mattress, and that they are 
of great resilience and elasticity. 


“Not a True Picture” 


The complaint states that the illus- 
tration used on the concern’s labels is 
not a true picture of its product, but 
is made from a specially constructed 
model, which greatly exaggerates the 
total thickness of the felt layers used in 
the construction of the mattresses. The 
respondent also, the citation continues, 
uses false and misleading depictions in 
booklets, pamphlets and other adver- 
tising material, which create the same 
wrong impression as the labels used on 
the mattresses. 

To demonstrate the sweeping char- 
acter of this complaint it is hardly nec- 
essary to discuss the question as to 
whether a cotton “bat” is 40 or 60 in. 
thick or only 4 or 6 in. It goes with- 
out saying, however, that if the Com- 
mission has decided to put a stop to the 
use of every advertising illustration 
which exaggerates in any particular 
the device depicted it has taken on 
something more than a summer day’s 
job. 


Henry Moss & Co. Bulletin 


gy ccna Bulletin No. 3 has re- 
nem en issued by Henry Moss & 
oe 113 to 132 Fifty-third Street, 
ak weg N. Y., at the request of hard- 
ware retailers ‘desirous of having in 
concise form information as to the com- 
pany’s line of stock of metal signs, 
stencils and steel stamps. In addition 
to the descriptive text, the catalog con- 
tains numerous illustrations and _in- 


cludes net prices. 
ae 


Carborundum Co. Catalog 


The Carborundum Co., manufacturer 
of abrasives, Niagara Falls, N. Y., has 
recently issued its Catalog No. 97, in 
which its line of carborundum products, 
for the mechanical tool department, the 
cutlery department, agricultural too! 
and auto accessories departments. In 
the foreword, the method of manufac- 
turing carborundm and Aloxite, the 
abrasives used in the company’s Prod: 
ucts, is _interestingly described. The 
catalog is well illustrated and printed 
on an excellent quality of paper. It is 
now available for distribution. 
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OLD a bottle 

of Gorton’s 
Glue to the light 
alongside a bottle 
of ordinary glue. 
Notice the full 
measure and the 
clear amber color 
of Gorton’s. This 
clear color means 
purity and purity 
means strength. 


Make this test _ 
yourself . 


ORTON’S Liquid Glue is a 

real step forward in glue mak- 
ing. It is made from codfish skins 
by a special secret process which 
eliminates impurities. 

Codfish skins contain the finest 
properties for making liquid glue. 
And the Gorton-Pew Fisheries 
are the biggest users of codfish 
in the world. Instead of dispos- 
ing of their codfish skins as a by- 
product, they are now utilizing 
them to put on the market this 
clean pure glue. 

The attractive Gorton packages 
. on your shelf; the years of adver- 
When the farmer buys dairy tising which have made the name 
barn equipment he thinks of Gorton famous; the service from 
quality. A statement of the factory which has made thou- 
quality doesn’t satisfy him, sands of friends in the trade; all 
a Ne a goods. these things are bound to make 

money for you if you carry 
: Gorton’s Glue. If your jobber 
Ney reputation for manufac- hasn’t it, get in touch with us. 
turing quality farm equip- 
ment since 1879 is a valuable 
factor in closing sales. 
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Original 
Genuine 















Put up in full one- 
ounce bottles and 
tubes. Also in cans 
—half-gill, gill, half 









Standara E verywhere 









Stanchions Automatic Water Bowls pint, pint, quart and 
Stalls Pens . a 
Hay Carriers Litter Carriers gallon sizes. Write 
Hay Carrier Steel Tracks and Fix- Hay S ve 7 «eee for prices and 

tures Barn Door Hangers an racks . 
Hay Forks Wire Stretchers discounts. 

eys eldless ain 

Merchandise Carriers Tie-Out Chains Gorton-Pew 
Steel Hoists Hay Rack Clamps Fisheries Co., Ltd. 







Porch Swing Chains Hardware Specialties 





Gloucester, Mass. 
Makers of Famous 


Jhe NEY MANUFACTURING CO, 5 5 
Established 1879 Cak 
CANTON OHIO 


Minneapolis, Minn. Council Bluffs, lowa; 
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= We were the originators 
= of both the Tubular and 
Clinch Rivets and have 
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devoted over 50 years to 
their production. It nat- 
urally follows, therefore, 
that we have a genuine 
pride in the product. Our 
interest goes beyond the 
mere making of a profit 
and is concerned essen- 
tially with the quality of 
the rivets. 
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TUBULAR RIVET & STUD 
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Allith-Prouty 
No. 3100 


The only hinge of this 
type made with revers- 
ible finishing floor plates 


































Allith-Prouty No. 3100 
for doors 114” to 2” thick | 
(“The ball and roller bearing hinge’) / / 


No. 3100 assures extreme durability at a price / 
that has caused a sensation among the trade. 
No. 3100 is low priced but the quality is so // 
high that it is quickly being recognized as the / 
ideal floor hinge for installations requiring 
economy without sacrificing service and appear- 


ances. 


The ball race serving as a bushing or bearing 
for the frame where the frame revolves on the 
post, prevents wear at this extremely vital 
point. 

The plunger operating thru extra long guides 
has 4 rolling-sliding action against the roller 
bearings. 

ad fo 


Dealers are invited to ask their jobbers regard- 
ing this item. The high quality at such a low 
price appeals to everyone. 


ALLITH-PROUTY COMPANY 
Danville Illinois 


Representatine Jobbers Distribute AP 
Hardware throughout the United States 
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Skat has the 
largest sale of 


any hand soap 
MARK in the world! 
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Your Line 


of 
Night Latches 
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“Leaves the hands soft and white” ae 


Make Bigger Profits 
—Sell the Best 


Skat is preferred by me- 
chanics, motorists and 
garage men because it 
#2? rolls grease and dirt 
right out of the pores— 
quickly. 


mh That’s why Skat has the 
After worko largest sale of any hand 
washup with soap in the world. And 
that’s why it will pay you 
to standardize on this 
one brand. 
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No. 112—One of the best latches ever sold 





Is it complete? The Fraim 
Line includes five latches. 
With them in stock you can 
meet all needs. 


v. 
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Retail Prices 
65¢ | | 75¢| | 85° }1.25 2.75 


Gis: Maw Latch 
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%o7y__ Stick to Skat and watch 
Is No, 112, illustrated above—a beautiful GEE sr w : your hand soap sales in- 
latch in Antique Copper Finish with con- ET EN 
cealed screws. It has five pin-tumblers, Ve aa fa) eg crease. 
pts hgh vl with four keys, unlimited key - =i * eee 
changes, t head of cast bronze, with en 
nickel silver springs and a device by Every motor- The SKAT COMPANY 
which it can be dead-locked by slipping a Hartford, Conn. 


a bronze knob so it cannot be unlocked 
from the outside. 


The Easiest Way to Sell 
night latches is from a FRAIM 


Display Board—all ready to hang 
on your shelves. 













Pi Write 
Poi for our 
, a SPECIAL 


HAND SOAP . _sintropuctory 


OFFER 





4 Fill out and send _ this 
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E., T. FRAIM LOCK CO. Pd coupon to THE SKAT 
LANCASTER, PENNA., U. S. A. all COMPANY, HARTFORD, 
Selling Agents in yi CONN. 
New York San Francisco Los Angeles Philadelphia are” Se es eee pedees 
Chicago Boston Montreal alas y 
Denver Seattle Vancouver Winnipeg Pa Address a are eee eee oP ee ee ae ae a ee 2 a 
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Proper mixing of the ingredi- 
ents used in ACE and VICTOR 
Dry Cells promotes uniform cor- 
resion of the can and gives the 
maximum energy for a greater 
length of time. 


Profit Producer! 


There are many reasons for the profit pro- 
ducing ability of the ACE HOT SPARK 
Ignition Battery. 


One important reason is the dependability 
of its spark. It’s as hot for starting as for 
running. The ACE works like a beaver when 
the going is strenuous and gives the hottest 
kind of a spark where other ignition current 
generally gives out. 


The ACE HOT SPARK is a single steel 
incased cell with 4 to 6 cell power. It’s a 
solid unit—no joints or connections—just two 
binding posts. 


Your trade will keep your stock of ACE 
HOT SPARKS moving. Ask your jobber 
for a good sized stock or write us for prices 
and other information. 
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LANCASTER, 
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VICTOR 
Telephone 
Cells. 


DICKEY Pro- 
jector Carbons , 
and a complete 
line of carbon 
specialties. 
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LAMPS 


Sold without restrictions, but con- 
fined to the better class merchants. 
The great increase in business en- 
joyed by our dealers and distrib- 
utors during 1923, is proof that 
SAVE quality lamps have gained a 
nation-wide preference. 


Make your first purchase in the 
belief you will order them contin- 
uously. 


If your jobber does not sell them, write us. 








THE SAVE SALES COMPANY 
TOLEDO OHIO 
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ANNOUNCEMENT 


The Lindsay Chaplet & 
Manufacturing Company 


Harrison Building Philadelphia, Pa. 
Desire to announce that they 
have acquired the patents cover- 
ing THE PENNSYLVANIA 
SELF - CLEANING LAWN 
RAKE, and that they have taken 
over the manufacture and sale of 
these Rakes from THE PENN- 
SYLVANIA LAWN RAKE 
COMPANY. 











The Genuine Wendell 
Vacuum Washer 


= 

= SS 

SS 
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Lightens the 
Labor of 
Washing Clothes 


“A Quality Item”’ 


Eliminates the drudgery of wash day. A 
practical and up-to-date method of exe- 
cuting a time honored task. 


It requires only a few minutes to wash a 
tub of clothes. 


A handy article, well made of heavy 135 
lb. Tinplate, with steel rod reinforcement 
on bottom of body—where it is subject to 
greatest wear. 


Furnished with extra long and strong 
waxed wooden handle. Packed one dozen 
to a carton. Order from your jobber or 
write us. 


STUBER & KUCK CO., Peoria, Il. 
TINWARE AND SPECIALTY MANUFACTURERS 








Goods Displayed 
In Warren Fixtures 


Are Sold! 


The efforts of a salesman cannot compare with 
the sales effect of attractively displayed merchan- 
dise. Untiring, compelling, ever-working Warren 
Fixtures suggestively direct the attention of cus- 
tomers to hundreds of items—creating a desire 
for and actually selling gdods. 


WARREN SECTIONAL 
HARDWARE FIXTURES 


Do more than sell goods, for they simplify stock-keeping 
and inventory; in fact, you can make a better showing 
and do more business on less stock. 

Their practical, sturdy construction insures you an 
equipment that helps you develop a simple, snag-proof 
system of merchandising that will outlast a business 
lifetime. And, the sectional init construction permits 
you to install a single unit or section at a time and 
add others as your business will justify. 


‘‘There Is No Substitute for Warren Fixtures’’ 


The advice of our practical store plan- 
ning specialists is at your disposal with- 
out obligation. All we need is a rough 
floor plan with dimensions. 


J. D. Warren Mfg. Company 
159 N. State Street 


Chicago, Illinois 
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The Entering Wedge 





The entering wedge for holding nail customers 
who want the best in Flooring Nails is found in the 


old, reliable TREMONT Brand. 





These Hardened Steel Cut Flooring Nails have 
held customers for 25 years because they have held 
securely in hardwood floors without splitting, bending 
or twisting. 


Keep stocked. Prices on request. 


Tremont Nail Company 


205 Lincoln Street, Boston 

















Meet your Customers 
half way <— 


SOON they will ask for Superior Screen Door 

Catches—to close tight their screen doors, 
and keep them closed. Are you prepared to meet 
those customers half way? 

Lay ina stock of Superior Screen Door Catches 
—NOW. Display them on your counters and 
in your windows and you'll come back for more 
before the season is over! (We will give you 
a snappy counter display with your first order 
for one full gross. ) 


HE demand for the Superior Screen Door Catch is ever 
increasing. To the dealer, it means only a small capital 
investment, a little space on the counter or in the window, 
and rapid sales—at a liberal profit. The Superior Screen 
Door Catch sells because it is a household necessity. Every 
home needs one, two or three. 
If your jobber does not handle them, order direct. 


SUPERIOR DOOR CATCH COMPANY 


Superior, Wisconsin 










She 
Superi 
| Screen 
Door 


Catch. 
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Cash In On This Whirlwind 
Specialty Seller NOW! 


Here’s a wrench that’s abso- 
lutely in a class by itselfi—the 
Gellman “Polly” will do the 
work of any ten solid end 
wrenches on your shelves to- 
day. Every one of the ten ad- 
justments (zero to 1 7/16”) 
gives same positive hold as a 
solid end wrench built only for 
one size. 


“Polly” has been introduced 
by high-powered intensive sell- 
ing and space advertising. Now 
we're making a dealer proposi- 
tion that can’t be touched by 


market is ripe and waiting for 
the live hardware man. Abso- 
lutely nothing like “Polly” 
being offered today—sells at 
sight and repeats. 


Please remember, “Polly” is 
not a novelty, but the strong- 
est wrench made; tested to 
over 3,168 pounds’ pressure. 
Selling like wildfire everywhere 
for household use, as well as to 
car users, mechanics, garage- 
men, etc. Get all the facts— 
write for extra-liberal, ground- 


ing to 17/16” 
A 











6” Size: Opening 
to 11/16” 


9” Size: 
Opening to 1” 


12” Size: Open- 


thumb __ twist 








instantly adj usts 


any wrench at any price. The floor dealer proposition. “wre 
Rock Island, 


The Gellman Wrench Corporation, Illinois 


GELLMAN 2” WRENCH 


Reliability Promotes Confidence 


Whether building highways or cities the mechanic depends 
upon his tools for his reputation. It is important to gain the 
confidence of these buyers. When they call for levels, sell them. 






















No. 550 Peer- 
No. J mb vi PEERLESS — yen pe tom 
less Carpenters on a our edges. 
Level. Thoroughly LEVELS 2%” x 1%”. Lengths 


seasoned and kiln dried 
Hard Wood Lengths 24”- 
26”-28” and 30”. 


24”, 26”, 28”, 30”. 


All wood used in Peerless Levels has been thoroughly seasoned and preserved with 
three coats of waterproof material. Vials are set solid and protected by heavy crystals. 


PEERLESS ALUMINUM LEVELS 
NOW 














Single plumb each end. Made in three sizes, 
1”, 


Double plumb each end. Made in four long? 
12-18 and 24 inches. Dimensions 2” x 1 1%”. 


94-26-28 and 30 inches. Dimensions 2” x 


The level glasses in Peerless Aluminum Levels will be set in our patented metal 
sockets as used in our wooden levels. 


Catalog and prices furnished on request. 


The Peerless Level and Tool Co. Sterling, Ill. 


No. 333 Mason’s Level, shown below, made of 3-piece pee: center is pine with hard- 
wood edges—Brass ends. 1y.”. 


Two sizes, 42” and 48” x 2%” 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 





IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 








BESSEMER AND BASIC nents sae 
STEEL WIRE 
2. STEEL AND BRASS SCRATCH 
RESISTANCE WIRE BRIDGEPORT, CONN. BRUSH WIRE 
THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit. 
Dan M. Bell, Dallas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 

















“There is likewise a reward for faithful 
QO stlence.”—Horace. 
uithfiul ilence 


Geer HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 












Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 





Griffin Manufacturing Co. 


Erie, Penna. 





45 Warren St., N. Y. 74 W. Lake St., Chicago, HL 
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It’s the articles in the tray that count | 


ND here’s a tray that contains articles which In other words: THE TRAY THAT PAYS. 


are easy to sell and mean quick turnovers ° : 

at a good profit to hardware dealers. List Price, $18.50 
Measuring Tapes with simplified-reading, black Net Price and circular on request. 
finish and top graduations; plumb bobs with screw | 
caps, steel points and perfect balance; folding rules EUGEN E DIETZGEN CO. 
with joints that will not slip nor pull from the Right goods at right prices 
rule — articles that fully satisfy your trade. continuously since Year 1885 

P4 ra Hi h Phi - ° 
The tray is well-constructed, of golden oak finish, hte. Mew York peo gee 
and compact in size—it attracts and holds interest. New — ne Chicago, Illinois 

















“Perea 


FOLIA {VALUATION 


The Customer Who Doesn’t Care 


He usually refers to everything as “that stuff.” 





Hardware Cloth is no exception. We can’t expect a man 
to be an expert in every line of endeavor. He knows just 
what he wants and what he wants to use it for, but he’s 
not particular. 


Be sure of that customer! He is a good prospect or a 
“sore loser’ —depending upon what is sold him. 


“Perfect” Hardware Cloth is the pivot of friendly rela- 
tions. 


Your Jobber Carries “Perfect” 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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Good Judgment 


We are often reminded that, “You can’t judge a man by his clothes.” 
This may not apply in every case, but the appearance of “Ringco”’ 
Bath Room Fixtures bear out the quality of material and workman- 
ship of their construction. Being made of Solid Brass, Highly WO. BGS WALL. SOAP Dist 
Polished and Heavily Nickel Plated, they practically wear forever. 





We have specialized in Bath Room Fixtures for Thirty years 
and during this time have developed new lines which appeal to 
the most exacting trade. Carry a stock of “Ringco” Bath 
Room Fixtures. You will earn the reputation of having good 
judgment. 


AMERICAN RING COMPANY 
Waterbury, Conn., U. S. A. 





Chicago, No. 29 E. Madison St. New York, No. 2 Hudson St. 
Boston, No. 170 Summer St. San Francisco, No. 116 New Mont- 
No. 3495—COMBINATION gomery St. 
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™ BABCOCK-LADDERS @ 


ee SPRUCE | 


BABCOCK—MEANS 








for Ty for 
PAINTERS HEUSEVIVES 
DECORATERS FARMERS 
MACHINISTS WINDe2W- 
MILLWRIGHTS CLEANERS 
STEAM CARPENTERS 

FITTERS REOFERS 





















































































WE PAY THE 
FREIGHT 


—_— FOR CATALOG ) 
AND LATEST PRICE LISTS 








W. W. Babcock Co., Bath, N. Y. 
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Makes Refrigerator Doors “Airtite” 


$tops Cold Air Leak$ 


Cours down ice bills and waste by keeping cold air im 
and warm air out. 


Wirfe “AIRTITB” Anyone that has a refrigerator or ice-box will appreciate 
over lap of refrigerator the merit of Wirfs’ “AIRTITE CUSHION DOOR 


SEAL.” Just strip it on the overlap of refrigerator 
doors and it provides a soft cushion-like airtite seal. 
Saves ice bills and keeps food better by stopping cold air 
leaks. 


Anybody can Apply it— 


door is open. This item has proven itself a big seller. It is nationally 
advertised. Send for prices and samples at once. 


Made by the manufacturer of the famous “HOME- 
COMFORT WEATHERSTRIP.” 


E. J ° WIRES, Sole Manufacturer and Patentee 


nee Geum ean has Gn wa 128 SOUTH 17th ST., ST. LOUIS, MO. 



























BELT RIVETS TRUNK RIVETS 


AND BURS AND BURS 
Nos. 3 to Ir93. 
& All lengths & No. 9 in all 





























aa peemene lengths from 
sizes. 4, 4,1, 4%" to 114”. 
3, and 5 pound 
Naa | f packages. , 
ac Pa HOSE RIVETS BRAZIERS RIVETS 
, } \\ 2/ ‘| AND BURS OVAL HEAD 
» | Vr 


Nos. 00, 0, and 
1 to 10 inclus- 
ive, in all 
lengths from 
5" to 114", 5 
pound cartons. 





Nos. 7 and 8 in 


all lengths from 
yy" to 14". 


BRASS JACKET BRAKE BAND 


RIVETS RIVETS 
a Nos. 7, 8, 9, 4%’ Nos. 7, 8, 9, 10, 
length, shank diam. 12, in all lengths 


eter 14", 90", %". from 3%" to 1”. 


Only a detail, but— 


Proper functioning of the brakes on your car depends to a 
great extent on the holding power of small copper rivets. 

And because Rome Quality Brake Band Rivets are made to 
“stay put”—they build customer good will and assure repeat 
sales by giving the service expected from a good rivet. 

For Rome Rivets are “husky” in every detail—they have the 
correct proportions and strength to make good wherever used 
for the purpose they are intended to serve. 

Packed in several sizes of handy packages, with attractive 
labels, they create a favorable impression, and justify this im- 
pression by the good service they render. 

BRANCH WAREHOUSE: 3649 S. Racine Ave., Chicago, IIL 2224-P 


ROME BRASS AND COPPER COMPANY, ROME, N. Y. 






















SPECIAL RIVETS; 
Flat and Cone Head Braziers’ Rivets, 
and Copper or Brass Rivets of special 
shapes and sizes, made to order. 
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© . Equipped With 

Wet, NEVERCRUSH | 

Washer he Great Safety Wringer 5 

The PRIMA Washer equipped e 

with the famous NEVER- Xe 

CRUSH Wringer, offers you Xe 

a unit that breaks the back- ic 

bone of competition. It means ie 

large sales, large profits and Ke 

plenty of satisfied customers. Xe 

The PRIMA will wash clothes i 

clean — easily and quickly — s 

without harming the daintiest < 

fabrics. The elliptical tub is : 

perfectly smooth on the inside : 

—there are no mechanical de- % 

vices to wear or tear the = 

clothes. . 

®. mt The tub is made of Douglas | re 

KA We have a sales plan that offers big Fir iene GUARANTEED FOR Operates on any 110- KS 

ei possibilities for live dealers. TEN YEARS. volt current. Ke 

; The Buckeye-Prima Company, Sidney, Ohio : 
iret 














BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 





1 Gal. Cans 2.25 per gallon 
Try out the sale of Brush-Nu to your trade with the Attrac- y “ os 245 “ ” 
tive Counter Display Box at FREIGHT WED 
$1.50 for 2 Dozen not exceeding $1.00 per cwt. 
Ask your Jobber or Order Direct. Com e these prices with what you are paying 
Get Wise to the Size Sor ogee! aaengee. 
Everybody Buys ee 
y y y Outside White 
Five Minutes Brush-Nu Retails 10c. Lead and Zinc 90.00% 
: bend seen softens the most obstinately hard on na — py be 
Each package cleans five 3-in. brushes. a Lineost. Oil ay rn 
Absolutely Safe to hands or bristles. A neutral era ts 50% 
i . Japan Dryers 10.00% 
powder used in water. Perfected by expert chem Solution 2.50% 


ists at Washington, D. C. Sells on Sight from ; 
attractive display container shown on your coun- Analysis on each package 


ter or window. We confine ourselves to one dealer in a City 


Dealers wrote: “Surprising how many painters and 
home folks buy several packages, one to use right Ask Us for More Information 


away and the rest for reserve.”’ 


FRED NEESEMANN 2 CO. B2!timore Progress Paint Mfg. Co., Inc. 


* Maryland rtesad 
Established 1876 Louisville, Ky. 
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STANDS FOR QUALITY IN INCANDESCENT LAMPS 





VEN the hardware dealer who 

has been afraid of adding tires 

to his line is going whole-heartedly 
into the Revere proposition. 

Here is an opportunity far be- 
yond anything ever offered by a 
jobber before. And what’s more, 
it will no doubt beat all records 
for tire sales. 

The reputation of the Revere 
Cord puts sales effort at a mini- 
mum. The inducement in regard 
to the 30 x 314 ““R” Tread Clincher 
Cord is one of the best ever put 
before a retailer. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 
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MACHINE WOOD SPECIAL 
SCREWS RIVETS 
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Continenta 


SCREWS 
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IFIOVLINAE Products 


Reg. U. 8. Patent Office 





WOOD SCREW CO. 
New Bedford, Mass. 











GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


New York Office 
248 Canal St. 


Factory and Main Office 
Bridgeport, Conn. 


K & E 
Folding Rules 











No. A 1730 


HEY are well known to the building trades 
for their accuracy and superior wearing 
qualities. 
Now furnished with concealed rivet, a sturdy 
joint that stays “put.” 


Send for information re 


Metal Display Case 


And Latest Trade Price List 
KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. 3.’ 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
516-20 $. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring T apes 




















No. 213. 6” Wide. 


Wiebusch 


and 


Hilger Ltd. 
ei Wm. 


106 to 110 Lafayette St. 
New York 





“You always come 
back to W. ROSE” 


said a delegate at the 1922 Bricklayers’, Masons’ and 
Plasterers’ Convention. 





Rose & Bros. 


Sharon Hill, Pa. — 
No. 113. 5%” Wide. 














March 27, 1924 HARDWARE AGE 103 





G-W Ice Tools for Every Purpose 


Fr VERY type of tool used in the ice business is built 
by the Gifford-Wood Co. All G-W Ice Tools are 
ruggedly constructed and absolutely dependable in service. 
Over 100 years’ experience are built into every one. 





Catalog No. 80, describing the complete line, will gladly 
be sent to you on request. 


Main Office: 7 HILL ST., HUDSON, NEW YORK 
New York Chicago Boston Pittsburgh 





G-W 
Ice Creeper, Style A 





G-W Boston Tongs 


FORSTNER 
Labor Saving 


AUGER BIT 




















Bores Any Arc 


of a Circle 











Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
: direction regardless of grain or knots, 
a leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

L t eee lathe tool combined. For core boxes, ‘fine 

and delicate patterns, veneers, screen work, 


scalloping, fancy scroll twist columns, newels, rib- 


$0 Li ww G a 3 bon molding and mortising. 
a eee 


| Send for Catalogue. 


|__ Write for Catalogue |! || The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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“IT’S MORE THAN JUST A RAKE” 


= “OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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The 
ULTIMATE Wringer 


ANCHOR BRAND 


Best On Earth 


Warranted for Five Years 





LOVELL MFG. CO., Erie, Pa. 
Largest Manufacturers of Clothes Wringers in 
the World 

















J.M.Carpenter 
Taps and Dies 


The Best Mechanics insist on 
“Carpenter Quality’ in Taps 
and Dies, because they are Uni- 
form, Precise, Durable—made 
of the Finest Steels. Favorites 


for Over Half a Century, they re- 


main the Favorites today. 





LOOK FOR THIS 


“ REGISTERED 


<RADE-MApy 
SEND FOR CATALOG 





WW 
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Oldest Tap and Die makers in America 





o 
S a C71 ci!s - sme 


PHILADELPHIA 


J. M. Carpenter Tap and Die Company V4 isde A PENCIL COMPANY 


PAWTUCKET RHODE ISLAND 
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MORE SALES FOR YOU 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 
They sell om a reputation established by more than thirty years of high class service 
This means permanent profits. 

The Blizzard is simpler in construction and a trifle . but sells as well as 
either the Lightning or Gem ant cheeld be evdesed with style te satisfy the 









demand. 
We suggest placing your order early fer shipment later, as you may direct. Be 
sure te include request fer sales helpe—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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JELLIFF 





Copper and Bronze 7 


| 4 


Windowscreen Cloth 


Every season sees an increasing demand 
for long-lasting Jelliff Copper and Bronze 
Wire-screen Cloth. We have ample stocks 
in 14 and 16 meshes, accurately woven 
from selected wire. Jelliff Wirescreen Cloth 
never disappoints; it will build good will 
for you as well as for us. Priced right. We 


are ready to make Rubber 


Immediate Shipments 


to any part of the country, and to those I > 
points within reasonable hauling distance ead ed Nal S 


from our factory we will 





are used as bumpers on pianos, 


Deliver by Auto Truck closet seats, and to receive the 
direct to your store. No need to keep cus- thrusts of drawers, also to prevent 
tomers waiting. You can clinch every sale. noise and marring to such as they 

are attached. 
Wire, Write or Phone _— ae made in eggic os fom 
. especially designed for chair legs 
The C. O. Jelliff Mfg. Corp. and prevent. the scratching of floors. 
Southport, Conn. 350 Madison Ave., New York Absolutely noiseless. 


We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. | 


Baclusive Salee Agents: 
Central Steel & Wire Co., 119 Peoria St., Chicago, II. 
Steele-Sayward Co., 79 Milk St., Boston, Mass. 
Edward Schwarts Supply Oo., 520 Toulouse St., New 
Orleans, La. 























Barnes House 
Pumps 


The Barnes House Force Pumps 
offer an attractive sales possibility 
where running water depends upon 
the action of a pump. Finished in 
a bright red with deep bronze trim, 
with polished or nickel plated cyl- 
inders. The name of Barnes on a 
pump is a guarantee of excellent 
workmanship and high grade ma- 
terials. . 


Glectric Attachments 
forHand Power6levators 





Fig. 211 


, SPN Ae nae Fig. No. 211 shows the “Handy.” 
This ab gpa ene bas ogg on This pump has brass cylinder, 
FONE TORS PRUE COVES. CNS MONT SRS We brass plunger rod and brass stuffing 
chine are built together and contain the same good b Gg ® te Water can be 
workmanship as the larger Kimball machines. 8 tee ee agi os ceca — i. 

pumped to any part of the house 
HARDWARE DEALERS: You can make a good by means of a back outlet for 
profit installing these machines in your district. piping. 


Fig. No. 205 is the “Capital.” An- 
other type of Barnes quality 
pumps. It has a 3” brass cylinder 


Mi BRA ike ce R ch b Q with a full 6” stroke. Plunger rod 
COUNCIL BLUFFS. iOWA * ts and valve seat are also made of 
brass. Furnished with long wood 

handle and compression bibb. 


The Barnes Mfg. Co. 
Mansfield, Ohio 


Write for descriptive matter. 


Council Bluffs, lowa 





Fig. 205 
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STANLEY 
BOX STRAPPING 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
the nails from slipping in driving. Round edges 


of strap do not cut the hands. 


THE STANLEY WORKS 


New Britain, Conn. 


Coils of New York Chicago San Francisco Los Angeles 
feet Seattle 
Manufacturers of Wrought Hardware and Oarpenter’s Toole 
a 


> 
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SPRING HINGES 


Respected by Builders 


The fact that the 
leading Architects, 
Carpenters and Build- 
ers know and have a 
high regard for Chi- 
cago Spring Hinges 
helps materially in the 


The main thing is to 
keep supplied on the 
types and sizes most 
called for in your lo- 
cality and hold trade. 


How is your stock of Type No. 2001 
Triplex Spring Hinges? Triplex Spring Hinge 


Send for Catalog H-39. 


Chicags Spring Hinge Compans. 


1500 Carroll Ave. 23 Warren St. 
Chicago 


MARK 
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New York 

















Satisfactory service year in and year out has won 
for GALVANOID the pre-eminent favor of the 
trade. It is heavily zincked after weaving by our 
modern electric process. Then a transparent coat- 
ing of varnish is baked on. This protects the at- 
tractive finish and adds to the firmness and dura- 
bility of GALVANOID. 


ORDER THRU YOUR JOBBER 


We also manufacture 


“AMERICAN BRAND” 


PAINTED — BRIGHT GALVANIZED — BRONZE — 
COPPER—KOPNIK—MONEL — SPECIAL GRADES 


American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 
Gereral Offices: 41 East Forty-second Street, 
New York 


Western Sales Office: 208 So. LaSalle Street, Chicago 
Worcester Buffalo Philadelphia San Francisco 
Los Angeles 





With Heller 
ment. Install A 


warrant 


Cabinet No. 





HOW TO BUI 
APT ae Peas ae eee 


ale eno as Gains caus Ga duee cece ee 
Cabinet No. 606 — Cabinet No. 605 Cabinet No. 602 





322 Cabinet No. 3698 Cabinet No. 865 


w. C. HELLER & CO, - - 


D AS YOU GROW 


te tear out all of vd 
ce o ie anes 


e m additional 7 _— the yy wR a 
with Heller's Hardware Shelving. 


Combination No. i, ome Sone Ge Ee Cm 
bination to install NOW. 


Sise 28 feet, 5 inches | 7 feet 1% inches high. 
Golid oak exposure, antique 
See ee oO 6 ee Ee ae ee 


gy 24 shelving higher than 7 
ot 3 inches as this will rest on top of Combination 
o 


Change can be made after working hours with yeur 


No interruption in your business and no confusion. 
7 wine SUDas for complete specifications and Oataleg 
o. . 


. MONTPELIER, OHIO 
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Wire Fences 


You can buy from us all of your wire 
needs, including both ‘‘Columbia’’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fences in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 
in prices and freight rates. 

Our complete line of farm, poultry and garden 
fences in both hinge-joint and stiff-stay types, 


together with our attractive lawn and flower 
fences afford a wonderful selling proposition. 


Our products include also— 


Barbed Wire Plain Wire 


Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 


Pittsburgh Steel Company 


Pittsburgh, Pa. 


New York Chicago Memphis 
Dallas San Francisco 
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“QUICK-SET” 
STEEL 
FENCE POSTS 


OU can make addi- 

tional sales and in- 
creased profits by sell- 
ing ‘“Quick-Set”’ steel 
fence posts to every 
field fence customer. 
Quickly, easily and se- 









curely erected. Eco- 
nomical for farm or sub- 
urban estates because 
they outlast wooden 


posts. Anda ‘‘Quick-Set”’ 
fence can be moved 
easily. 


Write NOW for special attractive 
prices on carload shipments, and 
circular “HA.” 


BUFFALO STEEL CO. 
TONAWANDA, N.Y. = 4 
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A Salesman That Re 
No Wages 


This BATHWHITE Display Board shows your 
customers the BATHWHITE Line and saves 
your time explaining it. 


It speeds up turnover with a small stock, and 
makes bigger profits with a small investment. 


Special Offer on This Display for April 


Write TODAY and learn how you can put this 
“salesman” to work for you. 


E. H. TITCHENER & CO. 
Wire Goods Headquarters 


Binghamton, N. Y. 


quires 











What Is Advertisement ? 


Advertisement is the life of your busi- 
ness, providing you give the public real value 
for its money. Allow us to advertise for 
you, free of charge, and your sales on night- 
latches will increase rapidly. 

Our plan is a simple one. 
carry our No. 202 dead bolt ath Your customer 
will buy this latch in pref to all others. 
These are the reasons ater 

1. It is a burglar proof lock. 

2. It is a protection on a glass door. 

3. It cannot be opened by the inside knob when 
the bolt is set—assuring supreme protection. 

4. It is an improvement. 

5. It does not cost any more than an ordinary 
nightlatch. 

These features create an increasing demand for this 
lock as our sales show not let your sales in- 
crease and thus improve your business? 

Remembering, a successful business is built on 
constructive plan—carry the No. 202 Ilco pea 
We will be pleased to send you a mounted sample. 


@® INDEPENDENTIOCKCO,@®> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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No. 15 vdilen-gre 
1 o 
bag Hendle fitted 











with cold-drawn sockets e in combinations covering 
every wrench requirement mechanics and car owners. 
Box Sets and Bag Se ying all features of - 
gra mechanics’ tools in the handiest possible combina- 
tions. Write for booklet and proposition to the Dealer. 


THE ALLEN MFG. CO., '?3,SHELDON ST. 








ADJUSTABLE 
KEYCO pire WRENCHES 






THE KE 


Ey 
Urpet 


PATENT APPLIED FOR 





“Keystone quality." Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 























Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 


jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 






“LENOX” 
HACK SAWS — BAND SAWS 
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AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS, U.S.A. 




































Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 








We will guarantee our 
3620 to do this trick. 


Show Bile punter S55) to eomy Pest owner, 
t make sales, show yeu a good profi 
and be © fast soller. , 


WALDEN-WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 








2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 
ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 














RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 
femmemrenere GS « 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 


easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 














Py It’s A Torrid 


SF Is To Say All 
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on Your Counter 


will grow — 


Send for the Demonstrator. Use it 60 days 
—if it isn’t worth every bit we ask, return 
it at our expense. In writing, please send 
jobber’s name. 


Consolidated Electric Lamp Co. 
208 Maple St. 
DanVers, Mass. 
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FOR SURE REPEAT BUSINESS 
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Put this Champion Demonstrator 


Your Lamp Sales and Prokits 





| 
. / ; - 
- oe ~ Licensed under General tklectric Ce 
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Dimensions: 15” long, 10%” high, 9” wide. 


The y 


| Champion Demonstrator * 


Sells 
Champion Lamps | 





wcandescent Lamp patents oo) il _) 














BOLTS, NUTS, WASHERS, / 
RIVETS, PICKS, MATTOCKS, 
AND GRUB HOES, CROW BARS, 
WAGON FORGINGS, TELE- | 
’ PHONE AND TELEGRAPH | 
POLE LINE MATERIAL, ETC. 
SCREW RAILROAD SPIKES, 
TRACK BOLTS, BOAT SPIKES, 
STEEL BARS, CONCRETE 
REINFORCEMENT BARS 























This Little 8 lb. Rectifier Is as 
Simple to Sell and to Use as an 
Electric Flat Iron 


PORTABLE () 
RECTIFIER 


Over the counter this de- 





vice meets with no sales 
resistance, Everbody knows 
the ‘‘Sterling.’’ It weighs 
but 8 Ibs. Its simplicity is 
pronounced. Its accuracy 
and reliability are unques- 
tioned. 


Not every rectifier is up 
to date, but you can rely 
on Sterling always being 
in pace with modern bat- 
tery charging requirements. 
It is made according to 
the new 5 amp. maximum 
charging rate. Cannot 
freeze nor stick. Practic- 
ally no sparking. Quiet in 
operation. Plates protected 








from overcharge because 
Battery of tapering charge from 
Charger this Sterling Rectifier. 
Without $ 00 
a 
k 99 
Wea ness Generous discounts. 


West of Rockies $17.00 


The Sterling Manufacturing Co. 
2831 Prospect Avenue 
Cleveland, Ohio 
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Electrical rope, 

barbed, plain, nails, 

tacks, spikes, bale- 

ties, hoops, springs, 
) lig 


netting, wire fences, 
steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 


AmericanSteel& Wire 


Company 


Chicago—New York 





Radio & Electrical Supplies 


Harr Alter’s “POCKET- 
: BOOK” is a net price, monthly 
aa catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive . 
a monthly. 

Sinc all prices in ii 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “‘The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 





Chicago 











TACKS 


ALL KINDS 


TTT 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 











PUMPS 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 
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Millions of People See This 


Advertising Monthly in 
the Leading Magazines 












# QUICK SALBS 
DISPLAYED 


Send for Price List 


MOORE PUSH-PIN co. 
Wayne Junction, Philadelphia, Pa. 








ROPE 


MANILA 
and 
SISAL 
LATHYARN, 


HAY and 
HIDE ROPE 


HALTERS and 
TIES 





Manufactured by 


E. T. RUGG & COMPANY 





NEWARK, OHIO 
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TO all profes- 





‘ err sional barbers, as 
si well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 





DESLOTOPAATAAASADHRRGAATAASLOLOS OS ALDIDORAREOLLDROORAORACH DR HLGR DOD STARATO DAN EIEA \. : 


SUCCANENEUNIDTNOTADERTORAI ATOR ONIT NERA ATH Aman ert pt at! S” ON eccee 


Koken Companies, St. Louis, U.S.A. 
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a FLUSH DOORS The GOODELL Family Cherry Stoner 
7 CLEAN LINES— This Year Better Than Ever 
NO PROJECTIONS All Metal Parts , 6 
Tinned tones two at 


And the profits proauced by Soss Invisible one time. 
Hinges are as good as the jobs they de 
for cabinet makers, furniture ménufactur- 
ers, builders and carpenters. 

You have a ready market for Soss Invisible 
Hinges already created in your section. Let 
us send you a sample hinge and full infor- 
mation. Show the hinge to your ng ace 
and you'll find how much they like it. 

A style and size for most cuintieniies 
Special finishes on request. 


SOSS MFG. CO. 
175 BERGEN ST. BELYN., N. Y. 


(SOSS) sve 


See How Well It’s Made Fine Precision Tools 


No. 208 Double Needle Torch has 


Nothing to 
break or get 
out of order. 


Will last a lifetime. 


Tell your jobber now 
how many you can 
use, 














Made by 


GOODELL Co. 
ANTRIM, N. H. 





Packed Individuall 





























wonderful power, strength and Two generations of metal workers 
durability. The burner produces : 

sean Tae deine ne bok, een have come to know Starrett Tools as 
ing perfectly the modern low test the best they can buy. They're good 
fuels. Upper cleaner needle keeps t Le ¢ ell 

the gas orifice cleared. Enlarged OG tO Sen. i 

gas orifice and other burner Write for Catalog No. 22 “A” and the Supplement 
troubles are overcome, as both describing the new Starrett Tools. 

needles are blunt, not sharp TT 

pointed. The tank is_ strongly THE L. S. STARRE Co. 
braced and fitted with cushion band The World’s Greatest Toolmakers 


Manufacturers of Hacksaws Unexcelled 






which protects the base. No. 208 
Torch is the best for reliable serv- 
ice. Jobbers supply at factory 
prices. Get a catalogue. 


CLAYTON & LAMBERT MFG. CO. 


No. 208 Torch 10619 Knodell Ave. 
_ Ask for latest price Detroit, Mich., U. S. A. 


























The use of Spaulding Hard Fibre 
for the wheels of industrial trucks 
is ample proof of its great com- 
pressive strength. More technically 


stated its compressive strength is 
34,000 to 38,000 lbs. per sq. inch. 


HACK SAW 
BLADES 


“with a reputation” 


(lll Vii 


Be 


HARD FIBRE Clemson Bros. Ine. 
HMilddletown, MN. VB. 


UR large list of repeat customers would 
BU RN LE c —— convince mr _ Paine Toggle 
Its are recognized 


“ users, both large 
and small, as the 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N. Y. 





















T he Soldering 





Paste that has most practical and 
OAT re satisfied cus - efficient toggles on 
B a en els Y tomers for over the market. 

23 years. If you are not now 
using them it would 
Sample free. pay you to investigate. 

BURNLEY BATTERY & MFG. CO. oenenionienesn 
NORTH EAST, PENN. The Paine Company * icaco. nL 
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-—-< High Grade Punches 





A varied and attractive line for the Hardware Trade. 
and Upholsterers’ and Plum 
The above tools will please your customers as well as our famous Round and Oval Pwaches. 
Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 


Besides Punches Our Line Includes: 


bers’ Tools of superior quality. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Also: Leather Workers’, Trimmers’ 
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Never-Leak Patches 


Here is an extremely profitable 
Gr re ‘ hardware item. One dozen in a 
handsome counter display box. Little 
investment required. 50% profit. 
Never-Leak patches beat vulcaniz- 
ing; repair tubes, tires, hot water 
bottles, garden hose, rubber boots, 
rubber coats, anything made of 
rubber. 
Give our silent salesman standing 
room and it will net you 100% 
profit. 
The hot cement roads vul- 
canize Never-Leak Patch. 
Quicker and better than 
vuleanized patches. 


Every home needs 


Manufacturers of 


UPERIO 








Galvanized 





G. F. Wright Steel & Wire Co. 


Pvery package sol 
back guarantee! 


NEVER-LBAE. A 
for a dozen 
LEAK or write us di 





can of cold patch that is better than 
packages of NEVER- 


of dealers now handle. 


Never-Leak Patch Co. 


Indianapolis. Ind. 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 


dad with money- 
$20.00 for one 


sk your ; jobber 


rect, Thousands 











WORCESTER, MASS. 
HOSE 





UNIVERSAL 





BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


UNIVERSAL cramr 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire.: 
No rough edges to cut hose. Put on in less than a 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every clamp and carton. 
Get them from your jobber—or write us. ‘ 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. 






































AUTOCRAT 
BUSHING BRONZE 


is made by the makers of the famous 
SYRACUSE BABBITT METALS 


United American Metals Corp’n 
196 Diamond Street, Brooklyn, N. Y. 





TAPS 
Dies, Screw Plates 
WINTER BROS. CO. 





American Can Company 


aT 




















EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 





SILVER LAKE 


NET WEIGHTS 


Wrentham, Mass. 
“They Have a 


Bull Dog-Grip” ef 


Manufactured by 
U. S. Clothes Pi in Co., Montpelier, Ve. 





SASH CORD 
FULL LENGTHS 


Sales Dept. 
Silver Lake Co., Newtonville, Mass. 1015 Union Bank “Bldg. Pittsburgh, Pa. 














| SCYTHES AXES 


ag Axes since 1866. 


RIXF ORD Rant Hig Highgate, Vt 


| The “TORREY” 
A Real Man’s Razor 


J. R. Torrey Razor Ce., Worcester, Mass. 


; _ [GENUINE MARTY TRAPS 


2,000,000 Sold 





Send for Catalogue ef Full Line 





Boston, Mass. 























Freight Elevators 
and Dumbwaiters 
Write for 
eur catalog 


Energy Elevator Company 


214 New St. Philadelphia, Pa. 








Easily first in the manufacture of 

effective tools for stone-working. 

Send for our Catalogue—FREE. 
TROW & HOLDEN CO. 


Barre Vermont 


J. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=—RIVETS= 














Isaac Church Expansion Bolt Co. 
East Norwalk, Conn, 








Economy 
Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy + Co. 
5850 Germantown Ave. 
Philadelphia. wea. 








“Perfect . 






BALE TIES oes 
Toggles 
Best Made—Prompt Shipment Special 
Baur Bale Tie Co. The “Perfect” Pat. Feb. 28, i823 
Leaders in Expanston Bolt Designs for 35 Y 














INDIANAPOLIS, IND. 














CRAYONS 


FOR EVERY PURPOSE 


STANDARD “M3208 Gio 





ELEVATORS 


and Dumbwaliters 
for House, Store or Warehouse. 
Write for particulars. State your 
ents as to size, capacity 
end lift. 


The SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
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THE STEWART IRON WORKS CO., Inc.,225 Stewart Block, Cincinnati, O. 




















Ezyrun Ball Bearing Pulleys | | BROWN & SHARPE 


take any size clothes line—Long wearing, 


Rustless, Noiseless—Are easily operated and M ACHINISTS’ TOOLS 


cannot freeze. Completely enclosed. Line 
om aay | —— or slip baa If your Jobber does The first choice of skilled mechanics for three generations 
not stoc them, write us for prices an WH PROTECT THE DEALER. 


tails. 
BROOKLYN PULLEY CO., Inc. RS BROWN & SHARPE MFG. Le. 
85 Sth Ave., Brooklyn, N. Y. | Providence, R. I., U. S. 


(WILLIAMS 
Oe Se tae 


Just try one—you will never use 

















Manufacturers 
of work bench- 
es, hand screws 
clamps and vises. 



















C. Christiansen 
2814 W. 26th St., Chicago, Il. 


Send for 


Catalogues 


























Waste for Oleaning, Wi and Packing. 
Yarn ny Twine Mops, read Mope and Mop 


Yar 
Cloths omy Cleaning, Wiping and Polishing. 
Wicking for Packing and Tufting. 

Caulking Cotton, Cotton Rope and Olothes Lines. 
Bleached Cotton for Nitrating. 


Send for samples and prices. 


MASSASOIT MANUFACTURING ng 
Fall River, Mass., U. 8. 


New York Office - - - 350 sieslmnars: 





MASCO 
PRODUCTS 


YRAG* Maan E86 Ub PAT OR 


U. S. Expansion Boit Co., 139 Franklin St., New York 











Makers of Ev ae ee in 
Kind of Screw, | | STRATTON *** “cin” 


Nut and Bolt 


CORBIN SCREW CORPORATION H A N D i E S 





American Herdwere Corp., Successor 
. N Britai ' Conn. For Smell Tools, Utensils, Electrical Geods, Ete. 
_ nigh —. Factory: ihen, Oe 7 3 STRATTON MFG. CO., Stratton, Maine 














THE FOWLER & UNION ; : 
HORSE NAIL CO. BROOKS 


Bright Iron and Brass Wire 
































HORSE SHOE NAILS Goods. Special Wire Goods 
OF HIGHEST GRADE made to order. 
Plant at M. S. BROOKS & SONS 
1000 MILITARY RD., BUFFALO, N. Y. CHESTER, CONN. 
SATELLITE | [| *xzass.400 
imtrod Toda 
Incandescent Lamps PRIEST’S CLIPPERS 
A nati remelg, omy — pil —— — need no introduction, 
thst gives choclate saictaction. 7 
BEDFORD LAMP WORKS, INC. American Shearer Mfg. Company 
22 Hudson Street, New York City Nashua, N. H. 
ay 18% W Sold Direct 
Gam. The Mark of Quality wey age om Bae 
in Copper Utensils Received over 8 3800" inquiries so far’ this 
o Sold through dealers for 30 years “HILL CLOTHES DRYER co. 
OME MANUFA: co. ae, 
‘ CIURING.©O. Distributors Motropaliten Dit District 





111 Murray 8t., New "york City 
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RATES—Set Solid: $3.00 for minimum of 50 words—6ec for each additional word. All Caps: — = for 


winimum of 50 w 
each additional inch. 


8c for each additional word. Box Display: 


$5.00 for 1 inch—€¢4 


10% Discount for 4 insertions—15% Discount for 8 insertions. 


Positions Wanted Advertisements—50% off the above rates. 
No illustrations are accepted for classified advertisements 





Business Opportunities 
A broadcasting of offers in hardware 


stores, properties, second hand equipment 
and general opportunities. 








ARTICLE TO MANUFACTURE—I HAVE 


A FACTORY AND FINANCIAL BACKING. 
AM LOOKING FOR MERITORIOUS AR- 
TICLE TO MANUFACTURE, SUBMIT ME 
FULL DESCRIPTION YOUR IN ° 
TELL as Bs BASIS YOU PREFER TO 
WOR ME. EXPLAIN WHY YOUR 
INVENTION. IS SUPERIOR TO ANY AR- 
TICLE USED FOR SIMILAR PURPOSE. 
W. C. RASTETTER, FT. WAYNE, INDIANA. 








TO BUY—Wanted to bu 


1 hardware business 
in Western Pennsylvania or 


astern Ohio. Must 


be good. Stock of about $10,000 or $12,000. 
Cash deal. Full description and particulars in 
first letter. Address Box G-26, care HarDWARE 


AGE, New York. 


Business Services 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency service. 





ADVERTISING AGENCY —Service is a 
modern aid to all seeking sales development 
through advertising and its cooperation and pres- 
sure to general selling efforts. Large, well- 
equipped agencies, agencies specializing and s 
er service agencies can make their valuable service 
known to the many readers of this section who 
are active prospects for their service. Write for 
analysis and prospectus. Harpware Ace, N. Y. C. 








TO BUY—Wanted to buy a general hardware 
store. Two young men looking for established 
business. Eastern States only. dress Box 
G-62, care HarpwaAre Acze, New York. 


CATALOG WORK—Compilation and printing. 
Bids and Offers. The richest field for catalog 
work is the hardware field. Actively produce 
business for yourself in this field by a 
weekly announcements in this section rite at 
once for analysis and general outline. Address 
Classified Opportunities, c/o Harpware AGE, 239 
West 39th St., New York City. 








TO BUY—Wanted to buy hardware business 
in Western Ohio or Eastern Indiana. Must be 
good. Stock of about $10,000 to $20,000. Cash 
deal. Full description and particulars in first 
letter. Address Box G-76, care Harpware AGE, 
New York. 





FOR SALE—A CLEAN ea -TO-DATE HARD- 





G60, CARE HARDWARE AGE, NEW YORK. 


DIRECT MAIL—Promotion work is extensive 
among hardware manufacturers, wholesalers, large 
retailers and selling agencies. All the special 
service and new and second hand equipment for 
indexing, filing, addressing and duolicating is in 
demand with Sa. You who offer these things 
should develop entinnes from inexpensive an- 
nouncements on this page. Write at once for 
prospectus. 








Catalog Compiler. Mr. Manufacturer or Jobber. 
An experienced Catalog Compiler, one who is 
able to take a job at the beginning and follow it 
thru to the finish, is open for an offer. Can you 
use such a man in your organization? Address 
Box G-70, care HarpwAre Acre, New York. 








FOR SALE—Hardware store consisting of 
builders’ hardware, factory supplies, automobile 
accessories, paints and al! kinds of shelf hard- 
ware. Established 1893 on a main thoroughfare, 
Brooklyn, N. Y. Four show windows. The 
buildings can be purchased or leased for a long 
term. Address Box G-63, care Harpware AGE, 
New York. 





FOR SALE—A $60,000.00 stock of general 
hardware, mill supplies, paints and sporting goods. 
Located in Northern Michigan. Or will sell 
substantial interest to parties competent to suc- 
cessfully manage a wholesale and retail business. 
goarene Box G-65, care Harpware Ace, New 

or 


VERIFIED MAILING LIST—This Verified 
List of Wholesalers and Retailers is indispensable 
in economic direct-by-mail promotion work a 
also a helpful guide for salesmen’s calls. Every 
sales manager should have one on his desk, and 
every salesman could profitably carry a copy in 
his grip. Since the 1923 issue was_ published, 
there have been more than 10,000 additions and 
corrections, _ these all apocar in the 1924 
edition. Size 7 x 10% inc Also 1 
wal on lines allied to hardware. Cost $ 00 per 

Write at once for circular. a 
Verified List, Harpware Acer, 239 West 39th 
Street, New York City. 








FOR SALE—5000 NUMBER 2 NEW MOLD 
ERS SHOVELS, $1.00 BRAND. THE WASH. 
INGTON SALVAGE CO., 303 TENTH ST., 
N. W., WASHINGTON, D. C. 


FINANCIAL———=services in financing, in- 


corporating, local office addresses, loans, 
collections. 








Wanted—Young man with energy, ambition, 
and ten thousand dollars to invest and manage 
a retail store in uisiana town. Address 


Box G-68, care Harpware Ace, New York. 





FOR SALE—Western New York General 
Hardware location, well equipped fixtures new. 
Munici water and sewerage systems just com- 
pane in this town. An exceptional opportunity 
or one or two men to engage in General Retail 
Hardware and Heating and Plumbing Business. 
Stock and Fixtures will invoice $5,000.00. Get 
in just in time for 1924 Spring business. Other 
business es entire time of owner. Address 
Box G-82, care Harpware Ace, New York. 





INCORPORATIONS — Charters — Delaware 
charters are best, quickest, cheapest and most 
liberal. Nothing need be paid in. Do business 
and hold meetings anywhere. Free forms. Write. 
All business should be transacted by the modern 
way of corporations instead of ——— personal 
liability. Address Box G-81, care HarDWarE 
Ace, New York. 





PROFESSIONAL——services in patents 
and legal advice. Specials. 











For a young man who is capable, honest and 
experienced in hardware here is an _ excellent 
opportunity to e a partner. Such a man 
can buy half interest in hardware store with 
fine stock invoicirg at $15,000 and located city 


second important of county. Indiana. Present 
partner retiring. Correspond at once. Address 
Box G-67, care Harpware Ace, New York. 


Help Wanted 
Wholesale 





Help Wanted 
Retail 


MANAGER—Manager for a e Stove Depart- 
ment wanted in an old established business. 
Man must have knowledge of stoves and 
and be able to manage help and take entire charge 
of department. dress Box G-80, care Harp- 
warE AcE, New York. 











Manufacturing 








WANTED ° 


Gas Range Salesman 


Experienced Salesman who knows the 
Dealer and Jobber Trade in Texas and 
California, and who is capable of handling 
big business is wanted by an Eastern 
Manufacturer of a complete line of Stand- 
ard Gas Ranges and Appliances. The line 
is established in the territory. Give full 
particulars and references in your first 


letter. 
Address Box G-64, care 


HarRDWARE AGE, New York 














Positions Wanted 
Retail 


WINDOW TRIMMER—Experienced hardware 
window trimmer desires opportunity with live 
hardware merchant in northern Ohio. Has had 
ten years’ experience trimming windows for 
retail hardware stores. Thorough and capable 
retail salesman in general hardware, electrical 
nom, sporting goods and kindred lines. Address 

ox G-79, care Harpware Acs, New York. 











A young man 23 years of age, married, who 
has had 5 years’ experience in the hardware 
business desires connections with a reliable firm 
in the West. Address Box G-66, care HarpWarRE 
AcE, New York. 





Manufacturing 


SALESMAN—I have successfully sold stand- 
ard merchandise to jobbers and retailers for many 
ears. Intimately acquainted with trade in New 

ork State. Am anxious to make a change and 
can produce results on any _— hog ‘Kadress 
Box G-51, care HarpWARE ium, 














SALESMEN—Hardware Salesmen—lInside and 
outside, thoroughly experienced, good ries to 
right parties. State experience and where last 
employed. Address Box G-74, care HarDWARE 


Ace, New wit 





Investments in men are important. They are 
, bad or fair. Select men of calibre and sound 
olen Why not learn ‘what men of this t 
are available, for you? It is worth while, and the 
simple roductive way is through ARDWARE 
AGE Opportunity Exchange “Want” Ads. Use 
them regularly. Know the fields available man- 
power. un ads seeking men of ability here as 
a regular policy. 





HARDWARE AGE 
“DEPENDABLE WANT ADS.” 
Let Us Help You Word 
Your “Want.” 
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RATES—Set Solid; $3.00 for minimum of 50 words—6c for each additional word. All Caps: $4.00 for 
minimum of 50 words—8c for each additional word. Box Display: $5.00 for 1 inch—$4.00 for 
each additional inch. 10% Discount for 4 insertions—15% Discount for 8 insertions. 


Positions Wanted Advertisements—50%: off the above rates. 
Page 2 No illustrations are accepted for classified advertisements Page 2 








Sales Accounts Wanted Sales Representatives Wanted 








A section used by best grade, reliable ° Men of experience and ability in sell 
salesmen and sales representatives for ob- 661 Replies Meant the hardware field know prc ge Bo a 
taining lines to sell. section, 








EASTERN AREA—A man 42 years of age RESUL i ALL SECTIONS U. S. WANTED—Salesmen 


who has been a successful retail salesman for to handle patented garden implement for retail 





neal we 20 years _ stoves, reagents and —— trade. Liberal apne Ire State experience, 

ardware now wishes to secure position as travel- . ‘ age, territory now covered, etc. Address Box 156, 

ing salesman in New York or adjoining states for for the users of classified ad care HaRpware Ace, 1426 Widener Bldg., Phila. 

reliable line connected with hardware or its allied vertising in HARDWARE AGE dur- delphia, Pa. 

interests. A man who enjoys work and plenty : 

of it and ready to go the limit to get results. ing January and February, CENTRAL AND SOUTHERN—Experienced 

Rng yoy honey Rage ody flow ch 1 Pram 2 arta pm 1924. (Nine weekly issues in salesman selling builders hardware to handle non- 

= ork ’ thi eriod ) conflicting line, consisting of Floor Hinges, 
. s p . Screen, Butt and Lavatory Hinges, Door Guards 





and Window Locks in Central and Southern 








PITTSBURGH DISTRICT—Are you looking ) 
for a high class representative for the Pittsburgh pag OE gh orn pate gg los chee 
district? I Rave just severed = connection - pk 9 iving full information first letter. Address Box 
nine years standing, and want to get in toucn wit A checking-over of the responses -77, care HARDWARE AGE, New York. 

a reputable manufacturer who has an _ honest . 

product that sells at a fair price. Have an attrac- that Hardware Age mailed to 

tive suite of offices —-, eoanee - . wide classified advertisers who used box NEW | ENGLAND Wanted experienced tool 
acquaintance among the industrial plants in : an ardware salesman for New England states. 
Pennsylvania and Ohio. Will consider either number addressed advertisements Company manufactures a line of tools and gen- 
brokerage or resale basis. Can furnish exception- shows this RESULTS record. The eral hardware and some auto accessories, Sales- 
al references. H. B. Evans, 1004 Columbia Bank/| | figures below show highest number man with one or two other lines to take this line 


Bidg., Pittsburgh, Pa. on a strictly commission basis is desired. Corres- 


of responses to the most productive pondence strictly confidential. Address Box G-72, 




















UTAH—Experienced hardware man_now lo- ‘‘ad” terminating in issues of given care HARDWARE AGE, New York. 
cated in ~ ne West, mores to Utah, ae date: 
acquainted with Jobbers in that territory, wants . 1 
= represent manufacturers selling to Jobbers J 9 F 12 N. Y., PENN., NEW ENGLAND—Salesmen 
trade. Have had many years experience with] | anuary 3—3 ebruary 7— calling on hardware jovbers in New York, Penn- 
jobbers. Address Box G-71, care HARDWARE January 10—38 February 14—38 sylvania and New England can profitably carry 
Acse, New York. January 17—16 February 21—14 the Townsend Wire Stretcher as a commission 
side line. It is a well-known implement now 
; January 24—19 February 28—25 being advertised a? cavesel a papers. — 
January 31—49 present territory, lines handied, experience an 
Sales Representatives Wanted - write at once. Real opportunity. Address Box 
The numerous replies to the many adver- G-73, care Harpware Acg, New York. 
Men of experience and ability in selling tisements which were printed with a TERRI RIES— 1 . . 
the hardware field know and follow this direct reply address are not available for sion oie ore Me BB a 
i any of the figures given here. —, ——_ a seers ang, setae in = 
SALESMEN desiring excellent side line for arts of the United States. e line is we 
hardware trade, secure our proposition of popular Value to those who seek through nown, has been on the market several years 


and the trade has recently been circularized ex- 


line of 5-25¢ Faucet-Fit Water Filters. Give par- the advertisements and to those tensively. The prices are less than half those of 


ticulars, age, experience, lines now sold and 





























grr govered. Faucet Fit iter Mie. Co.|| who insert them is the/aim and || for¥ig, ™A'ldecs' "Sox Gi ane? Hssowees 
accomplishment of this section. Ace, New York. 
SALESMEN—Five salesmen wanted to sell on 
commission complete line of hardware and tools ALL SECTIONS U. S.—Manufacturer ot line 
to work from the following points: New Orleans, of Tool Chests, Mitre Boxes, Dog Collars, Dog 
Louisiana, Atlanta, Georgia, St. Louis, Missouri, Read and Use Muzzles, Dog Harness, Leads, Straps and Hard- 
sag es and Minneapolis, Minnesota. age 3 — map ee reas Sepscoenmateees 
ive complete information as to experience, com- 66 99 in all sections o . ». A. to handle line on com- 
mission expected and references. All information Dependable Want Ads mission. State experience, lines handled and 
will be held strictly confidential. Address Gen- territory covered. Only those who can make 
eral Manager, Drawer 1458, Hartford, Connecti- good need apply. Address Box G-78, care HaArp- 
cut. WARE AGE, New York. . 











CUSHION 
TIRE * 


STORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels aintante noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands 
use. Circular on 
request. 





The ELECTRICAL GOODS 
MARKET 


For practical, commonsense hints on How to 
Sell more Electrical Merchandise watch the 
fourth issue of _ HARDWARE AGE each 
month. 

















This number will contain feature stories on 
the merchandising of electrical goods through 
hardware stores and a special electrical mer 
chandise advertising insert. : 
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é simi ie 
THE ADVERTISERS’ INDEX is published as « convenience and not as & pert of the advertising contract. Every care will be taken te index correstly. 
No sllowance will be made for errors or failure te insert. 
A F P 
Allen De MR beciure? dpe gdecsestweberele 108 Fowler & Union Horsenail Ce. ........... 113 Paine Co. 111 
yogi ad ecseshe seo’ ape acai B Fraim Lock Co., E. T. COCR eee eeeeeseeee 91 Peerless Level & Tool Co. in has dies ee 95 
hontai io Co boovseses faeces Piqua Handle & Mfg. Co. ................ -103 
Semmiun Ghee Oo. .-...:..-..-222220008 G oceans Eig ly I eabee ia +107 
American Ring Co. ...........eeeeeeeees - 98 Gellman Wrest Ge. soc. sce Sect etccces 95 Progress nan tie. oo... = da aed i08 
American Sales Book Co. ................ 77 ee hae ae sores Se See Ree 
American Saw & Mfg. Co. .............-+ 108 Gillette Safety Razor Co. ................. 81 R 
American Screw Co. .........-cccccccceuce 83 Ee OU 6 dads ccs wh dile caus WCein oceee lll ‘ 
American Shearer Mfg. Co. ............... 113 EES Cer eS ee 4 Radio Corp. of America................ «+ 25 
Aemetienn tad & Ween Oe, . .........<.cacvvk 110 | Gorton-Pew Fisheries Co., Ltd. ........... 0] ee Are Oo, Eee. ... 002005000008 35 
American Wire Fabrics Corp. SPL Pe 32, 106 eee ee eee ee 110 Richa. Rubber Co. ...........+eesseeeees 101 
iad eisai wayienesvosnqters S | Geln Me Gi. oo. 5.6.5.0. 055 cpaoeceeses ~S -  Bee oo 
Apex Electrical Dist. Co. ...............+. 28 MntmiMis. Gn .:....-0..:.,.....0.. 112 
IED cxvtigintiag cies buinvevebosed 88 H Robertson, Arthur Rt. .......0....2...2 21108 
Armstrong Mfg. Co. ............-.-+--++5 102 | Rock Island Mfg. Co. .........cc0cieccees 108 
OEE Ee ig Be eek’ dh ib cdvccivecace 5 gE Rei se be 26 Rome Brass & Copper Co. ............... . 99 
ee: We Mien, WO... ais cnecdecctésdivie 106 Rome Mfg. - Fr ee ee ee "113 
Hill Clothes Dryer Co. ..........ccccccice 113 a NT is ba oho wv cesses 110 
B SONS WDig His “Ms §-. ccccboebvectecsddnbe 31 Ee ag WS 0 hau dasthos'nskee occdiccias 102 
RN RECS eee: 22-23, 29 
Baboodk* Ca. The W. We .... 00.2 cc8 se cses 98 pee GA WO. ccs cccecescudethe i Ss 
i i i dd cnadeseeedheb eas dpeene 105 . 
Ss > | Ieee 112 I Samson Cordage Wks. ...............+.0+- 113 
Bedford Lamp Works...................-. 113 NE ee en eee ' 92 
i Pe + ond etedupes 0 éepbueaet 104 Dn, SW nn ce eteccecacad 107 Sidney Elevator Mfg. Co. ................. 112 
Boston Woven Hose & Rubber Co. ........ 79 | Indiana Steel & Wire Co........./2255°57: 21 | Silver Lake Co. ......-......eeeeeeeeeeeee 112 
Bridgeport Screw Co. ................-.+. 96 International Silver Co. .................. 2 oe ar ao | & Steel Co. ...........s00ee 9 
NE rer rTrT rrr. ort 113 Soss Mfg. — «| feline nat h nd ict Boa | whan Binet tak gs — 
—s fF 7 | Gary en 113 J Spaulding Fibre Co. a ae us 
Brown & Sharpe Mfg. Co. ............... 113 elias. ie 0 oo. Stallings Mfg. LS ek OR ERNIE DS 
BE Se nn cc ccc cect cceensocncescnces 100 Be VOTD en Ve Ue cece ccc ccc cnnevnes 105 Standard Crayon “ME 4 “aad Nil PB “as 2 
eS a <r 100 Jennings Mfg. Co., Russell................ 108 Stanley Wks. tet I - me di nati beatae 12 
“2 — & Seen SS Se a Pe 107 Starrett ih aie Mie 4ietea Oa + 6u.o.ncuve son 111 
Burditt & Williams Co. .................. 112 K - Bene esetechhestneg¥arvayacus 109 
a ee ee pelbarvow Co. .........ce0.0cc 117 
Burnley Battery & Mfg. Co aes Ratgenaer iy OR ots Sadi watadcrivede 118 Me ‘Co. Co. ee otha hehe e oteureie 113 
aw er i ome G6 © 6-0 Oe on dé 0 tb OG th OOD = © We cee eer eee eee eereseeeeees 
Cc — mg any Mab detiowws tidile cs 4p au4 * $2 oak SS Tey Sap, hay eel rs +. 
eystone i, MEM. “ate g dncce oé pXGht basa wase rior Beer Catch Co. ......ccccecccccs ‘ 
Carbon Products Coe. ...ccccccssccsccsseve 92 Kimball Bros. Co. Did vtiwds ene ebseuuuewes ies ecu © Ra cate si on 
Carpenter Tap & Die Co., J. M. .......... 104 See EE eb rd's ol occa» 0 ccc ce beabieaces 24 T 
Game Bi, Giles 9 sedis heents hs ice 112 Koken Companies, Inc. .................. 110 . 
Chatillon & Sons, John.................+-: 33 Thomson Mfg. Co., Judson L. ............ 112 
Ci Oe ooh i oki os ovens nc dha 112 L Titchener & Co., E. H. .......e cee eeceees 107 
Chicago Spring Hinge Co. ................ 106 Torrey Razor Co., J. R. .......0..eececes 112 
CNL TEA Coc bebe ents ccccccsctbe cue 113 Lindsay Chaplet & Mfg. Co.............. . 93 Tower Mfg. Co. ..... eT RT oe 110 
Church Expansion Bolt Co., Ienac......... 112 pat alga RE $d&de-a 0606 Steeee sss -104 goemeet the ® Ey svovcsrcosssvarerseeess PB 
eee ownggy on Mfg. Co. ............++ str es ee we eee Tubular Rivet & “Sind ROE ESE 90 
Ce WE UE ne cckmcccoccencenccces te 17 M U 
Consolidated Electric Lamp Co........... 109 
Continental Wood Screw Co. ............. 102 McKinney Manufacturing Co. ............ 73 Union Hardware CO. ccccsccccvcvcccvccces 13 
Ss ES el kb views cnn seca nicenim 113 oe I ay re 113 United American Metals Corp. ......... 112 
EE ee alan 15 Big: > GUD” IPUND MES: cin co ncsdvedeencsa ee 112 
D EE SL, ove Javad oun vhecd siapou 110 U. S. Expansion Bolt Co. ................ 113 
meg RR Fae le pete a Universal Industrial Corp. ............. ..112 
Milwaukee Motor Products, le kie koe aah 11 
Dexter Co. SeSSOSSSSSESESCOSSCSO SO HSSS ESOL SESOE 7 Moore Push Pin Co. cwbosecciieccaeae ix dine 110 V 
ene ees ie Gs Wo oe ctccoccceccune 108 GO OS ee 34, 115 
Dietzgen Co., Bugeme.............e0sese08 97 : Vaughan & Bushnell Mfg. Co. ............ 3 
ns 2 rn Cn. « cccbeeevesceoscese 1 N 
eT NS ns. pammceucs 37 Ww 
—- - ry. Se. ee ec eee ot Walden-Worcester Co., Inc. ..........+: . 108 
E cree eee aed 89 Warren poe Co., 2 pee eenwrceccesves = 
CU ee ntiduits ion é knee ie hbad este san NR thane ae 
Moomemap BER. Ca. «. 2... cicccccwcccscccccce 112 Niagara Metal Stamping Corp. ........... 38 Whitney 5 Vimoont. ....ccrccccccccvcces 31 
ee EL, aks ann cig eit be 6 obi owe 101 | ; 
Eickhorn, Carl ........... Jobeseceesedece 103 | North Bros. Mfg. Co 104 | Wickwire Bros. ...-........-..:+-++++.0+s 16 
GE a a ee ee 105 eee eet oe tes te Wickwire Spencer Steel Corp. .....00% 32, 106 
Electric Vacuum Cleaner Co. ............. 30 O A emg 2 ee 4 
Empire Level Mfg. Co. ...............00. 36 Wirfs, EJ... se eater ee aaa ha ese aca ea 
Energy Elevator Co. .........0...0se000: 112 | Oliver Iron & Steel Co. .................. 109 | Werthington Co., George................-- 85 
SE WN bcd. 0 tac cc cdhs vecactees 112 os’ | ey Sear ere 112 Wright Steel iy Wire Co., Pk tea cdonead 112 
Beginning with .this issue is the Agency Service in Advertising BUSINESS SERVICE SECTION 
Advertising Copy Writing Service : ‘ 
BUSINESS yeh wus ni Booklet and Direct Mail Assist- — Advertising — Financial — Pro- 
— covering Advertising — Finan- ance fessional—is a weekly department 
cial — Professional. - Services val- me og 5: ~~ agg: Seeaaam you can follow and rely on. Refer 
uable to all manufacturers, whole- Office Filing, Addressing and to it—(in its first, “new-born” ap- 
sale houses, retail concerns, sales ee ee a pearance)—on pages 114 and 115 
agencies and other hardware in- Printing and Lithographing Con- of this issue. : 
stitutions. This section conveni- Wn ~ OE Collee- HARDWARE AGE CLASSIFIED 
ently services their “wants.” tions OPPORTUNITIES are for 
ao Professional Services for Patent- 
Its advertising is aimed to cover: ia ae - YOUR “WANTS.” 
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Wha. poes it Cost You. 


lace Tray on Sta 
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Dealer optnion varies as to the cest of assem- 
bling Li Aeelbarrows, but all are of the same 
opinion that iC iS a costly Operatieon 
There ts a difFcrence -a@ big ditler CC TY 
makes. and then too there ts a right ano 
WONG WAY of set ting up WARE lbarrows 


It you buy Sterling Barrows you will Find 
the y assemble readily, that all parts hit~ 
pertectly,and that they comprise lewer— 
if Fa ren parcs than other WUIR CS 


Tf you will follow our instructions you will 
Una it no task to assemble wheelbarrows, 
na will begin now to Save monCY on your cost 
: 11 Aeelbarr tock 
handloig your wheelbarrow stocR 


ont continue to wrestle your barrows on ats 
000 Or tighten the nuts with a wrench / 
UUme aN Yoel ccian) anc ateau-varemalrelecmerareme e(cal 
bg ndle itona Sterling Setting-Up Stand 


ee (nig constr uction lends itselt to Chis 
8 Tastee ot SCOTING Mp because all arely, bottoms 
aye the same size and fit the bench 
| . , recast se all handle. § are bored (1 like and are 
Tightsn with Brace Mtterchangeable Becat. se the entire leg 1s 
1 « a Pioeted t+ one DUCE. Be CAUSC mY fer Ling whe ls 


oy ’ "1 ale complete with shalt Keyed to aeTe kets 


<s 








There is a Sterling Warehouse Stock: 
close to you-a Ste rling Organization 
MEAT YOU yuan: (0 show You Row 

fOl«ulT whe Lbarrow Aru. S7P1CSS CAL FI be) 


wade PROT]: pinakardel te — Lry lls 


Sic; ING (Who¢ lbarrow C6. Milwaukee. is. 


¢ Sl : 
ve STOR! New liork, © hicago, ¢ Vevelana, eavia It. Louis 
NDOSTOHL, f 
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i — Builda Reputation ff sr a i 
Pe | | b Pore sie 


' Po T ali VY lerchandise ha ST 
: 2 ae ot iB ij at Me! ‘ Des ’ aeophe I< S| ever ebaeleres 
ae BP fe) amelentiag. than Uerere aetaace ar rareliy Nut the rere 
— | tC the ser 
them. Drip Pans are small items, } 
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